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216-300 DANA AVENUE 


Cee: 





WARREN OHIO, U. S. A. 


peat < 


the only too/ 
of Its kind that 


-..cuts either standard “taper” or 
electric “straight” conduit threads by a 
simple adjustment. 


... has “radio” dial size-setting. Dies can 
be removed in a few seconds FROM THE 
OUTSIDE without use of tools. 


..-is fully-adjustable and easy-working. 
The only 1 to 2-inch pipe threader that 
cuts standard, oversize and undersize 
threads of uniform standard length. 


The Beaver 26-R uses one set of dies 
to thread four sizes—1l, 1%, 1¥2 and 2- 
inch. It is fully-adjustable for oversize or 
undersize threads to compensate for 
variation in fittings. There’s a cam-type 
universal self-centering chuck, too, which 
centers the pipe accurately and insures 
straight pipe lines. Yet, ‘drip threads” 
may be cut when desired for heating 
lines. 


Your customers benefit from the ad- 
vantages of Beaver 26-R. Why not tell 
them about it today? 


SEND FOR BEAVER CATALOG NO. 50. Address 
Beaver Pipe Tools, Inc., 216-300 Dana Ave., Warren, 
Ohio, U. S. A. 
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ANOTHER MARKE' 
with an unusual twist is 
explored on page 56, when 
ve take you into a tov 
uitomobile plant located 
it Binghamton, N. Y 
Helping Santa Claus can 
be a profitable job for the 
distributor—and an inter 
esting one 


we 


mM; 
pat 
/ 


for \ 


I 


Ihiit 

a 
bring 
is to an 


sawmill 


MORE 


sales, is the experience of 


Portland, Ore 
expansion has eliminated 
inefhaient handling which 
formerly had cut down on 
service and wasted tine. 


to 


MAKE A GOOD 
THING out of | that 
headache, the Will Call 
department. An Omaha 
distributor capitalizes on 
the problem by taking 
pickup customers through 
his well stocked warehouse 

whetting their appetites 


for more sales. Page 54 


SPACE — mor 


I Haseltine & Co., 
Read how 


Page O% 


ea 


SLASH PAPERWORK 


along with The Republic 
Supply Co. of California, 
which claims a reduction 
of 30 percent in time Te 
quired to receive an order 
and deliver it to the ship 
ping dock. Get the details 
of their system on page 


HOW TO RELAN 
actively demonstrated 

Salesman Bob Borm 
who's not too tired at th 
end of his working day to 
engage in an interesting 
and unusual hobby. ‘The ; 
whole story Is on page 2 oi 94 


L A R F 


Washington Bulletin ... Te 
Supply Sales Trends... .. . 114 
The Outlook for Business. 118 


Defense Topics .... 
Talk of the Trade 


Editorial 


Door Openers to Sales 


New Products 





WRAP UP THE BUSINESS YEAR 


With this December issuc, our job for 1951 is not 
vet completed. Next to come is the Marketing and 


Products Number, in Mid-December. 


Ihis bonus to our distributor-readers is composed 
of five important departracnts 


A Review of New Products of interest to distribu 
tors, introduced by manufacturers during the past 
vear, 


\ General Classified List of mill, mine and power 
ind general industrial equipment, tools and supplies 
and the names and locations of the manufacturers 


\ ‘Trade Name Index containing trade names em 
ployed by manufacturers of mill, mine and general 
industrial equipment tools and supplies, together with 
the names of the manufacturers and the products. 


Names and Addresses of manufacturers of mill, 
mine, power and general industrial equipment, tools 


and supplies whose products are shown in the classi 


fied list; and, 


An Index to Advertisers. 

You will find the Marketing and Products Number 
an accurate, complete source of reference throughout 
the coming months of 1952. Watch for it. 





NG PERFORMANCE GUARANTEED 


HOLO-KROME 
Conplitily lol Forged 


SOCKET HEAD 








CAP SCREWS 


CONTROLLED STRENGTH—Completely cold forged from 
special analysis alloy steel. Scientifically heat treated to 
develop the utmost in all physical properties. 


CONTROLLED ACCURACY—Heads are concentric with 
body. True hexagon sockets with controlled uniform 
depth and smooth, taperless walls. 


CONTROLLED INSPECTION—Holo-Krome’s own Physical 

and Chemical Laboratories control production from raw materials 
to final inspection for Class 3 Thread Fic. 

All H-K products are given a final, individual hand inspection. 


SATISFACTION GUARANTEED 
Distributors find profit and 
satisfaction in the H-K 100% 
Distributor Sales Policy. 
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LINK 


eee NTHIBUTDH NEWS 





Sell the One Chain from LINK-BELT’s | 4-2 Roll 


Complete Line that’s Best for the Job! 





There's no such thing as an “All-pur- 
pose” chain. Different types of chain 
have different characteristics. And you 
have a real sales advantage when you 
sell Link-Belt, the most 
complete line on the mar- 
ket today. There's a Link- 
Belt chain for every job 
—both drive and convey- 
ing—any one of dozens of steel and 
malleable designs with an infinite va- 
riety of attachments. 

Equally important is your assurance 
that any chain you sell bearing the 
Link-Belt name will give longer chain 
life. Exact control of raw materials and 
processes, plus manufacturing refine- 
ments, add up to a standard of uni- 
formity that means better performance. 

Shown below are representative 
chains from the Link-Belt line. And 
this broad range is complemented by 
a complete line of sprockets. Both cast 
and cut-tooth designs are built in types, 
sizes and metals to meet every require- 
ment. The right sprocket lengthens 
chain life. 


* Sales 
Yeeting 
in Print 


EWART DETACHABLE LINK- 





STEEL LINK-BELT—Has a de- 


Loose mineral wool conveyor employs 
L-B SS Class Chain, is driven by L-B 
Precision Steel Roller Chain 


LINK-BELT COMPANY 
Chicago 9, Indianapolis 6, 
Philadelphia 40, Atlanta, Houston 1, 
Minneapolis 5, San Francisco 24, 
Los Angeles 33, Seattle 4, Toronto 8, 
Springs (South Africa) 


12,64 


CLASS 400 PINTLE CHAIN 


BELT—A widely used, popular 
chain for normal-duty service on 
conveyors, elevators and drives. 


CLASS H DRAG CHAIN—Rigid | 
wide-link for drag conveyors, with 
straight, full-length sliding sur- 
faces and broad, ribbed wearing 
shoes. 


CLASS 800 LEY BUSHED CHAIN 
— Especially suitable for the heavy-| 
duty, severely abrasive service} 
encountered with sand, gravel,| 
cement, ore, etc. 


| tachable coupling similar to Ewart 
| Detachable. Fconomical for light 


drive and conveying service. 


CLASS H PINTLE CHAIN—Ex- 
cellent, inexpensive chain for con- 
veyors that slide. Made in a wide 
variety of plain chains and attach- 
ments. 


CLASS SS BUSHED ROLLER 
CHAIN (with offset sidebars) — 
For medium and heavy-duty drives 
up to 1000 fpm. Ultimate strengths 
up to 375,000 Ibs. 
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Closed end design keeps out dirt, 
makes excellent service medium 
for drives, elevators, conveyors 


CLASS C COMBINATION | 


CHAIN—Cast links, with pins 
coupled to steel side bars—a 
rugged chain for elevators and 
conveyors. 


CLASS RC ROLLER CHAIN— 
Precision steel roller chain made 
in a complete line of standard 
pitches—versatile, dependable, 


' easily applied. 





r Bearing 
Idlers Need Minimum 
Service, Adjustment 


Advanced design of Link-Belt Roller 
Bearing Idlers cuts conveying costs four 
ways: 

(1) Better lubricant retention — 
Efficient grease-in-dirt-out seals have 
no springs, no loose parts, no sliding 
metal-to-metal contact 

(2) Better balance, better alignment 
—Concentrically counterbored and 
journaled full-length central tube and 
counterbored roll shell are continuously 
welded to dished heads to maintain 
balance and bearing alignment. 

(3) Less “down-time’’—Husky, 
self-aligning roller bearings assure long- 
life. trouble-free performance. 

(4) Lower power requirements, 
thanks to smooth, anti-friction action 
of the precision roller bearings 

Link-Belt offers a complete line of 
standard and heavy duty 20° troughing, 
impact-cushioning, belt training, and 
flat belt idlers in a wide range of roll 
diameters and belt widths. 


"Sign of GOOD PRODUCTS! 


Letting the “outside” know what's avail- 
able on the “inside” is just plain good 
business. Link-Belt Distributors are 
proudly displaying this colorful new 
plastic illuminated sign in their win- 
dows to tell the outside world that 
Link-Belt power transmission machin- 
ery, conveyor products, or ball and 
roller bearings are available on the in- 
side. (No, Marge the signholder, does 
not go with the sign! ) 





The Greatest NEWS } 


Drill Distributors 


For Electric 


@ SureRDurty 


PORTABLE ELECTRIC DRILLS The Cover 


am A Net Pri ing ?—Or List _and Dis- 
For Production—Maintenance—Construction Work nn ae i, 
nel be Uo ac oar Oe ee 
gin reading and cast your vote for 
the system you prefer. 
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An Opportunity for Easier Sales -— Sette 
MORE PROFITS ita 


Advertisements in leading industry and business magazines are now Albany i, WY 
Executive, Editorial and Advertising Offices: “eyo 


telling the SUPERDUTY story to your customers and prospects. Get Hill Building, 330 West 42nd St.. Now York 18, 
details NOW! Ask about SupeRbuTY'’s attractive distributor pro- Se tier tien ae ee 
posal. Be set for your share of easier sales . . . more profits. cree, See eee) ee 
n; Ralph B 
P E T i isckbern, Ji 
ORTABLE LECTRIC TOOLS, INC. 


ation 
Subscriptions Address correspondence to 


i. & 
i inoi Blackburn, Jr., Director of Circulation, Industrial 
341 West 83rd Street, Chicago 20, Mlinois Distribution, 99-129 N. Broadway, Albany |, N. Y., 


In Canada: 369 Danforth Road, Toronto 13, Ontario or 330 Ww. 2nd St New York 18 


* 


Super Duty Portable Electric Drills 


for Production * Maint * Constriction Work 





948 at the Post Of 





Act of Mar. 3, 1879. Printe 
1951 by MeGraw Hill P 
| reserved 
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Sell the right 
jack for the job... 


“li a 





_ pine 


..-from the world’s most complete 
_. line of hydraulic equipment 


Versatile Blackhawk 
hydraulic jack — 
equipped with a 
gauge — fits into this 
specialized shop-built 
press. This is just one 
example — these low- 
cost jacks will mea- 
sure or test a load... 
power apress.. 
push, bend, straight- 
en. Tell customers: 
“Don't do it the hard 
way — do it the by- 
draulic way!” 





eo 
4 oe ee 


“PORTO-POWER” 
REMOTE- CONTROLLED 
JACKS— PUSH & PULL 


HYDRAULIC JACKS GAUGE- YDRAULIC GAUGES - WHEELED 
---up to 100 tons JA VALVES — FITTINGS HYDRAULIC JACK 








i ey Mis 


POWER-DRIVEN HYDRAULIC : # HYDRAULIC 
| HYDRAULIC PUMPS PIPE BENDERS | KNOCK-OUT PUNCHES 

















YOU GET ALL THESE HYDRAULIC TOOLS ONLY FROM BLACKHAWK This great array of Portable Hydraulic 
Equipment — plus Wrenches — is sold 
under a policy that meets the highest 
ideals of the industrial distribution fra 
ternity. Write for catalogs. Blackhawk 
Mfg.Co.,Dept.J17121,Milwaukee1,Wis. 
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PERFORMANCE 


That Builds 
Bearing Business 
For You 


@ Even under layers of grime, dirt and abra- (four different types) to deliver a minimum 
sive dust encountered in many production of 30,000 hours uninterrupted service. 
operations, the Dodge-Timken Type C bear- @ Dodge Timken Type C Pillow Blocks are 
ing carries its power load smoothly, effi- fully self-aligning, with both radial and 
ciently, without interruption—because it’s thrust carrying capacity. 
@ Triple-sealed to prevent the entry of dust, @ Delivered fully assembled, adjusted and 
however fine. Accurately machined steel lubricated, ready to lock on shaft. Locking 
seals keep dirt out and lubricant in. collars at both ends insure firm fastening. 
@ Dodge mounts, seals, houses Timken pre- @ Normally available from Dodge Distribu- 
cision bearing units in rugged assemblies tors’ stocks, sizes from 1-7/16''to 4-15/16”. 


DODGE MANUFACTURING CORPORATION, 500 Union Street, Mishawaka, Indiana 
x 
THE TRANSMISSIONEER is 


7 featured in every Dodge ad- 
> vertisement. Prospects are 
urged to call the Transmis- 
sioner for information about 
the products advertised and 


news of latest developments 
in power transmission ma- 


of Mishawaka, Ind. chinery. 








SAO Pe 


V.BELTS AND TAPER-LOCK SHEAVES  TORQUE.ARM SPEED REDUCERS ROLLING GRIP AND DIAMOND D CLUTCHES SOLID STEEL CONVEYOR PULLEYS 





The Dodge Distributor’s franchise is backed by 
73 years of specialized experience in manufacturing and merchandising Power Transmission Machinery 
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COST-PUSH 
INFLATION 
ON TES WAY 


By The Economics Department 


McGraw-Hill Publishing Company 








INDUSTRIAL DISTRIBUTION 


\N AMERICAN ECONOMY, swept upward by one kind of inflation after war broke 
out in Korea, is now getting set to meet a second kind of inflation—and a kind 
that businessmen are likely to find far from comfortable. 

Inflation, for most purposes, means rising prices. “There’s too much money 
chasing too few goods.” That’s the kind we've had more or less continuous], 


ever since World War II. 

But there’s a second kind of infla 
tion—“‘cost-push” inflation. That’s 
what seems to be in prospect in the 
months ahead. It is characterized by 
rising costs—wages and other indus- 
trial costs going up well before prices 
rise. 


The two kinds of inflation are 
linked, of course. When wages 
go up, industry gets a dose of 
cost-push inflation—but purchas- 
ing power also goes up, setting 
more dollars to chasing goods. 
However, since World War II, 
the United States economy has 
been dominated by income infla- 
tion. In the next few months, 
prospects are that the cost-type 
will dominate—and that compli- 
cates problems for business in 
many ways. 


A Mountain of Savings 


Let’s take a closer look at the two 
species. 

Americans emerged from World 
War IT with yearnings, built up over 
almost five vears of doing without, for 
new automobiles and industrial plants, 
new vacuum cleaners and power sta- 
tions. More important, to satisfy these 
urgings they were readv to spend a 
good share of the savings thev had 
piled up during those years. Busi- 
nesses had an estimated total of $73 
billion in liquid assets—currencv, bank 
deposits, and government bonds—and 
individuals had $154.5 billion. To- 
gcther the two groups held almost 
three times as much cash or savings 
quickly-convertible-into-cash as thev 
had in 1941 

As a matrer of fact, this total of 
liquid assets in 1945 equalled more 
than twice the total national income 


for 1941. 
Foundation for Inflation 


This was the foundation that madc 
the postwar inflation possible. The 
strength of the demand it created 
tended to suck prices upward. The 
pressure it generated, for example, 





Briefly Speaking 

We do not know just what sig 
nificance to attach to the fact 
that the only big buyers’ rush to 
beat the Nov. 1 taxes was for 
liquor. . . Perhaps it sprang from 
a feeling that the situation has 
become so confused that the 
most salubrious procedure is to 
acquire the wherewithall to for- 
get it all for a day. . . It still 
seems clear to us that business 
as a whole will carry on at high 
levels, and that it will be at- 
tended by relatively little price 
inflation. We will not be 
surprised if in the period imme- 
diately ahead the stock market 
suffers sickly sinking spells from 
time to time. . . But neither will 
we take this as an indication that 
business is either currently or 
prospectively going to pot. 

As a general business indicatcr 
or as a business forecaster, the 
stock market’s post war record 
is one of almost dazzling inac- 
curacy. . . The inventory reces- 
sion featured in the headlines 
all summer is definitely over. 











¢ DECEMBER, 195] 


more than offset the cancellation of 
huge armament orders in 1945. And 
it kept inflation perking along until 
1949. 
Incidentally, with — business 
booming and virtually full em- 
ployment, people were actually 
able to increase their savings 
through these years. Liquid as- 
sets mounted year by year. From 
a total of about $228 billion in 
December, 1945, they reached 
$243 billion at the end of 1949. 


A Second Round 


After a pause in 1949, along came 
the war in Korea, to touch off a sec 
ond spectacular round of income in- 
flation. American buyers—from house 
wives to the top purchasing agents in 

(Continued on page 10) 
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PREPARED BY LUNKENHEIMER ESPECIALLY 
FOR LUNKENHEIMER DISTRIBUTORS 
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BRONZE VALVES 








Set NEW PERFORMANCE RECORDS with... 


STEMALLOY: 


Lunkenheimer’s amazing new silicon-bronze alloy eliminates 
the stem-thread troubles that cut heavily into valve life. 
Stemalloy* stems have actually been tested at more than 
300,000 openings and closings — with live steam flowing 
through the lines. 


Your customers expect — and need — equipment that will 
sustain today’s record flow of American production. Let 
them know about the exhaustive field tests of this exclusive, 
patented alloy. 

Of the millions of Stemalloy* stems that have been placed in 
service, not one has ever been returned due to wear failure. 


Take full advantage of this new feature — a “‘miracle metal’ 
that adds years to the life of bronze valves. In these times, 
when long wear and lower upkeep are vitally important, 
make sure your customers have all the facts about Stemalloy*. 


Write for copies of the new booklet, ““Lunkenheimer Copper 
Base Alloys.’’ You'll find a wealth of helpful information on 
Stemalloy* and many other exclusive Lunkenheimer bronzes. 
Address: The Lunkenheimer Company, Box 360U, Cincin- 
nati 14, Ohio. 


BRONZE IRON STEEL 


LU WN ENHEIMER 


THE ONE LOO NAME IN VALVES 


t 651-19 
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Exclusively Yours 


Sold only thru Dumore Industrial Distributors 


The 


ouly 
$185* 


*Slightly higher west 
of Rockies 


EXCLUSIVELY YOURS—superior performance 


Unique built-in air-compressor controls drill 
feed and speed. Result — a compact, trouble- 
free unit that gives tremendous production 
increases, and practically eliminates drill 
breakage and scrap. 


EXCLUSIVELY YOURS — a bargain price 

At only $185, the Automatic Drill Head is 
a real bargain for your customers. It pays 
for itself quickly in increased production. 
On many jobs, savings in drills and scrap 
alone pay for the tool in less than a year. 


EXCLUSIVELY YOURS — prompt delivery 


We've expanded production to keep up with 
the constantly increasing flood of orders 
from aggressive distributors who are cash- 
ing in on this revolutionary tool. Sales ef- 
fort now will pay off in a big way for 
you, too. We can again offer 5 to 6 week 
delivery. Get your order in today! 


DUMORE COMPANY 


1300-17th St., RACINE, WIS. 
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DEFENSE TOPICS 





Starts on page 7 


mdustry—could draw on a mountain 
of savings or credit to finance no small 
amount of scarce buying. Business- 
men, seeing orders pyramiding and 
the handwriting about high-costs-to- 
come clearly on the wall, pushed their 
prices upward long before the Office of 
Price Stabilization came into business. 

On top of all this, there was a lot 
of speculation—particularly in com- 
modities. ‘Vhe combination brought 
a rapid rise in prices. Wholesale prices, 
for example, went up 17 percent be- 
tween June, 1950, and last February. 

Phe reaction came along about Feb 
ruary. Buyers of all kinds—but notably 
those who had been clamoring for 
television scts and new shirts—re- 
laxed. Prices levelled off, and many of 
them, from those of tin to textiles, 
came down. ‘The inflation which had 
put OPS in business subsided before 
OPS really began to get going. 

Businessmen on the whole found 
the post-Korea kind of inflation not 
too hard to take. In most cases, they 
were able to get prices up before costs 
went up. Or, as in the case of thou- 
sands of wage increases during the 
period, prices at least went up at about 
the same time costs went up. More- 
over, across the board and benefiting 
practically all kinds of business, vol- 
ume went up—soaring to meet roaring 
demand. The combination helped 
business to record handsome gains 
profit-wisc 


Prospects Change 


Ihe prospects ahead are very dif- 
ferent, however. 

Ihe “dollars-chasing-goods” type of 
inflation is out of the ring, at least 
for the moment. People are currently 
saving about 10 percent of their in- 
come-after-taxes—practically —unprece- 
dented in peacetime. Moreover, with 
new taxes taking a bigger bite out of 
all paychecks this month, there’s no 
immediate prospect that this kind of 
inflation will return. In fact, we may 
be well into 1952 before there is much 
of any prospect that it will come back 
in force. 

Meanwhile “‘cost-push” inflation 
promises to give businessmen more 
than a little trouble. This will be push- 
ing up business costs—for wages and 
for raw materials—at a time when it 
will be difficult to push prices up on 
most products. It comes, moreover, at 
a time when many companies are 
hard-pressed for profits and for cash. 

First big upward push on costs may 
well come in the next few months 

Continued on page 14) 





R. G. BURSON, Manager, 
Industrial V-Belt Sales, 
DURKEE-ATWOOD COMPANY 


ee 
ictus right now is the time to find 
out about this Durkee-Atwood V-Belt Sales 


Policy...the fairest, squarest — and most 


profitable—program in America today!” 


eS 8 8 8 a ee 


Py f DURKEE-ATWOOD COMPANY, Department A6-12 
t the fs Mi p ii 13, Mi +, 

aind 9 Clie this Gentiemen: Plecse send me the complete siory on 
4 your written industrial V-belt Sales Policy 


Form No, 523 





Nome 
Title 
* Company 


City Zone Stote 
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AT WORK 


THom 
IPSON DistRiBuToR ADvisory Bo. 
ARD 


SYMBOL OF CLOSER COOPERATION, 


this certificate shows that the holder is one of 
the many distributors appointed by The Henry G. 
Thompson & Son Company to help establish the BALLOT 
best possible manufacturer-distributor relationship. 

Recently, and at a time when no price changes The ear” G. Thempeoa & Soa Ce 
were in prospect, the Thompson Distributor Advisory ieee : 
Board was asked to vote on which of three possible teted below. I hove ichemnen’ S08 price chan 
methods of changing prices they. would prefer. 7 check mark the method wh 


Please atiach 
wish to maire, 


Date April 17, 1951 


which are 
which I preder: 
te this ballot 
any ot 
¥ other suggestions of commen; 
8 you 


METHOD No.1 WAS 
PREFERRED BY 99.2% 





This method provides that new prices will take effect 
at once on the date of notice, but any unfilled orders 
(on hand or postmarked on or before the date of 
notice) will be shipped at the old price. 


This choice, made by the Thompson Distributor 
Advisory Board, now becomes a part of the 
Thompson Sales Policy. By consulting a substantial 
cross-section of its own distributors — the best quali- 
fied source of advice on distributor problems — 
Thompson has again demonstrated its desire and 


ability to do more for MILFORD Distributors. ——— SUPP, Imerperated 


MANUFACTURING SPECIALISTS OF QUALITY SAW BLADES FOR 75 YEARS 


THE HENRY G. THOMPSON & SON CO. 


NEW HAVEN 5, CONNECTICUT 


Profile and Hand and Power 
Band Saw Blades MILFORD Hack Saw Blades 
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TOOLAGRAM 
a 


PROTO adjustable wrenches are 
forged from fine alloy steels and 
have great strength, but jaws 
are thin and light to permit fast ! 
work. The lower jaw design fully \ 





\ 
seats both square and hex nuts, \ 
preventing slippage. Knurls oper- 
ate easily. Handles use husky I- 


, 1 | 
| _— | 
beam construction. Sizes range ; 
from 4” to 20 . ] [) TOOL 


REG. US 


PAT OFF Los aNcetes MADE 


7 INUS A 


: | 
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UF KIN 


MICROMETERS 


standard of accuracy 
with master craftsmen 


[ULE KIN 
DEPTH 
GAGES 


[UEKIN 


INSIDE 
MICROMETERS 


[UEKIN 


MICROMETER 
CALIPERS 


build customer 
satisfaction 

with the many 
exclusive features, 
sterling quality 
and engineered 
accuracy 


built into 


UFKIN 


PRECISION TOOLS 


SOLD THROUGH 
DISTRIBUTORS 


THE LUFKIN RULE CO., 
SAGINAW, MICHIGAN 


132-138 Lafayette St., 
New York City * Barrie, Ont. 
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(Starts on page 7) 


when the steel companics must settle 
wage negotiations with Philip Mur 
ray's United Steel Workers. 

Mr. Murray has made it clear that 
he believes wages should go up on 
the elevator, not escalator, principle. 
The union wants this wage increasc 
to lead, not merely keep up with, the 
cost-of-living. We won't venture to 
predict the outcome. Higher produc 
tivity may help the steel companics 
absorb some of the higher wage costs. 
The government—through an OPS 
which now seems determined to put 
up an effort to hold the line—mav bc 
able to persuade stecl to absorb even 
more 


But it is likely that (1) steel 
prices will go up somewhat and 
(2) other industries will have to 
give wage increases pretty much 
on the pattern of the steel settle- 
ment. That’s in line with the 
postwar record. 


In addition, other material costs arc 
going up. Some non-ferrous metal 
prices have been jacked up already. 
Others are clearly headed higher in an 
attempt to get more metal out of the 
ground. Steel and copper scrap prices 
have been raised—the government is 
even allowing a premium of up to $25 
dollars a ton (on a base price of $42 
a ton) to cities and towns that will 
dig up old trolley rails. 

All this will catch many businesses 
when thev are already feeling some 
what of a squeeze. ‘The combination 
of 1) rising taxes, 2) a steady, although 
moderate rise in many transportation 
ind material costs through this vear, 
ind 3) conversion to defense business 
has forced down profits. General Elec 
tric’s third quarter carnings, for ex 
ample, were 56 percent under last 
vear’s. United States Steel saw its net 
income drop 53 percent for the same 
period. These were after adjustments 
to meet this vear’s retroactive tax in 
creases. Much the same picture domi 
nated Business Week's sampling of 
income reports from a broad range of 
companies. 


Relief Siow to Come 


So industrv—including soft goods 
makers as well as the metalworking 
companies—will find costs headed up 
ward. And there will be little, if any, 
relief to be gained from rising volume. 
In fact, as the metals pinch grows, 
volume of civilian products made of 
metal may be cut still more. Many 

Continued on page 18) 





Here’s a 3-in-] lubrication sale 
you can make with 


3 times more profit on every call! 


Here—for you—is a simple formula that goes beyond a 
single sale and sells “across the board” . . . sells all three 
steps in Alemite Lubrication from barrel-to-bearing! 


Transferring . . . loading . . . applying! This is the 
complete way to sell lubrication. This is the sure way to 
build bigger dollar volume. It’s also the easy way. Because 
you can actually prove it saves time, work, and lubricants 

. reduces maintenance costs . . . increases production 


and profits. 


These are things that every plant operating man in every 
industry wants—especially in these days of high costs! 
Start selling him now. Sell a complete Alemite barrel-to- 
bearing method consisting of all equipment necessary (1) 
for transferring lubricants from original drums quickly, 
without mess or waste, (2) for loading lubricants into 
guns with a saving of 334 man-hours for every 100 lbs. 
and (3) for applying lubricants to machines with a saving 
of up to 23.9 man-hour$ for each 100 lbs. Sell All Three On 
Every Call...In Every Plant In Your Territory! 


ALEMITE 


G. U.S. PAT. OFF. 


Stewart-Warner Corporation, Chicago 14, Illinois 
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A PRODUCT OF 


—— 


Demonstrate “All Three” 


‘mpl 
/ 10/77. 
jn gotion: 


The Transfer Pump. (Shown) Model 
5344. A volume delivery pump for 
semi fluid and light-bodied lubricants. 
Delivers at rate of 20 lbs. per minute. 
Equipped with 3-ft. flexible tubing. 


The Loader. (Shown) Model 7186-L. 
Fills a one-pound gun with just a few 
strokes of the handle. Full 27 Ib. capac- 
ity. Cover has quick-clamp hinges, giv- 
ing full open head for easy filling. 





ee 





The Hand Gun. (Shown) Model 6243.J. 
For handling all types of pressure gun 
greases—heavy or light. Combination 
spring and vacuum priming. Easily 
builds up to 10,000 Ibs. pressure. 





DECEMBER, 1951 











You're sure 


of Customer 
Satisfaction with 


this All-Purpose, 


Low-cost 
dward 
teel 


alve | 


Fig. 2698 series—globe as left or angle 
as above. Forged steel. 4" to 1” inclusive. 
Swivel plug disk, replaceable seat. Union 
bonnet, inside screw. Screwed or socket 
welding ends. Backseat for repacking. 





Make year-round profits with 
FREE COPY! valves that meet all-around needs. 
rane Seine See 14 Edward Globe Valves fit 90% of 


is also a Sales Manual— 


with complete descriptions, normal services where forged steel 
specifications and sales- ° ° 

winning ideas. Write stop valves are used .. . making it unnecessary fo 
for FR -NOW! . 
a ye stock a different type of valve for every 


Another sp Product different service! Countless thousands of 


these Edward valves in service today are 
giving trouble-free, dependable performance. 
"Tas mc. Their reputation for superior design, 


materials and workmanship will 


Subsidiory of ROCKWELL MANUFACTURING COMPANY win you new soles «.. os well as 
1289 WEST 145th STREET @) repeat business . . . through 
EAST CHICAGO, INDIANA customer satisfaction! 
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ow’s the time to plan for more profits 
from your Goodyear Industrial 
Rubber Products franchise in °52—by 
ordering the new, hard-hitting direct 
mail campaign from Goodyear. It will 
include ten powerful, sales-making mail- 
ings—featuring the line of industrial 
rubber products most preferred by 
industry —to help build your sales of 
hose, flat belts, V-belts and every type 
of mechanical rubber goods. 


This punch-packing direct mail is one of 


many reasons why leading industrial 
supply houses have found the Goodyear 
franchise — year after year — one of the 
top money-makers in the field. You'll find 
the other reasons in the blueprint. 


So look them over now—and decide to put 


them to work for you in °52. Then write 
for full details to Goodyear, Akron 16, 
Ohio. 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 


We think you'll like “‘THE GREATEST STORY EVER TOLD" — Every Sunday — ABC Network 
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PREVENT ACCEMENTS 


...uSe thelial 
for the job! 


Gis say 
a . 
Na 

AK ass i 
A / {\ \° 


*cCansom street 

cpROP FORGED 

worst moog 
Ask your BILLINGS DISTRIBUTOR he'll tell you why! 
THE BILLINGS & SPENCER CO. “2! 


f 


op 





THE BILLINGS “CAVEMAN”... 
featured in Billings national industrial advertising . . . 


* Promotes safety and use of “the right tool”. 
Directs inquiries and sales to Billings Distributors. 

* Builds acceptance and goodwill with bulletin board posters 
which bear the Distributor’s imprint and become a part of 


Industry’s employee education programs. 


Consistent, forceful advertising in support of Distributors’ sales efforts 
is a basic plank in the Billings Selective Distributor Policy. Interested? 
Write for details. 


THE BILLINGS & SPENCER CO. 


WRENCHES @ SHOP TOOLS @ INDUSTRIAL Ff 
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(Starts on page 7) 


soft goods makers feel they'll be lucky 
to come anywhere close to last year’s 
volume records. 

Moreover, whatever relief comes 
through price increases will come only 
after a lag, Michael DiSalle, Director 
of the Office of Price Stabilization, 
recently said that “any increase (in 
prices) should be an exception rather 
than the rule.” 

Mr. DiSalle will be in a strong posi 
tion to slow down price increases in 
the industrics making standardized 
products where uniform price ceilings 
can be applied—such as those produc- 
ing sulfur, standard containers, tvpe 
writer ribbons, nuts and bolts, and 
perhaps even men’s shirts. 

He'll have more trouble controlling 
prices on the more-or-less custom 
made products—such as specialized 
machine tools. But even here he’s 
likely to be able to delay price in- 
creases for some time after costs have 
gone up. 

Morcover, in many lines the cus 
tomers will still be effectively ruling 
prices. Apparel makers can’t cover a 
wage increase at this time by raising 
prices, because the customers in any 
case are showing no rugged enthu- 
siasm for their products. So in many 
lines costs will be rising and business 
men will find prices fairly inflexible. 


In addition, many companies are 
apparently squeezed for cash. 
The retroactive tax increase 
voted this year by Congress plus 
the fact that inventories are at 
record levels, and so tying up 
working capital, is giving com- 
pany treasurers some trying mo- 
ments. 


Creeping Inflation 


In short, the shift from a dollars 
chasing-goods inflation to the cost- 
push inflation will bring business a 
whole new set of problems—and we'll 
be deep in them within a few months. 

The “cost-push” inflation is not 
likely to force prices up sharply, how 
ever. The results will be somewhat 
paradoxical: inflation that will press 
business, but leave prices rising only 
slowly. 

Eventually—as the mobilization pro 
gram reaches its peak—inflationary 
pressures are likely to burst through 
OPS’s line in many places. There'll 
be more income inflation. ‘That may 
well happen in the last part of 1952. 
But in the meantime, it will be a 
creeping—and cheerless--kind of infla 
tion. 





It’s the line of lines for Distributors and Distributors’ 
Salesmen. You can talk it on every call. Rust is a 
universal problem in industry—any time. But today 
the urgency of conserving steel builds up the pros- 
pect’s awareness of his need. Initial sales are easy, 
showing how well RUST-OLEUM fills the need. 


And RUST-OLEUM is right behind you at the point 
of sale As a product with 25 yeats of splendid per- 
formance behind it, RUST-OLEUM delivers the re- 


eemsults which bring repeat orders in ever-growing 








ore 
pee a in Factory, matt 
ond Factery, Medern tndustry, 
Time, yor ae ager ge 2 30 papers 
in all which reach the industries 
you call on. stop RUST Is the 
te In- 
yan pee important end 
timely now te conserve steel for 
defense purposes. 

















Beautifies re - 


ian COLORS 


volume. As a sales organization, Rust-Oleum Corpora- 
tion is placing large, colorful, sales-stimulating ad- 
vertisements every month before industrial users— 
with additional special effort on architects, corrosion 


, engineers, and painting contractors. 


We are taking care of our present distributors first 
as a matter of policy, but our recently-doubled plant 
facilities are again being added to. Won't you = 
with us? 


RUST-OLEUM CORPORATION 


2414 OAKTON STREET, EVANSTON, ILLINOIS 
d 
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can prove how 


Grinding an ordnance piece in the world's longest cylindrical grinding A plunge-cut grinding job on a centerless grinder, showing use of a 
machine. In addition to the high tensile strength of the steel and the de- hand-operated sliding work rest. Units being ground are high speed 
gree of finish required, an important factor in selecting wheels for this steel drills for which wheels of Norton ALUNDUM* (fused alumina), in 
O. D. operation is the type of machine. the correct grain size and grade, give best results. 


Cylindrical grinding of four diameters at once. The close wheel- Through-feed grinding of hollow tubing in a centerless machine. Point 
uniformity required for this operation is another good sales-argument out to customers that the use of Norton wheels is their surest way to 
for Norton wheels, with their proved ability to grind multiple diameters peck production and quality in O. D. grinding — on every size job 
to exactly uniform size with a minimum of dressing. and every type of material, from softest aluminum to hardest steel. 


Stress The Advantages of Norton 
Wheels For Crush Truing. Photo 
shows how a wheel is shaped by the crush 
truing process, with hardened steel crush- 
ing roll in raised position. Both Norton 
ALUNDUM and CRYSTOLON* vitri- 
fied wheels can be crush 
dressed, to give excellent 
results in this widely grow- 
ing method of grinding in- 
tricate O. D. contours. 
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Norton O. D. Grinding Wheels 


* 


d | 7 YOU HAVE THE 


WA 
per dressing - per hour 
per wheel 


Your customers in the field of cylin- 
drical or centerless grinding want 
wheels that will produce exactly the re- 
quired tolerances and finish . . . hour 
after hour . . . with a minimum of 
wheel dressing and adjustment for size. 


So, this month, as part of our exten- 
sive advertising campaign to industry, 
we're playing up these reasons why it’s 
easier to get the results they want with 
Norton wheels: 


1. Norton Range of Specifica- 
tions Covers All O. D. Grinding 
Jobs. Whatever the material or job 
specifications — in the complete line of 
Norton wheels for O. D. grinding, 
there’s sure to be the one wheel with 
the right combination of abrasive and 
bond for top cutting performance and 
extra long wheel life — and Norton 
uniformity assures top performance in 
every wheel. 


2. Norton Applicational Aid 
Covers All Grinding Problems. 
In practically every case you have the 
necessary experience and information 


to quickly tell which types of wheels 
are needed. Backing you is the Norton 
Abrasive Engineer in your area. And 
behind you both is the Norton tech- 
nical staff, representing the resources 
and know-how of the world’s largest 
manufacturer of abrasives and abras- 
ive products. 


3. Norton Stocks Cover Delivery 
Requirements. Besides your own 
ample stocks of popular O. D. wheels 
and sizes, there are the larger stocks 
maintained in Norton warehouses in 
key cities throughout the country. 
And your customers can always count 
on prompt shipments from Norton 
Company's complete stocks in 
Worcester. 


NORTON COMPANY 
Worcester 6, Mass. 
Distributors in all principal cities 


WNORTONF 


ABRASIVES 








Making better products to make other products better 


Abrasives « Grinding Wheels + Grinding and Lapping Machines + Refractories * Porous 
Mediums «+ Non-Slip Floors * Boron Carbide Products * Labeling Machines. 


*Trade-Marks Reg. U.S. Pat. Off. and Foreign Countries 


ABRASIVE FIELD’S 
3 BEST BETS 
FOR CUSTOMER- 
SATISFACTION 


Your Norton Distributors’ Manval 
enables you to pick the right wheels for 
just about every grinding job, without 
delay. 


Your Norton Educational Material, 
both literature qnd training films, is un- 
beatable for helpful treatment of the 
whole range of abrasive applications. 


Your Norton Technical Backing in- 
cludes prompt cooperation from your 
Norton Abrasive Engineer, plus the spe- 
cialists at Norton headquarters — big fac- 
tors in your “edge” over competition, 





Kowenmbyv In Norton Wheels You're Selling The Best In Abrasives ... 


Bonds... Manufacture . . . and Service! 
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The best time to 
catch rejects 


Of course inspection work needs good light- 
ing. Yet all your customers can do at this 
stage is catch mistakes that have already 
been made. 


happen 


How much better to prevent errors in the 
first place—and the losses that go with them 
—with proper lighting at the production 
level! Yet this is where 60°; of today’s plants 
are underlighted. 


INSPECTION 


PRODUCTION 


THE BEST WAY IS WITH “5-WAY IMPROVED” 
G-E FLUORESCENT LAMPS IN LIGHTING FIXTURES! 


S a result of recent improvements made 
by General Electric lamp research 
scientists, you can now offer your customers: 
(1) Increased efficiency (improved phosphor) 
(2) Better uniformity (improved processes) 
(3) Less end blackening (purer materials, more 
accurate controls) 
(4) Longer life (new materials and methods) 
(5) Better color rendition (new Deluxe White 
lamps show colors as they really are) 


Workers see better, work better under cool 
fluorescent light with less glare, fewershadows. 
Newest form of fluorescent is G-E slimline 
up to 8’ long, single pin base, instant starting. 


FREE BOOKLET! How to light up 

for better production. For your 

copy of “Planned Lighting for 

Industry,”’ write General Electric, 

Department 166-ID- 12, Nela Park, 
ems = (Cleveland 12, Ohio. 


_ 
Photos courtesy Thompson Products Co., Cleveland, Ohio 


You can put your confidence in— 


GENERAL @@ ELECTRIC 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1951 











MILLING POINTERS 





MORE TEETH...MORE PRODUCTION. Milling 
45° 342" cross slot in steel tubing dulled sows 
after 8 to IO pieces. Red Shield Service 
Engineer suggested metal slitting saw similar 
to Style No. 724 but with a greater number 
of teeth. Result... tool life doubled. Production 
increased. 


33% MORE OUTPUT. Job: Milling helical grooves 


in 3" diameter alloy steel plunger pins. Too!s 
soon dulled and could be reground only once. Red 
Shield Service Engineer recommended two-lip, 
double-end, high helix type mills with special surface 
treatment. Mills stay sharp longer. Production 
increased 33%. Two regrinds now possible, thereby 
reducing tool costs. 


CUTTING PROBLEMS ? Our Red Shield 
Service Staf¥ is constantly working on all 
kinds of metal cutting problems. Their 
experience is yours for the asking. Simply 
call your Standard Tool Co. distributor. 


DEPT. 5-B, 3950 CHESTER AVENUE 
STANDARD [OOL (10. ctevssane'st ours 
New York + Detroit - Chicago - San Francisco 
THE STANDARD LINE: Drills - Reamers + Taps + Dies + Milling Cutters « End Mills +» Hobs + Counterbores + Special Tools 
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— Atle CLAUSING 


12° LATHE = 6300 SERIES 





} 


| Qtla-CLAUSING 


S 12” LATHE 4800 SERIES 
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CLAUSING 
12° LATHES 


CLAUSING 


a name highly respected for years in thousands of plants 


—is now a division of Atlas. Atlas-Clausing will continue with the advanced 


features that are responsible for the Clausing lathe’s excellent reputation. 


And the combined efforts and experience of Atlas and Clausing engineers 


promise even greater advancements in modern precision lathes. 


6300 SERIES 


*& 1” COLLET CAP., 134” BORE. ®& 1234” 
SWING OVER BED, 714” OVER SADDLE. ®& 
24"-36"-48" BETWEEN CENTERS. * A.S.A. 
—L-00 TAPERED KEY DRIVE SPINDLE. 


Outstanding construction and performance fea- 
tures include: Bed—heavy, thick-walled with 
2 Vee-ways and 2 flat ways precision ground 

Headstock—spindle is forged steel, mounted 
on selected ‘Timken tapered roller bearings. 
with ground, hardened nose. Gears are steel. 
run in bath of oil. Outboard, underneath drive. 
with dual V-belts. 8 speeds- 50 to 1300 RPM. 
Variable drive (optional) provides infinite var- 
iety of speeds between 30 and 1100 RPM. 
Enclosed quick change gear box, with steel 
gears and splash lubrication, provides instant 
selection of 48 threads or feeds, thread range 
t to 224. Acme thread lead screw—supported 
in gear box by Timken tapered roller bearings. 

Apron—heavy. double-walled, automatic. 
with splash lubrication. positive clutch, steel 
and cast ‘ron gears. 





PRECISION 
MACHINE 
TOOLS 





1800 SERIES 


%& 14" COLLET CAPACITY, 25 32” BORE. 
%& 123%," SWING OVER BED, 714” OVER 
SADDLE. ®& 24"-36"-48" BETWEEN CEN- 
TERS. ® 114’-8 THREADED SPINDLE. 


Outstanding construction and performance fea- 
tures include: Bed—heavy, thick-walled with 
2 Vee-ways and 2 flat ways precision ground. 

Headstock—spindle is ground alloy steel, 
mounted on selected ‘Timken tapered roller 
bearings. Countershaft has friction clutch and 
brake for stopping spindle without stopping 
motor. Countershaft spindle turns on ball bear- 
ings. V-belt drive. 12 speeds—43 to 2270 RPM. 
(Quick-change gears, 48 thread selections, 4 to 
224. Gear box shafts are ground steel, turn on 
ball bearings. Gears are 14" wide steel. 74” 
lead screw with Acme thread. 

Apron—heavy, double-walled, automatic 
with splash lubrieation, positive clutch, steel 
and cast iron gears. 


Catalogs sent on request. 


ATLAS PRESS COMPANY 
1210 NO. PITCHER STREET 
KALAMAZOO, MICHIGAN 
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JOHNSON 
distributors sell 


a COMPLETE 
LINE of SLEEVE 
BEARINGS 














Being a Johnson Bronze Dis- 

tributor is a distinct advantage 

because of the extensive line of 
bearings and bearing metals. Naturally, it means more 
sales per call, as the line meets practically every 
industrial bearing need. There are over 850 sizes of 
General Purpose (GP) Bearings: more than 300 
Electric Motor (EM) Bearings; more than 200 sizes 
of Cast Bronze Graphited Bearings; and a large list 
of Ledaloyl Self-Lubricating Bearings. Then, too, 
there are Lead-Base Babbitt, Tin-Base Babbitt, and 
over 350 sizes of Universal Bronze Bars, both cored 
and solid. All are stock items. Supplementary stocks 
are warehoused in twenty-two industrial cities for 
immediate delivery to Johnson Bronze Distributors. 


Write for details concerning our distributor franchise. 


Write for Catalog 


TOHM OCH ULCHZ 
oo eee ee oe Co ome mem a mm me a 
535 SOUTH MILL STREET © NEW CASTLE, PA. 
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Serves the Electric Motor User 
in Two Important Ways: 


1. Century motors are designed and constructed for a long, 
dependable operating life. 


2. Just as important—they are skillfully selected to match the 
operating characteristics of the many kinds of equipment they drive. 


N CENTURY'S wide range of types and sizes (up to 400 H.P.) there 
are available: 4 standard classes of starting torque characteristics— 
6 methods of speed control—constant and short time ratings—4 basic 
classes of frame protection against atmospheric hazards—a dozen methods 
of mounting the motor to the equipment—plus many special specifications 
to meet the requirements of the BIG NAME equipment manufacturers 
who use Century motors as a component part of their equipment. 


Teamwork with equipment producers gives you skillfully selected 
motors from Century's wide sange of types and sizes... properly applied 
to match the performance characteristics of the machines they drive. 


Both a properly designed and constructed motor, plus skillful 
application, are required to give you top performance and long 
life on the new ultra-modern production equipment. 


Specify Century motors on all 
your equipment. 


Century 5 horsepower totally 
enclosed fan cooled motor drives 
@ mixer in a processing plont. 


Century 200 horsepower motor driving 
oa hammermill used to crush feed. 


& ) gli SERVICE Is Near Any CENTURY Motor Driven Equipment 


Prompt Service is offered by CENTURY'S National Network of more than 
200 Authorized Service Stations, supervised by 28 Century Sales offices. 


1, Facilities for immediate exchange of most CENTURY standard ratings of 

standard construction are available at CENTURY Authorized Service Stcitions. CENTURY ELECTRIC co. 
2. CENTURY A,thorized Service Stations are qualified and equipped to ee * ow 

service and repair any piece of CENTURY apparatus. a Offices and Stock Points 


Po : wa 
3, Genuine CENTURY renewal parts are available at CENTURY Service | | @ Principal Cities 
Stations, CENTURY Parts Distributors and at the factory in St. Louis. s 
Lad 
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When Does a 


There are basic requirements of accuracy and proficiency 
that separate a “machine tool” from other power tools 





. characteristics such as those which distinguish a 
tool maker's screw-cutting, precision lathe from the wood 
working lathes used in grade school manual training 
classes. Among metal-cutting band saws, only the 
MARVEL No. 8 Series Band Saws can qualify as machine 
tools. for only MARVEL Band Saws have the following 
capabilities and features: 


1 Angular cutting from 0 to 45 right or left with 
out moving the work. Built-in protractor. 

Vertical blade power-fed into material—permits 
re-entrant cuts. notching, mitering, keyway 
sawing, etc. 

Automatic power or manual feeds at the flick of 
a finger. 

Feed pressure adjustable even when machine is 
running. Indicated in actual pounds of pres- 
sure. 

Work clamped to table of machine. Working 
area more than 835 square inches. 

Tee-slotted table facilitating clamping down of 
odd and irregular shaped pieces: easily sup- 
ports heavy work or large and long structural 
shapes. Standard vise chucks work on either 
side of blade. 

Automatic blade tensioning device. Every blade 
at uniform tension regardless of operator effi- 
ciency. 

Adjustable upper guide roller holder insuring 
minimum section of unsupported blade on all 
sizes of material. Quick acting. 

Built-in coolant system with delivery at blade 
entry point. Pump driven without belt or gears. 

Replaceable vise ratchet and table wear strips 
of tool steel. New saw performance at all 
times. 

LARGE CAPACITY. Standard: 19'2" x 18%". 
High column: 25'2" x 18%4". Handles 99° 
of all work. 





Before buying any metal-cutting band saw, be sure to see 
the versatile MARVEL No. 8. Your local MARVEL Field 
Engineer will demonstrate its significant ‘machine tool” 
characteristics and their application to your work, with 
costs, savings, cutting speeds and methods. This techni 
cal service is provided, without obligation, in the interests 
of better metal sawing. 


It you prefer to “study it out for yourself 
write for the MARVEL C-49 Catalog. 


ARMSTRONG-BLUM MFG. CO. 
5700 BLOOMINGDALE AVE. CHICAGO, U. S. A. 
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In 1883 we launched from 
this plant our policy of making 
the best valves we know how 
-.. and selling them through 
the best distributors. We think 
that explains why today our 
plant looks as it does below. 


FORGED AND CAST STEEL- IRON - BRONZE 
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be po 
HOSE 
HEADQUARTERS — 


... With the RIGHT hose for every need! 


When you sell Hewitt-Robins 
industrial rubber hose, wrapped 
inside every cover is almost a cen- 
tury of hose-making experience. 
You don’t charge extra for it... 
it pays off in longer, more efficient 
service on the job. 
Hewitt-Robins research chem- 
ists know that no one type of hose 
can meet all the problems of in- 
dustry. That’s why they use nat- 
ural and synthetic rubber, cotton, 
rayon, nylon, glass, chemicals by 
the score—in whatever raw mate- 
rial combination is best for each 
service requirement. Testing en- 
gineers torture hose at the plant 
... give it months of wear and tear 


HEWITT-ROBINS 


T AND BUCKET ELEVATORS ¢ 
INDUSTRIAL HOSE « 


BELT CONVEYORS (belting & machinery + 
PRODUCTS * FOUNDRY SHAKEOUTS « 
BRUSHES « SCREEN CLOTH « 


SKIP HOISTS 


in a few days. Field engineers the 
country over help users get the 
longest service at the lowest cost. 


All of which means that the 
Hewitt-Robins name on a hose 
means it’s right for its particular 


job. 


Typical examples of Hewitt- 
Robins specially engineered rubber 


hose are: 


Acetylene - Acid - Air - Alcohol - 
Barge Loading - Butane-Propane 
- Cement Placement - Fire - Flex- 
ible Rubber Pipe - Foam - Fuel 
Oil - Hydraulic - Mill - Oil Industry 
- Pneumatic Tool - Rotary Drilling 


CAR SHAKEOUTS 
MINE CONVEYORS « 


e STACKERS ¢« TRANSMISSION BELTING « 
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- Sand Blast - Steam - Suction - 
Vacuum, Industrial Water - 


Welding (Twin-Weld') 


Make your firm hose headquarters 

acclaimed for quality, noted for 
variety and competitive when it 
comes to price. Become a Hewitt 
Rubber distributor. For complete 
details write Hewitt Rubber Divi- 
sion, 240 Kensington Avenue, 
Buffalo 5, N. Y. 


HEWITT-ROBINS 





INCORPORATED 


DEWATERIZERS « 
MOLDED RUBBER GOODS « 
VIBRATING CONVEYORS, FEEDERS AND SCREENS 


FEEDERS « FOAM RUBBER 
RUBBERLOKT ROTARY WIRE 








) 


ant 
W)) 


5))) 


Lamson ‘‘quality controlled”’ 
pata! GENERAL OFFICES 
fasteners have long been con- 1971 W. 85th St 
915 E. 63rd St. sidered the standard for depend- CLEVELAND, OHIO 
SLEVELAND, OHIO ability throughout industry. 


These five conveniently located 
plants assure good service every- 
where in Industrial America. 





3103 27th Ave., North 
BIRMINGHAM, ALA. 


Mogadore Rd. 
43, heme) alice) 


6249 W. 65th St. 
CHICAGO, ILL. 





1 PAYS TO SPECIFY [eae entrees 


FASTENERS 


COTTER PINS 


Types of cotters include 
Lamson Efficiency, Blunt 
End, Flat Steel Spring Key 
and Cellar Box. Available 
in steel, brass, bronze, 
stainless and aluminum 
alloy. Sizes 1/32” x 1/4” to 
3/4” x 24”. 


MACHINE BOLTS 


Cut and rolled thread. A quality carriage bolt in 
Available with American diameters from 3/16” to 
Standard, square or hex. 3/4”. American Standard 
heads, rolled or cut threads. 


CARRIAGE BOLTS 








PIPE PLUGS 


Forged steel —heat 
treated. Roll threaded 
with 3° 35’ taper. Made 
for 1/8”, 1/4”, 3/8", 
1/2” and 3/4” pipe 
fittings. 


STOVE BOLTS 


Round, flat or truss head 
in lengths from 3/16” to 
6” and diameters from 
#6 to 1/2”. 


LAG BOLTS 


Square heads, gimlet 
points in sizes from 1” to 
16” in length and 1/4” to 
1” in diameter. 


TAPPING SCREWS 


Tapping screws for sheet 
metal work come with 
type “A”, “B” and “C” 
points and a choice of 
round, pan, truss, flat, 
oval, hexagon and Phil- 
lips heads. 


NUTS 


ee 
and cold 


- can Standard “esr 


These, and hundreds of other 


Lamson & Sessions fasteners 
products are available from 


your 


square and hexagon 
shapes with coarse or 


castle and slotted nuts in 
heavy, light and regular. 


WIRE ROPE CLIPS 


The famous Lamson “Bull 
Dog” wire rope clips with 
the super-grip raised sad- 
dle design. Furnished 
galvanized or black ja- 
panned finish. 


PLOW BOLTS 


Lamson Plow Bolts come 
in a variety of types in- 
cluding key, round, re- 
pair and concave heads 
and square or round 
necks. Diameters 5/16” 
to 3/4”. 


Industrial Distributor. 


For the best in service and 
convenience, make your In- 
dustrial Distributor your 
source of supply for fasteners. 


ey: 


: "re . 


CAP SCREWS 


High-tensile, heat-treated 
in S.A.E. 1035, C-1038 
high carbon and alloy 
steels. Full finished in 
coarse (U.S.S.) or fine 
(S.A.E.) threads. 


LOCK NUTS 


The one-piece, all-steel, 

reusable lock nut with 

the threaded spring- 

grip crown. The most 

and efficient 

Lock Nut on the 
market. 


SET SCREWS 


Lamson “1035” Set Screws 
are heat-treated for max- 
imum hardness and max- 
imum holding power at 
the points. Can be fur- 
nished in Cup, Oval, or 
Cone points. 


WASHERS 


U.S. Standard 
Wrought Washers 
with 1/4” to 1-1/2” 
bolt sizes. Also lock 
washers in all stand- 
ard sizes. 





What you have been wait 
eSpace teat 








. : Carry it with one hand. One-ton model, with 
Light Weight. . ; coil chain for standard lift of 8 ft., weighs 
only 38 lb. 








Use it year after year. Long life is built in... 
sealed in. Housing is formed steel plate — 
Ruggedly Dependable - will not crack under sudden shock loads. 
Back plate is laminated for extra rigidity. 
Hoist mechanism has sealed-in lubricant. 











Trust it to protect men and equipment. Tested 
at 100 percent overload. All load-holding 

Safe ° 5 parts are special alloy steel. This hoist actu- 
ally has a five-to-one safety factor. / 








Service it yourself. The Challenger may be 

H id completely disassembled in minutes with 

Economical “. % simple tools. No lost travel time to and from 
the factory for repairs. 





Find out more about the all-new Coffing Challenger, avail- 
able in 2- and 1-ton capacities. Write for Bulletin Al2C 


——. 
I 
Rh 


—- 


a 
COFFING ~ HOIST COMPANY “iiiccis 


QUIK-LIFT ELECTRIC HOISTS © HOIST-ALLS © RATCHET LEVER HOISTS © MIGHTY-MIDGET PULLERS © DIFFERENTIAL CHAIN 
HOISTS ©® LOAD BINDERS © |-BEAM TROLLEYS 
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-tahing Hollen 


Black & Decker Sanders and Polishers have 
solved them for thousands of plants, shops! 


Speed up sanding, cleaning, 


polishing, rubbing, grinding! 


— & DEcKER Sanders and Polishers speed up 
a raft of finishing jobs because they give you 
such B&D quality features as: (1) dependable B&D- 
built universal motors for abundant power; (2) 
match-lapped, spline-mounted spiral bevel. gears 
for smooth, quiet flow of power; (3) perfect balance 
for easier handling. There are three B&D Sander 
models to choose from, in 7” and 9” disc diam., 
standard and heavy-duty types—two B&D Polisher 
models, 7” Standard and 7” Automatic, the latter 
equipped with exclusive automatic polish feed. 


Whatever your problem, see your nearby B&D 


“Ee ) 
e 
Distributor first for expert help 
and for eye-opening demonstrations of B&D Tools. 


Write for free catalog to: THE BLack & DECKER 
Mrs. Co., 617 Pennsylvania Avenue, Towson 4, Md. 
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These set screws are case hardened—the hard machined point 
bites in and holds, They fit perfectly and respond readily to adjust- 
ment needs. Ferry Cap case hardened set screws have continually 
met engineering requirements for all general purposes. 


Ferry Cap Set Screws are expertly made by the first company to 
produce Cup Point Set Screws by the cold upset process of man- 
ufacture. They embody the skill and experience gained in over 
40 years of precision manufacturing. 


Square head and headless—cup point—case hardened —sizes V4" 
diameter and larger. Carried in stock for immediate shipment. 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD + * CLEVELAND 13, OHIO 


CAP AMD SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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' “MILWAUKEE INDUSTRIAL BRUSHES 


sure help out in the manpower problem” 


THIS IS THE 


DURA-BILT 
WIRE WHEEL BRUSH 


that insures smooth opera 
tion on high speed power 
equipment. 


It’s but natural for your customers who use MILWAUKEE Industrial Brushes to 
be happy over the big hand these brushes are giving in today’s production. This 
appreciation of good performance is bound to have sales value for you in the years 
directly ahead. Bulletin 42-61R describes the complete Power Driven Brush line 


The MILWAUKEE BRUSH MANUFACTURING Co. 


2212-36 N. 30TH STREET MILWAUKEE 45, WISC. 


THE Rey 
TO 


~ INDUSTRIAL 
BRUSH PROBLEMS 
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THE LINE THAT GIVES 
YOUR CUSTOMERS THE 
RIGHT TOOL QUALITY FOR 


EVERY 
INDUSTRIAL 
NEED 


Power Driven Wire Wheel Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt”’ 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt’ Wire Cup Brushes 

Fibre Wheel Brushes 

Wire Scratch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 

Miscellaneous Maintenance 
Brushes 


YOUR MARKET 


Steam & Electric Railroads 
Marine Industry 

Aviation 

Power Companies 

Public Works 

Quarries 

Mines 

General Contractors 
Chemicals 

Ceramics 

Public Buildings 

Paper Mills 

Food Industries 

Packing Plants 

Dairies 

Textiles 

Metal Working Industries 
Wood Industries 

Glass 











Christmas 
that starts 
in the summer! 


re the department stor lyers ot 

and they do their Christmas 
shopping really ear/y. They begin their 
purchasing months in advance of the 


Christmas bu 


ing spree 


December 








s a wild, unpredictable month. Shelves 
are quickly emptied. Sell-outs become the 
rule. Thousands of sales may be lost 
through simple lack of merchandis« 

But these buyers know the answer. Ti 
them, a sell-out means one thing—a quick 
call for more merchandise, via Air Express! 

The world’s fastest shipping service fills 
their shelves overnight! 

Whether you bus 


the unique advantages you can enjoy with 


or sell goods, here are 


regular use of Air Express 


IT’S FASTEST Air Express gives the 
fastest, most complete door-to-door pick- 
up and delivery service in all cities and 


principal towns, at no extra cost. 


IT’S MORE CONVENIENT — One call to 
Air Express Division of the Railway 
Express Agency arranges everything 
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rr ed 
IT’S DEPENDABLE — Air Express pro- 
vides one-carrier responsibility all the way 


and gets a receipt upon delivery. 


IT’S PROFITABLE 
rofit- making opportunities in distribu- 


Air Express expands 


tion and merchandising 
For more facts call Air Express Division 


of Railway Express Agency 


SAP HOPES 


GETS THERE FIRST 





ARMSTRONG 


Sell the Complete System of 
ARMSTRONG TOOL HOLDERS 


There are ARMSTRONG TOOL HOLDERS in sizes and 
types for every operation on lathes, planers, slotters and 
shapers—for the heaviest cuts; for the most delicate cuts. 


With standard shaped cutters, bits and blades of 
ARMSTRONG HIGH-SPEED, ARMALOY (Cast Alloy) 
and ARMIDE (Carbide-Tipped) they provide a system of 
tooling that assures maximum production per machine hour, 
lower tool costs, and high machining profits. 


Comprising the basic tools of practically every tool room 
and machine shop, ARMSTRONG TOOL HOLDERS are 
being bought continuously . . . are a constant source of 
profit to the Industrial Distributors who catalog, stock and 
display them. It is a profitable practice to put the question, 


“WHAT ARMSTRONG TOOL HOLDERS do you need?” 





Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 West Armstrong Ave. Chicago 30, Ill. 
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customers are pre-sold 
with these typical Disston Sales Helps: 


Sound . .. practical .. . the kind of material users of woodworking 
tools need... keep...and use! And every piece sells Disston 
Products—make your job easier! 


DISSTON CUTTING ANGLES —a regular series of Cut- 
ter Head Service Bulletins and special binder sent to 
buyers and technical men in planing mills. Contains 
practical, down-to-earth information on how to increase 
production, get better quality, and reduce costs. 


WOOD PATTERN WALL CHART~— sent to planing 
mills upon request. Contains standard woodworking pat- 
terns and dimensions—acts as a constant reminder in the 
plant that “for best results—use Disston Cutter Heads’! 


SPECIAL CIRCULAR SAW PROMOTION PIECE 
typical of the regular and timely support Disston gives 
you in selling products that are new or in special demand. 


tool prospects respond to 
Disston Sales Aids like these: 


In the metalworking field too, Disston emphasizes practical helps 

for customers. And, at the same time, every piece helps you sell 

more Disston Files, Hack Saws, Band Saws, etc. 
The folders illustrated are typical Disston Metalworking Sales Helps. 
Subjects: DISSTON METAL CUTTING BAND SAWS —describes 
various Disston types; contains valuable reference material on better 
Band Saw operation. DISSTON HACK SAW BLADES —tells cus- 
tomers how to get the most out of both hand and machine Hack Saws, 
ind lists Disston Blades for all operations. WHAT FILE AND HOW 
TO SHARPEN YOUR SAW —a “how to do it” booklet that works 
wonders in creating demand for Disston Files. These and other 
working” aids make Dis:ion Tools easier to sell—more profitable 
to handle! 


BAND SAWS FOR WOOD AND METAL * FILES AND RASPS * HACK SAWS * CUTTER HEADS 





MAKE YOUR JOB EASIER— ye) p 
YOUR SALES AND PROFITS Gpqy, 


THE FAMOUS DISSTON INDUSTRIAL DISTRIBUTION SALES 
POLICY "LAYS IT RIGHT ON THE LINE” IN ASSURING YOU 
OF STRONG COOPERATION IN YOUR SELLING EFFORTS. 
HERE’S HOW DISSTON SUPPORTS YOU WITH "... NATIONAL 
AND TRADE ADVERTISING ... PLUS PLANNED PROMOTION 
-- PLUS A VARIETY OF EFFECTIVE SALES TOOLS.” 


‘ 4 YOUR STRONGEST SALES 
=» acceptance uh Gt tho. 


of Disston Prodects— the famous Deskin: Gilling. te Beene 
DISSTON ‘FIGHT WASTE”’ Program! Disston Product! 


retested Distributors are really enthusiastic Disston’s reputation for quality backs you up 
about the way Disston’s ‘Fight Waste’’ Pro- eeien ; f Age GA 

gram helps them make more contacts with wherever you go. Ww hen you sell Disston Prod- 
the men actually in the plants. Already more ucts you are selling Disston Steel . . . Disston 
than 650 leading companies—including cus- Skill . . . Disston Service—sales makers all! 

tomers in your own territory—have been 
introduced to the pian... liked it...are 
using it. Real proof that customers want this 


valuable tool conservation plan in their plant 
welcome the distributor who promotes it! { THE DISSTON INDUSTRIAL 
DISTRIBUTION POLICY 





], Direct Factory Sales Representation 

, th h, t - 

Sales Aids i a hoe gaa 

Diss Market Analysis of ter- 

are available to Disston 2 See eee 
. . é sales potential helps you direct your 
Distributors FREE : sales effort where it will do the most good. 


You can give your customers any or all these Disston Sales Disstoneers (Sales Engineers) avail- 

. . able to help your customers improve 
Aids: material for both _metalworking and woodworking their tool applications and productivity. 
customers and the Disston ‘Fight W aste I rogram will be sup- Result: added good will and sales for you. 
plied you upon request. It’s all FREE—all material that can 
help you turn cold prospects into customers! 





4, Disston National and Trade Adver- 

tising—plus Planned Promotion. . . 
plus a variety of Effective Sales Tools— 
speed up selling, build repeat business 
and steadier volume, put you in line for 


The benefits of Disston’s oruane 
consistent national advertising! 


Your customers get the Disston story often 
and regularly through hardhitting Disston 


advertising in suc a — —. rattonal HENRY DISSTON & SONS, INC. 


publications as 


ea Cet one FUR- 12999 Teceay, Shinde 8, Me, OSA. 


CHASING. These and many other specially 
selected publications carry the story of Branches: Chicago, Seattle, Portland, Oregon, Van- 


Disston products to customers everywhere— aie 
men with the influence and authority to couver, B.C. Canadian Factory: Toronto 3, Ont. 


swing an order. And all Disston advertising Australian Factory: Sydney, N.S.W. 
to industrial customers carries the urge 

“BUY THROUGH YOUR INDUSTRIAL 

DISTRIBUTOR”! 


CARBOLOY-FITTED SAWS AND KNIVES * SOLID AND INSERTED TOOTH CIRC ULAR SAWS * MACHINE KNIVES * CHAIN SAWS © TOOL STEELS 








They STOPPED THE SHOW at Detroit, but— 


TUAWER 
wakes > TURDER WALKER 


with these new Drill Presses there'll be 
no stopping Walker-Turner Distributors 


Again this year at the National Metal Congress and Exposi- 
tion, Walker-Turner machine design made news. Exhibited 
for the first time, the improved Walker-Turner 15” and 20” 
Production Drill Presses and new line of High Speed Drills 
were the talk of the Show. 


Here, visitors crowding the Walker-Turner Booth could 
see, was big production news...a line of machines designed 
to meet today’s expanding production needs—machines that 
can be delivered, quickly, and put into production at once. 


What's good news for industry is good news for the indus- 
trial distributor. With these new high speed and production 
drills to sell, and with the defense program moving into high 
gear, there'll be no stopping Walker-Turner Distributor sales- 
men in 1952. Never has the Walker-Turner franchise meant so 
much—in sales opportunities, profit possibilities, and cus- 


tomer good will! WALKER-TURNER 


*DIVISION® 
SOLD ONLY THROUGH AUTHORIZED DISTRIBUTORS KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, N. J. 


DRILL PRESSES © RADIAL DRILLS ® TILTING ARBOR SAWS ® BELT and DISC SURFACERS ® METAL-CUTTING BAND SAWS ® SPINDLE SHAPERS ® JOINTERS 


42 INDUSTRIAL DISTRIBUTION © DECEMBER, 1951 





For 3500 years, 
ramie fiber resisted rot 


in an Egyptian tomb... 


Now... Johns-Manville 
makes ramie fiber into 
the rot-resistant packing... 





That’s why NAVALON stands up 


where other packings fail! 


IN PLANT AFTER PLANT, this new Johns- Manville 
packing made from ramie fiber is establishing new 
records in reciprocating service against fresh or salt 
water, brine, cold oil and many other liquids. 
Navalon’s rot-resistant properties are only one 
reason for these outstanding performance records. 
Navalon also has the high tensile strength inherent 
in ramie, nature’s strongest fiber. An exclusive Johns- 


PACKINGS & GASKETS 


INDUSTRIAL DISTRIBUTION 


Manville process of manufacture gives it unusual 
lubricating properties, too—another reason for its 
ability to outlast other cold liquid service packings. 
And, in addition, Navalon is free from any tendency 
to score. 

In the toughest service, users are finding that this 
unique combination of properties not only means less 
repacking—it means less wear on rods and plungers 
as well—money-saving performance all around. 

Why not investigate Navalon as a means of increas- 
ing packing life and reducing costs in your plant? 
Get in touch with your packing distributor, or send 
for folder PK-32A that tells the full story. 
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The veteran industrial salesman takes times like these in 
his stride. Certainly, he may gripe about the maze of rules 
and regulations enforced by the mobilization program. 
‘ But he looks upon his increased responsibilities as increased 


opportunities to work closer than ever with his customers. 


His long-range viewpoint is made more realistic when he knows 
that the manufacturers whose products he sells maintain a strong 


policy of cooperation with distributors. 


Deming Distributors’ Salesmen have that assurance. More than 70 
years of cooperation with distributors is the record of The Deming Co. 


An extension of that policy is the development of the highly diver- 
sified line of Deming Pumps. The complete line includes a broad 
range of horizontal and vertical centrifugal pumps, shallow and 
deep well turbine pumps, jet-type pumps, power driven reciprocat- 
ing or plunger pumps, sump pumps, condensation return units, boiler 


feed pumps and many others. 


From the viewpoint of the far-sighted distributor’s salesman, the 
Deming line of industrial pumps offers the strongest possible set-up 
for future business when “DO” business is only a memory. 


THE DEMING COMPANY 


511 BROADWAY . SALEM, OHIO 


D \ 
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Flexon identifies 
CMH products thot 
have served industry 
for over 49 yeors. 


000 sescabiiiian 


metal hose users are urged 
to see their CMH distributor 





*, ( 
B= pyncAst®” 


) 


A QUARTER of a miliion CMH advertising 
messages per month, in the magazines illustrated and 
others, wind up by inviting the reader to contact his 
CMH distributor. These messages tell where and how flexible 
metal hose can serve efficiently and why the user benefits 

by specifying CMH hose. 
Consistent, hard-hitting advertising is just one of the rea- 
sons why the CMH line is so profitable. In addition, the 
( a wef CMH line provides top quality accepted products ... 
high percentage of large quantity sales ... steady re- 
peat orders ... and generous profit margins. 


Write for full information, today. 


Among the fastest 
moving items in the 
CMH line are inter- 
locked hose (left) 
and corrugated hose 
(right). The complete 
CMH line includes all 
other related types of 
hose as well as stand- 
ard hose assemblies. 


CHICAGO METAL HOSE Corporation 


1314 S. Third Ave. * Maywood, Ill. « Plants at Maywood, Elgin, Rock Falls, and Savanna, lil. 
In cane Canedion Metal Hose Co., Ltd., i tae _ 


for every flexible metal hose requirement | 


Convoluted and Corrugated Flexible Metal Hose in a Variety of Metals + Expansion Joints for Piping Systems 
ieee 208k and Seeme Seees © Flexible Metal Conduit and Armor + Ee 
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Aucthor aduaitage you caw sell with 


Extra strength at no extra cost 


AFE working loads of Upson-Walton tackle blocks exceed 
usual safe working loads by wide margins. (See table below.) 
They are engineered to withstand not only the weight of the load, but 
hoisting strength as well. In many cases a shackle is not required. 


Specify this extra strength at no extra cost. It pays to specify 
Upson-Walton tackle blocks—wire rope and fittings too. Only 
Upson-Walton manufactures all three. 





COMPARE THESE SAFE WORKING LOADS! 


Usual Upson-Walton's 
Safe Working Safe Working 
Load Load 


200 Ibs. 265 Ibs. 
300 Ibs. 400 Ibs. 
3” Triple 400 Ibs. 540 Ibs. 


4’’ Single. 400 Ibs. 510 Ibs. 
4’ Double ee 550 Ibs. 730 Ibs. 
4” Triple . bd 700 Ibs. 925 Ibs. 


5” Single. : ; se 500 Ibs. 675 Ibs. 
Ds a ae ws ee eS 750 Ibs. 1000 Ibs. 
5S’ Triple... . . . . . 1000 Ibs. 1325 Ibs. 


6” Single P . 1000 Ibs. 
6” Double . . é al 1500 Ibs. 
6” Triple. . . 2000 Ibs. 


7’’ Single. . . . . 3 . 1500 tbs. 
al re . . 2000 Ibs. 
7” Triple —- . . 2500 Ibs. 


1700 Ibs. 

2450 Ibs. 

3200 Ibs. 
10” Single. . . ; ‘ 2750 Ibs. 
10°’ Double oe ’ 3650 Ibs. 
10” Triple 4200 Ibs. 4900 Ibs. 
12” Single. 3000 Ibs. 
12°” Double 3750 Ibs. 
12” Triple . . . 4500 tbs. 











NOT THIS HOOK — but THIS HOOK THE‘ UPSON-WALTON COMPANY 


No Upson-Walton hoist hooks are formed by 

bending. All are coup-fanged to size and CLEVELAND, OHIO 

shape, with substantially heavier section at 

critical points. NEW YORK ° CHICAGO ° PITTSBURGH 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1951 








AROUND YOUR CORNER 


AN ASSURED SUPPLY 
OF CELFOR BLACK DEVIL HIGH SPEED 
DRILLS AND REAMERS 


WHEN YOU distribute Celfor BLACK DEVIL high speed drills and 
reamers it’s like having your own factory just around the corner. 
Whether you are in the East, West or Mid-West there is a Celfor 
BLACK DEVIL factory near you operating at top speed to give you the 
service you want... pronto. If you are not near one of our factories, 


chances are you are near one of our strategically located warehouses. 


Call Celfor when you want outstanding drills and 
reamers and outstanding service. We're good folks to know 


...and we're just around your corner! 


SHOULDN'T YOU BE THE CELFOR DISTRIBUTOR IN YOUR AREA? 





TRADE MARK 


DRILLS AND REAMERS 
Catalog sail CELFOR TOOL COMPANY Division of Avildsen Tools and Machines, Inc. 


eae Factories: Chicago « New York « Los Angeles « Branch Offices in Principal Cities 
Request 


5 /) aod), BLACK DEVIL 


~ BIsW. Jackson Bivd., Chicago 7 « 90 White St., New York 13 ¢ 1320 Santa Fe Ave., Los Angeles 21 
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see NERO 
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When thinking of GOOD FILES, product reputation 
invariably gives Nicholson or Black Diamond the first vote. With 
either brand you possess a bunch of sales advantages — and at the 
same time avoid a lot of headaches. 


Complaints disappear when Nicholson quality 


takes over. Price considerations vanish as values stand out. 





Returns become a myth and reorders a fact. A customer satisfied 


never has to be pacified. 


Thus, in handling Nicholson brands, you give your 
customers no reasons for leaving you. Old business sticks — 
which gives you more time for developing new business. It sticks 
because there is simply nothing to compare with the all-around 
quality that backs up Nicholson's policy of Twelve perfect files 
in every dozen...nor with the range that is expressed in the 


Nicholson slogan, A file for every purpose. 


4, 
Cette NICHOLSON FILE CO.,42 ACORN STREET, PROVIDENCE 1, R.1.  sygualmneee 
2 U.S.A. In Can Port Hope, Ont >>. ee 


°« 


FOR EVERY PURPOSE 
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in power transmission 
and conveying equipment 


When you select R. & J. Dick power transmission and 
conveying equipment to work for you, you know that 
peak production loads of today will be met econom- 
ically and most efficiently. 


Yes, industry all over the world relies on the tradi- 
tional quality and dependability of Dick products. 


LINE IS THE Bet LINE! 


BARRY CONVEYOR PULLEYS 


Welded steel construc- 
tion. Light in weight yet 
extremely strong. 
They're easy to install. 
Available in a wide 
range of sizes for all gen- 
eral conveyor services. 


BARRY STEEL SPLIT PULLEYS 


Scientifically designed 
—electrically welded 
construction. Light in 
weight. Easy to install. 
Maintain exact shape 
under all loads. 


DICK’S BALATA BELTING 


Constructed of hard surface, closely woven duck. 

Thoroughly impregnated with Balata Gum. Free 
from stretch and 
shrinkage — and 
moisture resistant. 
High in power 
transmission effi- 
ciency. All "Dick- 
belts’’ guar- 
anteed. 


DICK ROPE V-BELT DRIVES 


V-Belt and sheaves operate with 
engineered efficiency. Give maxi- 
mum service with minimum stretch 
. . . Resilience maintained. 
Sheaves carefully 

balanced and ac- 

curately ma- 

chined to mini- 

mize belt wear. 


| | i 
COMPANY, INC. | PASSAIC, N. J. 


CHICAGO, ILL. SAN FRANCISCO, CALIF. SEATTLE, WASH. 
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WE HAVE 
THE ANSWER FOR 
EVERY ONE OF THEM 





GEARMOTORS 
Stock Ratings 1 to 15 HP 
open, enclosed, Explosion-Proof 


Sales Corner — 





Yes Sir! When you have a motor 
problem, call on Mr. Motor. Take these Check your customer list for: 


Gearmotors for example — Mr. Motor 


builds a complete line from 1 to 150 
HP in open, enclosed, and explosion- 


proof enclosures for his Distributors. 


Mr. Motor tells us, “It’s easy to sell 
these Foote Bros.-Louis Allis Gear- 


CEMENT MILLS where these self- BEVERAGE AND FOOD PLANTS 
motors, but remember men, you have cleaning cement mill motors do which need a Sanitary Motor. 

the trick. 
to tell your customers about them and 


ask for the order to get the business.” 


Bulletin 1000 describes these units, 
and the prices and dimensions for 
stock ratings are listed in the Con- 
solidated Cztalog No. 103. OIL WELL COMPANIES where spe- CHEMICAL and REFINING PLANTS 


cial Oil Well Pumping Motors are where Explosion-proof motors are 
required. needed. 


THE LOUIS ALLIS CO. 


MILWAUKEE 7, WISCONSIN 
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9, 
=e There's an 


“ENTERING WEDGE”’ 


for Sales to 


c 
= 


— 


= 
— 
—> 


...in the 
diversified 
Brown & Sharpe 


Line 


Many plants not even on your present prospect list may be 
signed up as profitable customers, when you handle the com- 
plete Brown & Sharpe Line. This line is so diversified that it 
provides items of needed equipment for nearly any manufac- 
turing plant! 





As well as complete lines of machinists’ tools, cutters and 
other regular distributor items, Brown & Sharpe offers the 
Distributor screw machine tools, permanent magnet chucks 
and Johansson gage blocks. Also a wide range of pumps and 
electronic measuring equipment marketable both within and 
without the metal-working industry. 

Add to this the solid sales support of year-round advertising 
in 35 leading business and industrial magazines, and you get 
the reason why it pays to handle and push the Brown & Sharpe 
line. Brown & Sharpe Mfg. Co., Providence 1, R. 1, U.S. A. 


WE URGE BUYING THROUGH THE DISTRIBUTOR 


Brown & Sharpe |": 
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What are You Doing about 


D. 0. RATINGS? 


Unless you do something soon you’re heading for trouble. 

Already, most manufacturers of steel products find inventories 
low and shipments of non-rated steel from mills undependable and 
inadequate. 

And now comes the D.O. 97 rating to help you and your 
customers. It assures deliveries of maintenance, repair, and oper- 
ating supplies to all types of industries for high production of pre- 
paredness essentials. 

That’s why D.O. ratings are important to you. Trouble? Yes! 
More paper work? Yes! But your shelves may soon be empty and 
unrefillable unless you request ratings from your customers 
and pass them along to your suppliers of most steel products. 

Don’t be lulled to sleep by reports of ‘‘plenty for all.”” There isn’t 
enough steel to meet the demand .. . and there’s no improvement 
in sight. 

Do your part! Keep your customers’ plants going by keeping 
your stocks up. You can do this only by using D.O. ratings 
properly! 


CHECK THESE LAUGHLIN ADVANTAGES 


The broadest line of its kind, including as standard The new, 44-page Laughlin Catalog-Data Book 
many items ordinarily made up as specials. No. 150, a valuable source of information and a real 
sales-booster. 








Exclusive sales leaders such as “Fist-Grip” Wire 
Rope Safety Clips, Clevis Grab and Slip Hooks, Safety A fair distributor policy and substantial profit margin. 
Hooks, and genuine “Missing Links.” 
A Laughlin representative will be glad to give you the 
Consistent national advertising to keep the Laughlin whole story. Just contact THE THOMAS LAUGHLIN 
name before your customers. COMPANY, 1212 FORE STREET, PORTLAND 6, MAINE. 





Laughlin Protects the Distributor 


| LAUGHLIN @ 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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Sie THERE'S NO PARTY 








’ ease 


iy CARBO 


“Carborundum” and “Aloxite’ are registered trademarks which indicate manufacture by 
The Carborundum Company, Niagara Falls, New York 
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OF THE SECOND PART 


The written franchise held by every 
CARBORUNDUM distributor is designed for 
the mutual benefit of the distributor and the 
manufacturer. Because he is an outstanding 
cog in the CARBORUNDUM sales organization, 
the distributor enjoys valuable and exclusive 
advantages spelled out by a clearly defined 
agreement. In addition to these guaranteed 
benefits, you profit in other ways when you 
represent “the best-known name in abra- 


sives.” For instance, only you can 


MAKE IMPARTIAL 
RECOMMENDATIONS 


Only CARBORUNDUM produces a complete 
line of abrasive products—from which you 
can recommend the one that is exarily right 
in work production and in cost — for each in- 
dividual job. Customer confidence is inspired 
by such impartial recommendation, adding 
to the value of your CARBORUNDUM franchise. 


The Best Known Brand Name in Abrasives... 
which has produced unique profit-building accceptance and 
recognition of the CARBORUNDUM brand. 


Attraction of Franchises from Other Quality 
Lines... strengthening the all-around sales potential 
of the distributor who stocks and sells products by 
CARBORUNDUM. 


New Developments... resulting from CARBORUNDUM s 
never-ending search for new ideas. Sales material on new 
products and applications is vital in maintaining distribu- 
tor service on a sound competitive basis. 


A Single Source of Supply...with reduction and 
simplifying of stock records, shipping orders and invoicing, 
and improved stock control. 


Intelligent Technical Counsel... based on many years 
of practical experience in the solution of widely varied 
problems of abrasive application 


Integrated Sales Planning...close support of com. 
prehensive training courses for distributors’ salesmen, and 
cooperation in sales and service from our highly trained 
field staff. 

Advertising and Promotion... “pre-sclling”, to help 
make sales calls more effective. 

These features of the CARBORUNDUM Franchise add up to 
a substantial “plus” factor that is highly valued by leads 
ing distributcrs. 


MAR K 


DISTRIBUTORS 


supply ALL Abrasives under one brand name 
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What Makes a MACHINE-CAST SOLDER 
EASIER TO SELL? 


The fact that it is an unquestionably better product! 


Machine-cast solder . . . known commercially as CASTOMATIC* 
solder . . . is produced only by Federated Metals on patented 


electronically controlled machines. 





. . » harmful oxides are excluded from the product 
because no air enters the completely pressurized system. 


Because it is extra fine grained, it has no voids or segre- 
' nah 8 
gation to make melting uneven and to slow down work. 





When you stock Federated Castomatic Solder 
you carry an exclusive item that is sure to sell 





PIV Castomatss old 


~— 


... because there is nothing like it on the market. No other bar solder compares! 


*Trade Name of the American Smelting and Refining Company 





Seddutel Wiles Own 
AMERICAN SMELTING AND REFINING COMPANY ¢ 120 BROADWAY, NEW YORK 5, N.Y. 
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Roller Chain 
SPROCKETS 


WITH TAPERED SPLIT HUB 


ELIMINATE 
init , REBORING! 


“QD" HU B 
ALSO FITS 


FORT WORTH 
“QD” V-BELT SHEAVE 


Your stock of QD hubs can serve a 
double purpose. The same hub fits ‘n either 
the QD sprocket 
or the Fort Worth 
QD sheave. 


“OFF THE SHELF” SERVICE 
WILL SELL MORE SPROCKETS 


| 

| 

The ‘‘Stock-Bore” sprocket that must be carried to the | 

machine shop for reboring can be a thing of the past. Your | 

customers can immediately have the sprocket they want | 
WITH THE PROPER BORE AND KEYWAY. You can 

give service on sprockets that your competitors cannot | 

| 

| 

| 


touch Investigate the 


advantages of 

stocking the Fort 

Worth “QD” line 

. . « both sheaves and sprockets. Large fac- 
tory and warehouse stocks will make it 
especially attractive during present short- 
ages. 


This new sprocket is an item that has natural sales appeal. 
It’s easier to get on or off the shaft; it grips the shaft; it fits 
an undersize shaft. It has features you can SELL to your 
customer. Once he buys it, he will prefer it over any other 
sprocket. 


OTHER \ 


| Tey: a Vey: Details of QD Sprocket construction as well as the many other 
: oT M4 ORTH . advantages are explained in catalog Section 300-B, Supplement 1. 


Address Department 112 and complete information will be sent 
V-BELT DRIVES to you immediately. 
SCREW CONVEYORS 
and ACCESSORIES STEEL AND 
scarw cuvarors Ma O)>4 Ms Lo) UL bytaiiatan 


INDUSTRIAL FANS 





DEPT. 112 3600 McCART, FORT WORTH, TEXAS 
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CHAIN THAT LEADS 


PRODUCTION 


Boosting output of present drives! Atlas 
Roller Chain is bringing this benefit to 
plants everywhere. 

That's because Atlas Roller Chain pro- 
vides a positive sprocket grip which 
makes possible the delivery of full rated 
horsepower without slippage or friction. 

This means that your machines can run 
at full rated speeds and give greater out- 


put... with Atlas on the drive. 


MORE SATISFIED 
CUSTOMERS 


[he proven performance of Atlas Roller 
Chain for boosting production and giving 
long, trouble-free service holds customer 
good will for you... both in replacement 
and OEM business. 

This means repeat sales...steady profits! 

For the full story on the advantages of 
being an Atlas Chain distributor, plus a 
copy of the new Atlas Catalog and Hand- 
book, write: Atlas Chain and Manufac- 
turing Company, Philadelphia 24, Penna. / 


ATLAS CHAIN & MANUFACTURING CO. 
PHILADELPHIA 24, PENNA. 





| L0CS south... Soang CW pipe 


brings summer inside this school- 


Even in sunny Macon, Georgia, winters can 
be cold and uncomfortable at times. So, when 
this Junior High School for Girls was de- 
signed with full facilities for modern teach- 
ing, it was also planned for modern heating 


Remember ...the Spang trademark is a guar- 
antee of greater satisfaction to you as well as 
to your Customer. 

Architect: MacEwen, Hall & Ferguson, Macon, Georgia; Engineers: Bloomfield 


Engineering Co., Macon, Georgia; General Contractor: Amerson & Freeman, Macon, 
Georgia; Plumbing & Heating Contractor: Hancock Plumbing Co., Macon, Georgio 


—radiant heating, of course. 

And, as is so often the case where architects 
and contractors emphasize durability and re- 
liability, Spang “CW” Pipe was specified for 
this permanently sealed heating system, as 
well as for other requirements. 

When you need a truly dependable pipe for 
commercial, industrial or residential installa- 
tions, ask your jobber for Spang “CW’’— 
the pipe that’s quality-controlled from steel 
to you. Easy to bend, easy to cut, easy to thread, 
it offers you both an extra measure of reli- 
ability and faster installation features. 


HALFANT Division of The National Supply Company 


GENERAL SALES OFFICES: Grant Building, Pittsburgh 30, Pa. 


District Sales Offices: Atlanta, Boston, Detroit, Houston, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Louis 
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TO MAKE YOUR SELLING EASIER—ADVERTISING ! 


~ 


Witt 


THE BIG LINE 


iz WiDE MARGIN 





Gilmer KABLE KORD®, for fiat belt drives, com- 
bines two belts in one—contactor and power. Noted 
for tight grip, high tensile strength, ability to absorb 
shocks and overloads. Endless and in running lengths. 


........ feady to meet the toughest 
service demands—normal and abnormal 


wr defense production going on double and triple 
shifts, power transmission belts, like other equip- 
ment, are in for a beating. Can your belts take it? 
Will they be able to carry the extra load, help keep 
production moving at a fast pace, give you trouble- 
free performance day after day? Gilmer Belts can 
and will. They’re built for tough, rugged service . . . 
the toughest and most rugged. 


Gilmer Specializes in BELTS. Flat Belts, V-Belts, Special 
Purpose Belts ... Gilmer makes them all. And all have 
that well-known Gilmer quality of being equal to the 
particular job for which they’re designed. Survey your 
belt requirements NOW! Consider them in relation to 
the work they must do in the days ahead. Then ask your 
Gilmer Industrial Distributor for whatever information 
Gilmer MULTIPLE V-BELTS, for heavy-duty service; you need. 

Gilmer LIGHT DUTY V-BELTS for short-center, ? * 
small-pulley, high-speed drives. Each has extra strong 
rayon pulling cords, processed for stretch control. 
Tough, long-life jackets. Flexible. Ceol running. 


Nationwide Distribution. Over 300 Gilmer Industrial 
Distributors are strategically located to give you good 
service. And Gilmer factory-trained field forces, working 
with Gilmer Distributors, are ready to help you with any 
special belting problem. 


L. H. GILMER COMPANY 


1201 Tacony, Philadelphia 35, Pa. 


Division of United States Rubber Company 


BUY THROUGH YOUR GILMER DISTRIBUTOR 


weeena----------- MAIL COUPON NOW ---------222=----- 


L. H. GILMER COMPANY 
1201 Tacony, Philadelphia 35, Pa. 


Dear Sirs: Please send me the following : 


Check V-Belt Guide | Flat Belt Guide 
Gilmer STANDARD SPECIAL PURPOSE BELTS, . a 
for numerous applications. An extensive line including Name of nearest Gilmer Distributor 
Saw Mill Belts; Tube Winders; Sand Slingers; Band 
Saw Bands; Light Conveyor Belts; Planer Belts for 
the lumber industry; Lickerin, Cone, Winder and Firm Name 
Spinner Belts for textile mills. 


Street & Ne 





D | 
7 


4 







GILMER | 
has the Pp U LL T 


{ 
4 
{ 


TO MAKE YOUR SALES PROFITABLE—A POLICY! 


GILMER V-BELTS — Multiple and Light Duty. Set the 
standards for pulling power! Made with durable 
rayon pulling cords; Gilmer quality. Gilmer’s assort- 
ment of V-molds—the world’s largest—assures 4 
complete line of precision-built V-Belts. 


GILMER TAPE—Friction and Rehber. A handy pair for 
extra profits! Gilmer Friction Tape is straight-tearing, 
non-raveling; has high insulation and adhesion quali- 
ties. Gilmer Rubber Tape has excellent insulation 
qualities; fuses readily without heat. Both Friction 
and Rubber Tape available in bulk and handy 
10-roll shop packages. 


INDUSTRIAL PACKINGS. A top-quality line for indus- 
trial needs. Various types to meet conditions of high, 
medium or low pressures ...super-heated or satu- 
rated steam, air, water, many acids and alkalies. 
Gilmer Packings include Asbestos Rod, Braided Rod, 
Cross Expansion, Square Plaited, Asbestos Sheet. 


KABLE KORD ® FLAT BELTS—both endless and in rolls. 
Gilmer’s “number one”’ flat belt! Combines two belts 
in one—contactor and power. This unique feature, 
together with extra-strong Kable Kord construction, 
makes it a top seller! 


GILMER INDUSTRIAL HOSES —a popular line of rugged 
constructions for Air Drill; Small Air, Welding and 
Cutting; Steam; Water; Suction; Lacquer Spray and 
Solvent, among others. All are made with tough, 
wear-resistant cover over a strong carcass, and fine 
quality tube, according to requirements of use. Take 
standard couplings. 


GILMER SHOCK-PADS. A general purpose machinery 
mount and shock absorber. Minimizes effects of both 
machine and building vibration—eliminates need for 
bolting equipment to floor. Built of molded Neoprene 
—resists oil, heat, water, and cleaning compounds. 
Simply cement to the floor. No bolting required. 


ne 


SPECIAL PURPOSE ENDLESS FLAT BELTS. A broad line 
for all your customers’ needs: Saw Mill Belts; Tube 
Winders; Sand Slingers; Band Saw Bands; Light 
Conveyor Belts; Planer Belts for the lumbering indus- 
try; Lickerin, Cone, Winder, and Spinner Belts for 
textile plants; Farm Belts. 


NOTE: Besides standard V-Belts 
and Flat Belting, Gilmer algo 
makes a wide range of Special Pur- 
pose Belts. These are in constant 
demand by plant engineers; need 
not be carried in stock; are not 
subject to general competition. 
Another extra profit opportunity 
in the Gilmer line! 


AND DON’T FORGET THE 
SOUND GILMER SALES POLICY! 
1. A strict “buy through Distributor” 


policy; no factory sales in com- 
petition. 


2. A widely-experienced Distriet 
Manager available for direct 
sales help. 


Branch stocks strategically I>cated 
as listed below. 


Factory power transmission spe- 
cialists to give engineering assist- 
ance when needed. 


Distributor protection. 
Uniform discount schedules. 
A profit on every sale. 


Full jobber profit on non-:! > :king 
Special Purpose Belts. 


A balanced promotional po 3ram 
featuring national adverti_.nj cnd 
valuable catalogs. 





Monthly bulletins from the factory. 








ADVERTISING PREVIEW! 


Your customers will see this Gilmer advertise- 
ment in leading industrial publications next 
month. Note that Gilmer tells readers to... 


“BUY THROUGH YOUR GILMER 
t DISTRIBUTOR" 






$ilne Silnes 


TAPE PACKING 








KENNEDY 


bronze 


globe 


SLIP-ON DISC HOLDER—This unique disc holder 
locks on securely wth stem in wide-open position 


Va Ives ... yet releases by a half-turn of the stem when 
eee 


bonnet assembly is removed. 


* 
for longer service... 
am 
easier maintenance 
YOU KEEP MAINTENANCE COSTS DOWN with KENNEDY Bronze 
Valves because they are job-fitted ... every valve specially designed 
and engineered for the job it has to do. 
THE KENNEDY FIG. 89, for example, is designed for services 
where frequent inspection, cleaning of internal parts and quick 
renewal of the composition disc are required. 
HEAVY UNION BONNET RING permits easy dismantling and re- 
: assembly of the valve without risk of damage to body-bonnet 
KENNEDY Fig. 89, bearing surfaces. 


Bronze Globe Valve, aE THE RENEWABLE COMPOSITION DISCS are available in a variety 
150 Ibs. steam, 300 


Ibs. WOG, non-shock 








of materials to meet a wide range of fluid, pressure and tem- 
perature requirements. 


RUGGED BODY has an unusually high seat to prolong disc life 
by utilizing full thickness of disc before disc-holder strikes the 
base of the raised seat. 


LONG-WEARING PACKING—molded rings of lubricated asbestos 
—maintains easy operation and tight seal to prevent leaks. Valve 
can be repacked under pressure when wide open. 


FOR BEST RESULTS and real economy, standardize on KENNEDY 
Bronze Valves... and the complete line of KENNEDY Iron Valves, 
Malleable, Cast-Iron and Bronze Pipe Fittings ... WRITE FOR 
CIRCULAR 101. 


DISTRIBUTORS ! 1: will pay you to ask about the sales and promo- 
tion aids available to you through tive KENNEDY DISTRIBUTOR PLAN. 


VALVE MFG. CO. 
ELMIRA, NEW YORK 


VALVES PIPE FITTINGS FIRE HYDRANTS 
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SATURDAY EVENING 











; | , ' " apaasi’ 
: ) queens A Jewee coatep ABRAn 
® 


a 


4 veces Mon —— Py Peart hoe = — sannoan, roucnil 
. TOUGHER * - SHARPER, TOUGHER 

ewel coe Gm Jewel cOATe? 

Abrasives Abrasives 


2 asive 
awe COATES oan dio @ 
b, tare! cost 


runes & TwERe's A JEWEL COATED ABRASIVE 


SHARPER 






































@ Advertisements like these are appear- 
ing every month in The Saturday Evening 
Post. They will provide maxinium pene- 
tration of buying factors in the industries 
you sell, and they urge buying through 
industrial distributors. 


Abrasive Products, Inc. 
South Braintree 85, Mass. 
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This man 


SOLVES 
YOUR INVE 
PROBL 


Inventory hes is (OO 


too soon. It ties up money neee 
or it ties up the plant by lacking chit 


There is a man in your locality who will finance your 
inventory. He has at all times approximately $500,000,000° 
invested in the tools, equipment and materials 

you need. He will gladly and promptly supply from his 
large local stocks many things which you frequently and 
urgently need. Why not get better acquainted with this man. 


Creditable 


this MA4N is an industrial distributor or a specialist in certain indus- 
trial items. You will find him listed in the classified section of your tele- 
phone book—most likely under the heading Bars, bronze or Bearings, 
bronze. If he is the leading distributor, he almost certainly is the Bunting 
Distributor. He carries in stock for your money saving convenience Bunt- 
ing Standard Stock Industrial Bearings, Electric Motor Bearings, and Pre- 
cision Bronze Bars—ask him for catalog. 








There are approximately 2,000 Industrial Distributors serving every indus- 
trial section of the United States. In 1948 their total sales were more than 
$3,000,000,000. They carry an average inventory of $500,000,000, curn 
their stocks 5 to 6 times per year, fill 200,000 orders per day, have 12,000 
outside salesmen and engineers, 10,000 inside telephone order expeditors, 
operate 8000 trucks delivering merchandise on which their average net 
profit is .0292 cents per dollar of sales. 


7 RTPA NET 
in fon, ai we Ae 


unting. — 


BUSHINGS 
PRECISION BRONZE BARS 


eee 


THE BUNTING BRASS & BRONZE CO., TOLEDO 9, OHIO 
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On three operations in the set-up pictured here— 

machining nickel-moly steel (4615) at 135 to 

150 s.f.m.—the superintendent kept careful rec- 

ords of tool performance. It was found that 

MO-MAX COBALT High Speed Ground Tool 

Bits ran 43% to 100% Jonger that the tool bits 

previously used. <> In the break-down opera- 

tion MO-MAX ran 4 hours, as compared with 

2 hours for the other steel. In facing, it was 

5 hours against 3% hours. In cut-off, 4 against 

2%. con This is one of hundreds of tests in which 

both MO-MAX and MO-MAX COBALT Tool Bits 

have demonstrated their superiority. So if you 

have a difficult machining problem, a C@celand 

Service Representative will be glad to give helpful 
suggestions. Contact our nearest Stockroom, or... 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 


Stockrooms: New York 7 « Detroit 2 * Chicago 6 * Dallas 2 * San Francisco 5 
Los Angeles 58 « London W. 3, England 


TEN mis ; 
a S| 


ASK YOUR {NDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER Cleveland too1s 
This advertisement reaches your customers who read the leading magazines in the metalworking field. 
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Problem:* 


BURR « FINISH * CLEAN « POLISH 
BOTH convex and CONCAVE SURFACES 
IN ONE OPERATION 


“Solve this one for your customers 


WELDON ROBERTS 


—wuith Brightboy 


REC .u.6. Par. OFs, 


Many will weleome your recommendation of Brightboy for eliminating 
unnecessary steps in finishing contour surfaces—surfaces comparable to 
those shown on this photo of a rotor blade of a jet-propulsion engine. 


Customer-projects can entail working in metals, 
plastics, laminated materials, wood, glass—finishing 
products, assemblies or parts. You are sure to broaden 
the scope of your abrasives service when you recom- 


mend Brightboy. 


Brightboy brings amazing time and work savings to 
light-finishing operations. The combination action of 
its abrasive and rubber does it. The abrasive is 
completely and uniformly dispersed throughout the 
rubber binder, which also “cushions” the abrasive. 
Rubber and abrasive together create a unique sur- 
facing action, which frequently bridges the gap 
between the rough grind and buff in one operation. 
Time savings can amount to fifty percent! 


The simultaneous action of Brightboy’s abrasive and 
rubber will achieve a wide variety of finishing effects. 
The desired surfaces are obtained by speed and/or 
pressure of the Brightboy wheels, sticks, rods or blocks 
used in the machine or manual operation. Brightboy 
will work to close precision-tolerances and can be 
shaped to curved surfaces and contours. It requires 
no before-use dressing or preparations; even unskilled 
labor can handle it. A Brightboy finish often consti- 
tutes the final polish. 


BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. 
6th Ave. & N. 13th St. Newark 7, N. J. 


Americc’s Pioneer Manufacturers of Rubber-Bonded Abrasives 


7 
ZF wee 
=" ROBERTS 


———— 


Brightboy 


REC. us. Pat. OFF. 


Brightboy’s general uses include removing light digs, 
tool and heat marks, cleaning welded and soldered 
joints, finishing and burring dies, molds, stampings, 
machined parts. 


Because of its wide adaptability, Brightboy is a sales 
“natural” for you. And it offers you fine sales tie-up 
opportunities, too. Sell it with related products: 
cutting tools, coarse abrasives. 


Inviting dealer franchises available in good industrial 
territories. Write for details. 


WHEELS, STICKS, 
RODS, BLOCKS 

for machine and 

manual operations 


For Your CUSTOMERS WITH DEFENSE CONTRACTS: 


Tell them about the wide adaptability of Brightboy, already 
proved in the manufacture and maintenance of Ordnance, Inter- 
nal Combustion and Jet Engines, Airplane Parts, Electrical and 
Electronic Equipment, Transportation Equipment—and for the 
production of basic tools, dies, molds, jigs, patterns, etc. 
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“ ou u like to give. , 
B-RIGHT-ON 


SOCKET SCREW PRODUCTS 


You'll find Brighton is your kind 
of supplier . . . giving you the 
same prompt service and assist- 
ance you aim to give your cus- 
tomers. A compact organiza- 
tion devoted exclusively to 
the manufacture of top-quality 
socket screw products, 
Brighton can readily give 

this kind of cooperation to 
dealers — cooperation that 
simplifies your sales job. 





Look to Brighton for... 
e Socket Set Screws 


e Socket Head Cap Screws 

e Socket Pipe Plugs 
Socket Head Stripper Bolts 
Socket Screw Specials 
Socket Screw Key Kits 


The BRIGHTON Screw & a Ce. Gane 2 es 
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Courtesy: The Carborundum Company, Niagara Falls, N. Y. 


44 b] ° 
Here’s how neoprene helps this 
. . ° 4 
new contact wheel boost grinding production... 

Faster stock removal, more uniform finishing, and longer belt life are possible with 

this new type of contact wheel for abrasive belt applications. The flexing action __=>= ; 
of the serrated neoprene surface constantly varies the grinding angle of the abrasive —= 
particles . . . thus, reduces ‘‘glazing,’’ enemy of long and productive belt service. 








This neoprene-covered contact wheel is built for long and rugged service, too. 
Neoprene stands up against the deteriorating effect of oil coolants and high- 


melting grease used in grinding and polishing operations. And neoprene’s 
abrasion-resistant and heat-resistant properties mean it can take the terrific 





punishment a contact wheel gets in this type of service. 

Neoprene’s outstanding performance in many industrial applications will help 
you sell your prospect. Chances are he’s already familiar with neoprene . . . so 
show him how it’s used in the products you sell. 


Ask the manufacturer of your line which resilient parts are made of neoprene 
. and then put the neoprene story to work for you. 


FR EE! The neoprene notebook 
7 Your customers read the Neo- 
prene Notebook regularly. So 


don’t miss the information it 
The rubber made by Du Pont since 1932 offers about new and interest- 
ing applications of neoprene. 
-——— | If you're not getting it now, 
we'll be glad to send it to you. 
Write E. I. du Pont de Nemours 
&Co. (Inc.), Rubber Chemicals 
Division C-12, Wilmington 98, 
Delaware. 


BETTER THINGS FOR BETTER LIVING THROUGH HEMISTRY 
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ADVERTISEMENT 


Jacking Up Sales 


Many salesmen selling to in- 
dustry plan to hit high C in 
sales for "52 by using Sim- 
plex Jacks as the keynote of 
their drive. Jacks, they 
know, can be sold on almost 

and that the 
continues high. 


any call 

demand 

. Simplex offers a complete 
Ay line—a jack for every job. 


SIMPLEX GOES TO “LIFE’S PARTY” 


A Simplex Jack was the center of interest in a news photograph 
on page 148 of the October 22 issue of Life Magazine. See it? 
To the first distributor's salesman identifying the model num- 
ber we'll send a fine bottle of scotch. Write on your company’s 


letterhead. The earliest postmark wins the scotch! 


SOMETHING WEW HAS 
BEEN ADDED! 


s 
iY 
YJ 


’ 
oe 





New revised editions of Bulletin Industrial 51 and Hydraulic 
51-R are now available for distributors’ use—punched to fit 
standard catalog binders. Bulletin Hydraulic 51-R includes the 
answer to the $64 question in the Jack Industry—new models of 
TJ-10 ten ton and TJ-25 twenty-five ton “Rol-Toe” Foot Lift 
Hydraulic Jacks. 


ROLLED OUT THE RED CARPET 


In Providence, R. I., Comgdon & Carpenter, Simplex distributors, 
put on a bang-up exhibition late in October. It was a splendid 
example of what aggressive merchandisers can do. The attend- 
ance, estimated at 2,500, included his honor Mayor Reynolds of 
Providence, and Governor Roberts of Rhode Island. The Simplex 
display was a center of interest. If you're planning an open house 
or industrial show, let us know and perhaps we can offer some 
suggestions to make it a long-talked-of affair. 


LOOK INTO THE HOLE BIZ! 


a eer 


You'll never be in a sales hole when you catch on to the possi- 
bilities of Simplex Trench and Timber Braces. Every excavation 
for footings, trench for pipes or just plain, unclassified holes 
suggest uses for Simplex equipment. Contractors need these 
braces to keep soil on the up and up and not sliding into their 
excavations. They're a practical economy to contractors and 
profitable for distributors. 


As Friction-Free As a Greased Pig 
Do the job with half the work! 


In Simplex Screw Jacks, the single large chrome-moly ball bear- 
ing cuts friction 88%. The load can’t flatten the ball. That's the 
tip-off on why users have such confidence in these jacks to do 
what seems impossible. Simplex Screw Jacks handle a big variety 
of heavy-duty lifting and lowering with certainty and economy— 
in construction work, for rigging, repairs and other applications. 
Fach jack is painted a different color to indicate capacity. 


GOOD MEDIUM—FOR REMOTE CONTROL 


Re-Mo-Trol can’t conjure up the 

past. . . but it does assure a 

safe future for those who han- 

dle jacks under cramped or 

dangerous conditions. It lifts, 

pushes or pulls in any direction 

easily and in complete safety 

. . . from a distance. Users say 

that Re-Mo-Trol makes tough 

jobs easy by getting into tight 

spots where other types of jacks 

can't squeeze in. These hy- 

draulic pumps and remote-con- 

trolled rams save time with 

maximum safety. The famous 

Simplex “center hole” ram is a 

basic feature. Available in seven sizes—from 10 to 100 toms. 
Your future's profitable when you recommend Re-Mo-Trol! 


Lick! cLicK! 


... IT’S TIME TO CHECK 


Service suggestion of 
the month: Remind 
your = customers to 
check overplay—when 
the pawls on a ratchet 
jack “click”, the 
sockei should be at 
came! ,seast 4” away from 

the housing on both 
the up and down strokes. Less than }” indicates wear and the 
worn operating parts should be replaced before using the jack. 








In about a month we'll be seeing vou at the annual Maintenance 
Show in Philadelphia. Specifically, the dates are January 14 to 
17. Come and pay us a visit! 


TEMPLETON, KENLY & CO. 


1036 %. Central Ave., Chicage 44, Ii 
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BROADER RANGE that offers 
BROADER OPPORTUNITY 
to cash-in on increasing demand 


Ability to supply any type of cutter 
that your customers order . . . prompt- 
ly, without substitution or compro- 
mise ... can give you added sales that 
might go elsewhere. 

When you handle the broad Brown 
& Sharpe Cutter line, you can offer 
customers exactly the right cutter for 
each milling job! Styles include every 
type from plain milling cutters to 


metal slitting saws and special-use cut- 
ters... and a complete range of end 
mills, What's more, every Brown & 
Sharpe Cutter is a quality product that 
will bring you repeat orders instead 
of complaints. 

Cash-in on the growing cutter de- 
mand by handling the broad Brown 
& Sharpe line. Brown & Sharpe Mfg. 
Co., Providence 1, R. 1., U.S. A. 


WE URGE BUYING THROUGH THE DISTRIBUTOR 


Brown & Sharpe \: 
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PRODUCTION NEEDS 


LYON offers more than 1500 
regularly cataloged items of 
Steel Equipment to meet your 
customer’s regular needs. 


ss ++ AURORA, ILL., AND YORK, PA. 
“METAL PRODUCTS, INCORPORATED 


General Offices: 1253 Monroe Avenue, Aurora, Illinois 
Sold Nationally through Factory Branches and Dealers 



































- 4 
aotas IN QUALITY 


foe 50 vEAgS 


Wor 195! 


LYON 
wetat imc 


2 ee ee _" LYON PRODUCTS 


© Economy Locker Ra © Display Equipment ¢ 


°F C wer Files Drawing Tables 
eT Equipment 
Working @anches 
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21,509,599,190 CACMAKL... 


---but no two alike 


VER wonder how many fingerprints there 

are in the world ? We've checked and found 
there are approximately twenty-one and a half 
billion! Amazing? Sure! But more amazing is 
the fact that no two are exactly alike. Each is 
distinctly different ...an unmistakable “trade 
mark” which identifies its owner ...and its 
owner alone. 


In like manner, the Keystone trade mark is the 
only one of its kind. 


For nearly three-quarters of a century the word 
Keystone and the symbol thereof have been 
used continuously by the Keystone Lubricating 
Company as the registered trade mark for its 
lubricating oils and greases. It has become the 
symbol of quality lubricants, respected 
throughout American industry. 


SPECIALIZED 


v 


Yet, we have found that unscrupulous lubri- 
cant manufacturers have made unlawful use 
of the Keystone Company's trade mark. Take 
warning! The use of the word “Keystone”, 
the Keystone symbol, or any combination 
thereof on lubricants, constitutes an infringe- 
ment of our trade mark rights and an attempt 
to defraud the public. Infringers will be 
prosecuted vigorously to the full extent of 
the law. KEYSTONE LUBRICATING 
COMPANY, 21st, Clearfield and Lippincott 
Sts., Philadelphia 32, Pa., Est. 1884. 


Trade Marks Registered in U. S. Pat. Office; 
also with Commonwealth of Pennsylvania 


s ow 


LUBRICANTS 
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Here's something that has everything alert distributors are 
looking for, an entirely new idea —a new concept in the 
check valve field —— a BASIC CHECK UNIT! 

All the ‘‘working parts" of a check valve have now been 
combined in a simple compact Basic Unit. The body can be 
chosen from any one of the hundreds of standard pipe 
fittings, to fit the job exactly. 

A new, yet tried and proved line of check valves that 
are easy to sell, provide BIG repeat business potential with 
an unlimited market ... priced for easy selling . . . packaged 
for ease of handling and identification. 


Sell the CHECK VALVE that 


operates in any position 

handles liquid, gas or air 

can be used under all pressures and temperatures 

can be used wherever a check valve is needed 

assures lowest pressure drop and positive closure 
that’s available in line sizes from 3," to 2” inclusive 
that has been proved in over eight years actual service 


Sales features and service features are found in DURABLA 
CHECK Valves and DURABLA CHECK VALVES only. 


CHECK VALVE 


with an assured 
BIG MARKET 


a DURABLA product 


“ “Ay, ) 
ay Aa i, end 


THRU 


mh | DURA 
| Yr 


4 SIDE 
{ 74 ourtet 


DRAIN ELBOW 


\ & 


ONE BASIC CHECK UNIT ADDED TO ANY STANDARD FITTING 
BECOMES A COMPLETE CHECK VALVE. Here’s something new as 
a door opener . . . a revolutionary product that requires the 
stocking of ONE VALVE for ANY and ALL REQUIREMENTS. 


REDUCER 


a 


TEE 
peer") 





DURABLA MANUFACTURING CO. 


114 LIBERTY ST., NEW YORK, N. Y. 
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How to get production 





Use STANDARD 
and CARBOLOY | 











/ 
NEW, INVALUABLE Carboloy co-ordinated 
cemented carbide data for 

defense production. carbide control 

BASIC “Triple C” Plan 

book, part of compre- 

@ practical tested plen 

for helping you get 

even greater benefits from 

the use of carbide tools 

in your plant 


hensive Carboloy Service 
Program for more effec- 
tive use of cemented car- 
bides and resultant lower 
break-even points. 


t 
SLIDE FILMS (at approximate 
print cost) for visual, in- | = 
plant carbide training. - 


CEMENTED CAR BID FG 
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.. tool and 
maintenance 
costs 


CARBOLOY TOOLS 
CARBIDE SERVICES 


Fast-cutting, cost-cutting Standard 
Carboloy Tools outlast steel tools 
as much as 10 to 1. They do produc- 
tion jobs more efficiently, and with 
less maintenance, too, because they 
are tipped with the finest cemented 
carbides now produced . carbides 
ever improving in quality as a result 
of controlled production methods 
and the Carboloy program of grade 
improvement. 

Best of all, just 11 styles of these 
Carboloy “Standards” are adaptable 
for 80% of your turning, facing and 

boring operations . . . they 
conserve tools and cut costs 
because they replace the 
need for hundreds of 


inventory-loading “specials.” 


Bonus tool benefits through 
Special Carboloy Services 


Exclusive Carboloy Services cover 
ever ything you should know for 
more efficient selection, design, fab- 
rication, use and maintenance of 
cemented carbide tools and dies. 
Services include tuition-free Cus- 
tomer Training School .. . free tech- 
nical manuals, charts, catalogs... 
slide films (at approximate print 
cost) ... and advice and assistance on 
your carbide problems from skilled 
Carboloy engineers. 

Write for information, or contact 
your local Carboloy Sales Engineer 
or Authorized Distributor, today. 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 


11141 East 8 Mile Street 


* Detroit 32, Michigan 


“Carboloy” is the trademark for the products of Carboloy Department of General Electric Company 


THE QUAL 


STANDARD TOOLS 


BR AN D 
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AND 6OT A LITTLE 
BEHIND IN HIS 


THEM 3M BELTS 





Here’s How 3M | 
Sales Engineers 
Help You Sell 


Got an abrasive belt prospect that needs some technical advice? 
+ Call a 3M Sales Engineer! He’s qualified to analyze your custom- 
recommend equipment, 


And he’s ready to 


ers’ grinding and finishing problems, 
supervise installations—help you close sales, 
work with you at no cost or obligation. 


NATIONAL ADVERTISING makes your selling job easier, 
too, by showing how OTHERS save with the 3M Method and 
3M Abrasive Belts. For further informaticn on these free 
services and sales aids, write Minnesota Mining & Manufacturing 
Co., Dept. ID-121, St. Paul 6, Minnesota, Do it today! 


LAST LONGER THAN A 
MOTHER-IN-LAWS VISIT/ 


LUCKY IT WASN'T 


@)\ A 3M FORMED 
WHEEL SET-UP! 


Su 
V7 THEM 3M BELT 
GRINODIN' RIGS CAN 
FIT ANY CURVE 
OR a 


Y fp 


ctl [es pest 
Ae 


3M DEMONSTRATION ROOMS help you and your custom- 
ers work out faster, more economical grinding and finishing 
methods. Abrasive engineers actually demonstrate how your 
customers can save by converting to the 3M Method. 3M Dem- 
onstration Rooms are located coast-to-coast for your convenience. 


or 


RE rT, 
iter 


Made in U S.A. by Minnesota Mining & Mfg. Co., St. Paul 6, Minn also 
makers of “Scotch’’ Brand Pressure-sensitive Tapes, ‘ hh” Sor od Re- 
cording Tape, Underseal Ru bberized Coating, ‘ 

Sheeting, “Safety-Walk’’ Non-slip Surfacing, ‘3M’ rasives 3M 

yt: Minn. Mining & Mfg. Co., International Division 
In Car vada: Minn. Mining & Mfg 


hesiv Ge neral Exp 
27¢ Avenue Ne w York 17, N. Y. 
of Canale Led., London, Canada. 
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FOOTBALL STAR: When it comes to football, in the 
future, Jim Mullen, Jr., (E. A. Kinsey Co., Cincinnati 
is going to look on it strictly as a spectator . . . Jim who is 
a Cub Scout leader was out playing with the Cubs re 
cently . . . Result: Jim had to go to the doctor and was 
limping for a couple of weeks 


CONGRATULATIONS: We now have three district 
managers who belong to the 25-year club Ed McOsker 
ind John Ora just joined Elmer Grantvedt in the select 
group that has served 25 or more years with INpus?TRIAI 


DistRIBUTION Here’s to 25 more vears 


WINNERS: After shooting a practice round close to 100, 
Brownie Jalbert (Bay State Tap & Die) breezed around 
Plandome Country Club, Long Island, in 85, for a net of 
70 and a tie for first place in the New York Hardware 


Trade Association tournament Co-winner_ with 
Brownie was George Clarkson (Whitman & Barnes) .. . 
I'he line forms to the right for lessons but don’t push, I 
was there first 





NOVEL: Speaking of golf reminds me that Bob Dills 
has quite a novel clothes tree in his office at Dills Supply 
Co., Dayton A golf pro gave it to Bob—instead of the 
normal hooks on which to hang vour hat, Bob has sawed 
off wooden shafted clubs Bob, incidentally, played 
1 course last summer and went completely wild on onc 
hole—got himself a 12 . He was night back out there 
the next day, though, and took a five on the hole. 


WORLD TRAVELER: Neil Hurley (Independent Pneu 
matic) is on a two-month European trip, visiting sub 
idiarv Companics 


c= 


AIR MINDED: Ray Neal and Fred Rogers have some 
thing else in common besides being presidents of Buffalo 
distributing firms . . . ‘They've both been appointed to the 
\viation committee of the Buffalo Chamber of Com 
merce . . . Fred is president of Beals, McCarthy & Rogers 


ind Ray is head of R. C. Neal Co. 


FOR ALL 'TO SEE: On the blackboard in the sales room 
of Chas. A. Templeton, Waterbury, Miles Stray, Bob 
Munger and H. FE. Johnson have a bit of philosophy 
posted 
“God give me the patience to endure that which can 
not be changed; 
God give me the courage to change that which can 
ind should be changed; 
God give me the intelligence to determine which is 


vhich.” 


PHOUGHT FOR THE MONTH. . . 
MERRY CHRISTMAS 
R. W. B. 
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ary 2 If you will put a Jenkins Valve, recom. 


mended for your particular service, on the 
worst place you can find — where you can- 
not keep other valves tight — and if it is not 
perfectly tight or it does not hold steam, oil, 
acids, water or other fluids longer than any 
other valve, you may return it and your 


money will be refunded. 


A FAIR OFFER THAT HAS BEEN IN EFFECT 
SINCE 1869 
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er Oc years... 
still making friends for 


JENKINS DISTRIBUTOR 


There are many and good reasons why the Jenkins Distributor values 

his Jenkins Valve franchise so highly. He gets solid support from Jenkins 
field men, from continuous, nation-wide advertising . . . steady sales 
promotion . . . expert engineering service. But the one big reason is 
summed up in the 60 words of “A Fair Offer’, first published in 1869, and 
reprinted millions of times since. 


This simple, sincere statement of selling policy is a valuable aid to the 








Jenkins Distributor in every sales contact. The modern valve user knows 
it has been proved time and time again, and that the Jenkins Bros. 


organization of today stands squarely behind every word. 


The “Fair Offer” will go on making friends for Jenkins Distributors. For, 
at all times, buyers will appraise a product, not alone by its promised 
performance, but by the evidence of integrity of the men who make it. 


Jenkins Bros., 100 Park Ave., New York 17, Jenkins Bros., Ltd., Montreal. 
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hose performance at Phil pott Dam 
helps REPUBLIC DISTRIBUTOR make extra sales 








CHAMPION AIR DRILL HOSE 


A super service hose of 
braided construction 
on oil-resistant tube 

a strong flexible 
carcass and shock 
resisting cover 


CHAMPION WATER HOSE 
hose 


t 
nstruct 


tection 
ges 


@ Ordinary hose wasn’t good enough for use on the Philpott 
Dam because changeable Virginia weather weakened hose resistance, 
abrasive concrete structures clawed away hose covers and rocky 
terrain made deep, stabbing. carcass-penetrating wounds that caused 
sudden breakdown and work stoppages. When Republic's local 
Distributor added up the facts, he knew the answers were Republic's 
Champion Air Hose and Republic's Champion Water Hose 

9.000 feet of these Champion performers went to work immediately 
for Philpott engineers who say work stoppages have been eliminated 
and maintenance costs cut to absolute minimum due to use of 
Republic Hose 

The results here prove once again what every Republic Distributor 
knows from experience Republic Products. expertly built for 
special service requirements, produce outstanding sales through 
outstanding performance! 


REPUBLIC’S 5-POINT POLICY 


A LINE of rubber items sufficiently mplete to permit effectively 
supplying the requireme licited 

A QUALITY of product u yood and capable of delivering 
service results the b bly be expected 

A PRICE basis ir 
tion with re ’ 
FREEDOM from c 
direct or indirect 
solicitations 


sible aggressive compe 


e of supply, either 
by his day to day 


that his sales force 
1lized training and a 


INDUSTRIAL RUBBER PRODUCTS BY 


REPUBLIC RUBBER DIVISION 


Lee Rubber & Tire Corporation 
YOUNGSTOWN, OHIO 
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emer =[ndustrial Distribution==~= 


Season’s Greetings 


HRISTMAS time is here again. And soon we'll turn a new page to 
1952 


The year has been a good one for distributors and their salesmen. ‘To be sure, 
there have been plenty of headaches. But the source of most of the problems 
can be traced back to the fact that volume was too good. ‘That's one kind of 
trouble that isn’t too hard to take. 

Our sales trend figures (see p. 114) show a whopping gain of 42 percent for the 
first 9 months of this vear over the same period last year. At this rate, dollar 
sales of distributors in 1951 will set an all time record for the industry. Last 
year, sales were approximately $3.2 billion. This year the total should be in the 


neighborhood of $4.2 to $4.4 billion. 


In dollars and cents this is a remarkable showing. But in another sense, there 
is also just cause for pride. The very things that were sold to ring up this record 
dollar volume were things that went to make America strong. ‘There is room 
for pride in the contribution the industry has made to our whole defense build up. 
The man who supplies the tools to make a plane or a tank is just as important 
as the man on the production line who uses the tools. 


But just as this is a season for pleasant recollections of jobs well done, so it 
is a time of rededications. We have a big task still ahead that will tax all our 
energies—and patience. There is nothing, however, that we can’t whip when we 
work together. 


As the magazine of the field, we want to take this chance to express our apprecia- 
tion and thanks to all our friends for the many favors that have come our way. 
Our best wishes for a most happy Christmas season and for a prosperous New 


Year 
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LOG HAUL feeds the saws at Eclipse Lumber Co. but the Transmission & Rubber Co., Everett, Wash., and Chain 
drive was slow and always breaking down until Fverett Gear, Inc., Seattle, provided a solution 


You Don't Merely Cure Trouble— 


WHEN A CHAIN LOG HAUL in a sawmill breaks down, it’s 
only a mattcr of minutes before things quiet down alto 
gether .and you have a lot of idle employees hanging 
round and no production. ‘Then it’s nice to have a 
couple of outfits like the Everett Transmission & Rubber 
Co. in Everett, Wash., and Chain Gear Inc.. Seattl 
iround 

The Eclipse Lumber Co.’s sawmill in Everett attest 
to that 

The mill had been having a lot of breakdowns of th« 
drive for the haul and a lot of down-time, sometimes for 
i couple of days. [The two distributors, acting as a team, 
tackled the problem and now the haul is working con 
tinuously. Not only that, the cure also speeded up the 
haul. More logs can be fed to the saw and more lumber 
is being produced—500,000 board feet a day, to be exact 


One Order Gets Another 


I. A. Paul, chief engineer, was impressed with the per 
formance of the new drive. He is having a similar installa 
tion made to speed up another operation 

Before Don Vick of the Everett Transmission & Rub 
ber Co. learned of the new problem, Mr. Paul and 
Robert Buse, chief millwright, had been trying to solve 

. it themselves. The haul drive included a 60 h.p. slip 
HYDRAULIC COUPLING installed between a 50 hp ring motor with a rheostat controller 
quirrel cage motor and a 1. flat belt pulley cured break Ihe hard and continued intermittent service of driv 
downs and 5 1 things up ing the big log haul sometimes would burn out the 
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ANOTHER ORDER of the same for 


the recut saw says I. A. Paul to Don 


Vick of Everett Transmission log convevor loading this feed ramp 


PRODUCTION steps up 30 percent 


as big log haul now keeps up with small 


CUTAWAY MODEL of a hydraulic 
coupling helped J. D. Damberg explain 
how to solve the log haul problem 


You Also Improve Performance 


motor and sometimes the grids on the rheostat. his 
would require the mill to shut down until the motor was 
re-wound since no logs could be hauled up from the 
pond to the feeder. At other times, the motor connec 
tions would burn out, causing the mill to shut down 
until the points were resoldered. Finally, the mill men 
told their troubles to Mr. Vick. 


Trials and Experiments 


Everett Transmission & Rubber was a distributor for 
several products for which Chain Gear Inc., is the agency 
Mr. Vick discussed the problem with J. D. Damberg. 
vice-president and general manager of Chain Gear. ‘There 
were several visits to the sawmill to observe the drive at 
work 

The answer came after some trials and experiments 
with clutches since Messrs. Damberg and Vick figured 
that the source of the trouble was the tough intermittent 
service. The operating cycle o¢ the drive was about 15 
seconds, running approximately half the time and at rest 
the remainder. There was some balking at the cost but 
the two distributors felt they had the answers to two 
problems—service and production. The bill bought it 

Che solution was a 174-in. hydraulic coupling installed 
between a 50 h.p. normal duty squirrel cage motor and 
1 20-in. flat belt pulley. The control a stop and start 
button across the line starter 

lhe installation, as Mr. Paul put it, works like a charm 


Down-time at the mill, due to the long haul mainte 
nance, has been eliminated. Most of the starts are made 
now under a full-load. ‘Vhe drive works three shifts a day, 
five days per week, on 15-second operating cvcles 


Production Increased 30% 


But the distributors’ triumph was the 30 percent 
increase achieved in production as the result of the new 
drive. And the increase in production is not attributable 
solely to the climination of down-time. Part of it is duc 
to the fact that the mill is now able to step up the pace 
of the big-log haul. 

The old drive was so slow it created a bottleneck at the 
feeder. The small log hanl opposite fed too fast for the 
big log haul which was the one breaking down so often 
The desired rate of feed was three small logs to one big 
one. The small log haul had to be slowed down to the 
pace of the big log haul 


More Business 


The new drive speeded up the big log haul to the 
point where both hauls can now operate at maximum 
speed. As Mr. Paul put it, the installation paid for itself 
in a short time bv increased output. 

Mr. Paul is now putting another hydraulic coupling to 
work in the plant. ‘This one is a 20-in. job for the re-cut 
saw. And, of course, the business is going to the dis 
tributors 
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MODERN SALESROOM at John Day Rubber & Supply Co., Omaha, is . . . 


A Gateway to Sales 


\fter this customer inquires about suction hose . . . 





Because contractors buy cable he is shown cable room . . . And the counterman has picked up another sale. 
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This Omaha distributor’s counter sales- 


men try to get every Will Call customer 


to go back into the warehouse. This al- 


most invariably produces another sale 


[THAT THROBBING HEADACHE many distributors endure, 
the Will Call department, has been turned into a money 
making asset by the management of John Day Rubber 
& Supply Co., Omaha. 

It’s been done by making the Will Call counter a 
“Gateway to Sales’’—if at all possible, the counter sales 
man takes each customer who appears at the Will Call 
counter with him into the warehouse to pick up his pur 
chase. Over the years, management has proved to its 
own satisfaction that this “take the customer with you” 
policy has resulted in thousands of dollars in sales that 
otherwise might not have been made. 

John Day, president, and his employees have three 
objectives in mind when they get a customer at the Will 
Call counter into the warehouse and stock rooms 


Ihe first purpose, of course, is to make a sale either 
at the time or later bv showing the customer som« 
product other than the one he is after which can 
be used in his business 

Ihe second is to show the customer the spotless 
efficiency with which the John Dav inventories are 
arranged. 

3. And finally, counter salesmen reason that they 
make customers feel more at home, and that John 
Dav is really interested in their trade, when the 
customers are treated with hospitality. 


Elephants aren’t the only animals with memories, John 
Day personnel has found. Customers have them too. 
The salesmen can cite instance after instance when a 
customer has called a day, or week, or month later and 
ordered a product he has seen in the John Day warehous¢ 


Show Allied Products 


I'he counter salesmen see all types of customers—truck 
drivers, shopmen, plant engineers, plant superintendents, 
contractors, etc. The salesmen know just what industrial 
supplies are used in the various plants and projects these 
men represent. And when one of them comes in for a 
single product, the salesman is ready to show him, at least 
casually, an allied product once the customer is in the 
warchous¢ 

If a contractor comes in for, sav, a length of suction 
hose, the salesman knows that because he is in the con 
struction business, he will someday be in the market for 
cable. The salesman takes the contractor down to the 
basement to select the suction hose, and on the way back 
shows him the cable room. No high pressure selling 
efforts are made—John Day management feels that it’s 
enough to impress the customer with the availability of 
other products. 

One notable example is the customer in the sand and 
gravel business who came in to inquire about suction 
hose. Salesman Chuck Severin took him down to inspect 
the stock, and before the customer left he had bought not 
only the hose but 250 feet of cable. 

The next day he was back for more and bought an 


CUSTOMER WATCHES as Chuck Severin, head counter 
salesman, matches V belts. Mr. Severin then shows customer 
other products in which he might be interested 


engine hour meter, hardware cloth, more suction hose, a 
coupling, and two gate valves, all as a result of his trip 
through the warehouse. And it all started with a suction 
hose inquiry. 

Results aren't always this spectacular, of course. But 
in most cases there are results, either at the time of the 
first sale or later. 

In those cases where customers buy other products at 
the time, it increases the size of the avcrage counter sale. 
his is, of course, an important factor in determining the 
profitability of counter trade. If a distributor's average 
order size on this tvpe business is high enough, counter 
trade can be profitable. 


Orderly Warehouse 


In order to show products in the warehouse effectively, 
the warehouse has to be kept in order, which brings up 
the second purpose of John Day's “take the customer 
with you” policy. It is a matter of personal pride with 
every inside employee at this firm that all stock is ware 
housed in the cleanest, most orderly and efficient way 
possible. ; 

Every item in inventory has a definite spot of its own 
in the four-story plus basement warehouse, and the spot 
is clearly marked with large identifying labels. ‘The whole 
building is cleaned thoroughly by a local contractor once 
a vear, and every three years it is redecorated. A full time 
porter, plus the help of any employee passing through the 
warehouse, keeps the interior of the building as clean as 
possible. 

It all adds up to a warchousing operation that manage 
ment at John Day is anxious to display to its customers. 
And the only way the customers can appreciate the ideal 
conditions of warehousing is for them to see it for them 
SC Ives. 

The third purpose, making the customer teel at home, 
is just good human relations. The customer certainly feels 
better toward the company that shows him, té some 
extent at least, behind the scenes of its operations 

“We are thoroughly sold on this method of increasing 
our sales,” says Mr. Day. “Every distributor is saddled 
with a certain amount of counter trade. As long as he 
has it, he might as well make it a paving pronosition in 
one way or another. This we have done, and at no appre- 
ciable increase in cost to ourselves.” 
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FIRE CHIEF 


L— Who Says Toys 


Fifteen million children 
could be wrong. Big dol- 
lars, big men are in- 
volved in toy-making at 
BMC Mfg. Corp. in Bing- 
hamton, N. Y. They let 
us eavesdrop on_ their 
production process with 
a camera for a Christmas 
story that features Sales- 
man Tim Dempsey of 
Ellis W. Morse Co. as 


Santa’s helper 


LVUTLE MEN in cars like this will wheel around home town sidewalks soon 


SHEARS CUT SHEET into strips for sides and bodies of 
is. Plant uses annually about 3000 tons of sheet in 2 
gage. cold-rolled, low-carbon; about the same gage and type 
used in papa’s “grown-up” car. Now machining begins 


DRAWING AUTO BODIES on 250 ton mechanical press 
duplicates body drawing in Detroit plants. With other 
sets of dics, same press can curl and emboss body ends, 
flange ends, etc. Draw can run to 8-in. depth in one pass 
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Are Kid Stuff? 


Bmc Mrc. Co. is an automobile 
builder of Binghamton, N. Y.; in every 
way similar to the auto makers who 
rowd Detroit. BMC’s products are 
inique, however, in this: they don’t 
knock down jay-walkers, or climb the 
hoods of opposing cars, or try to go 
for a swim over the side of a bridge. 
For the autos BMC makes are tovs— 
fun for the small fry. 

In everything but their size, BMC 
iutos, and the manufacturing opera 
tions that put them together, are ex 
ictly like those used in Detroit to 
turn out “papa’s dream’. Moreover, 
the same kinds of industrial equip- 
ment and supplies as those bought in 
Detroit are used by BMC to keep its 
machines and tools in operation and 
n good repair. That naturally gives 
great pleasure, and considerable profit, 
to the salesmen around Binghamton, 
N. Y. who may call in at the plant. 

One such salesman is Tim Dempsey 
of Ellis W. Morse Co. (far right) who 
alls regularly on BMC’s purchasing 
igent, L. E. Doolittle, shown pointing 
ut BMC’s latest model, a fast racer. 
Mr. Dempsey’s guide on his tour of 


the toy-maker’s plant is Roy Carl, 
time study man and first assistant to 
2zood St. Nick. 
Come on along, just for the ride. 
You'll see “big business” all around 
vou AND BIG MEN will get as much joy—and profit—out of the ride 


BLANK AND WHEEL illustrates last forming of car CHASSIS HANGER’S FORMED on another 60-ton press 
steering -handle. Sixty-ton press stamps out the wheel in Leather wrist straps and connections, part of safety device 
same way “ma” shapes baking dough with a cookie-cutter whip worker's hands out of danger zone as press falls 
Salesman Dempsey inspects the job Safety rating at BMC is up high with the best 
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KID STUFF (Cont.) 


EIGHI HOLE DRILLING | on 
multiple head press sets up tractor’s 
main frame for easy assembly later 


SPOT WELDING joins sides and SANDING RACER BODIES sets them up for painting. Bodies have been 
wodies together, is done on 50 KVA cleaned in hot alkali bath, rinsed, dried and Bonderized. A hot chromic acid dip 
Smaller machines join other part follows and the bodies are air dried Thev're ready now for spray painters gun 


The Final Touches Come 
On The Assembly Line 


— 


TIRE MOUNTING PRESS forces pneumatic tires over 
S-in. double disk pressed steel wheels previously blanked 
and formed on smaller draw press. ‘Two disks welded to- 
gether form a wheel. Ball bearings are pressed into place. 
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DIP-PAINTING tie bar and axle as 
sembly, one of few hand operations, is 
done in a single motion 


SPRAY PAINTING WHEELS, a booth job, blows thinned down alkyd BAKED BY  INFRA-RED, | auto 
resin enamel over turntable loaded with disks. Excess paint is caught in a mini bodies travel oven in double tier, 
iture Niagara Falls at back of the booth, is safely washed out of harm’s way racers below, police cars overhead. 





KNOCKED DOWN UNITS for the tractor chassis FRESH PAINTED RACERS are racked for drying 
are put together with insertion and fastening of only three right alongside assembly area. Bodies and parts are car 
bolts. Meanwhile, from other aisles, body parts flow into toned, move upstairs to storage on reversible conveyors; will 
shipping in a stream always equal to bodies on hand start down again in great flood when St. Nick nods approval 
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LOCATION OF 
4.0. HASELTINE © CO 
NEW WAREHOUSE 
in Guilds Lake Industrial District 
Easy to Park - Easy to Load 
No, 3333 N. W. 35th AVE 
UPTOWN OFFICE and SALES 


115 SW. Second Avenue 
PORTLAND, OREGON 


Just Phone ATwater 7511 
Al STREET 




















More Room Means More Business 





RooM 10 DO BUSINESS economically 
and efhciently. That just about sums 
up what J. E. Haseltine & Co.’s off- 
cials think of the new steel warehouse, 
the first unit of a proposed five-year 
relocation project to get all the com 
pany’s operations out of congested 
downtown Portland, Ore. 
Several years ago, J. E. Haseltine & 
Co. purchased a 74-acre tract in the 
Guilds Lake industrial area of Port 
NO CONGESTION around the new steel warehouse of J. FE. Haseltine & Co., Port land as the initial step in the reloca 
land, Ore., first step in a long-term relocation plan for the entire organization tion plan. Because the steel warehousc 
operations were hampered most in the 
100 by 200 ft. structure in which they 
were formerly conducted, the new unit 
was given first consideration in the 
building plans. 





Operating Space Doubled 
The structure was completed in eb 
ruary and initial operations have justi- 
fied the move. It is 110 by 400 ft. and 
is constructed of girder and sheet, pro- 
viding about 44,000 sq. ft. of operat- 
ing space. This is more than twice the 
area of the old quarters in downtown 
Portland. All the undesirable handi 
caps to efficient handling in the down- 
town building were eliminated. The 
increased space permitted the intro 
duction of some materials handling in 
AMPLE SPACE and level floor permits use of lift-trucks, interior railway and other novations which improved service and 
efficient devices to improve and speed service saved time 
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CREW under W. J. Burns, warehouse manager (right), and LOADING AND UNLOADING driveway through center 
Henry Adams, assistant, now handles double the amount of is ample for parking and passing and is covered by two over 
material moved in old quarters head traveling cranes which speed the work 


THE 60-FT. STEEL lying in this bay came from railway SIDING RUNS through rear of building. One street level 
ars and will pass out through center is flush with car floor, other with tracks 





* 


4 15-TON CRANE serves the bay in which heavy items are NEW RACKS and heavy-duty crane permit handling of 


stored; a 5-ton unit serves the bav for lighter materials +0)-ft. plates which wasn’t possible in the former warehouse 
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AN ANNIVERSARY SALE is completed with Bill Watts 
doing the buying and Bob Borim, Chattanooga Belting & 
Supply Co., the selling. It was to Mr. Watts that Bob made 


| first sale 36 vears ago 


DEAN OF SALESMEN, Bob Borin talks business with 
three other Chattanooga Belting salesmen: E. W. Doss, 31 
vears of service; Joe Pearce, 24 years of service, and R. W. 
Bailey, 26 vears of service 


A Salesman’s Life Is One of Hard Work But... 


face. A yodeling act which he puts on with his brother, 


One pay 36 years aco in Chattanooga, Tenn., a 
gangling young man in high stiff collar stepped off the 
treet car at the end of the line, braced his shoulders 
id headed for the shops of W. S. Dickey Clay Mfg. Co 

He went directly to the office of Bill Watts, machinc 
shop superintendent 

Sensing the nervousness of the voung man, Mr. Watts 
let the salesman have his say. Mr. Watts was impressed 
ind bought 

This first order launched Robert A. (Bob) Borin, 
salesman for Chattanooga Belting & Supply Company, 
on his sales career at the age of 24 

Bob Borin’s life, though, has not been one of just 
selling. He loves his home and familv. At 25 he married 
the former Miss Callie Elizabeth Woodside and they 
have two daughters—Bobbie Borin, former well-known 
Chattanooga dancing teacher, and Margaret, the wife 
of Lt. Col. Charles G. Bare 

His two grandsons—Jimmy and Johnny—occupy a 
great deal of his home life, but he and Mrs. Borin enjoy 
babv sitting 

Bob likes to work around the house At one time he 
raised chickens, but now he’s interested in figs. 

Ihroughout the vears Bob Borin has never allowed 
his musical interests to wane. Since his first specialty 
act in the 1910 Elks show, Bob has headlined many 
Elks and Shrine ministrel shows. He likes to play black 


Bill, has been famous for the past 45 vears. “They have 
appeared at one time or another before practically every 
fraternal and civic organization and church society in 
Chattanooga. 

Directing drum and bugle corps has been a sideline 
with Bob dating back to 1910 when he was captain 
of the Chattanooga Booster Club’s Drum and Bugle 
Corps, when that organization was touring towns in 
the area to “drum up” trade in Chattanooga. For 21 
vears he was captain of the Alhambra Shrine Drum and 
Bugle Corps and for 11 years he was captain of the 
drum and bugle corps of the Dramatic Order of Knights 
of Khorrassam, a branch of the Knights of Pythias. 

Bob likes to attend conventions, thinks they afford 
excellent opportunity to meet new people and obtain 
broad perspective of affairs. Recently he and Mrs. Borin 
made the 27—dav visit to the Pacific Coast with the 
Shrine. He has been a member of the Kiwanis Club 
since 1933 and at one time was the voungest member 
of the Chattanooga Half-Century Club, joining on his 
50th birthday 

While enjoying life and actively entering into social 
and civic affairs, Mr. Borin’s main interest is in selling 
industrial supplies and equipment. Of his 36 years in 
the industrv, 32 of them have been with Chattanooga 
Belting & Supply Co 
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NEVER TOO OLD FOR FUN, Bob Borin swings into A WELL KNOWN ACT in civic, social and fraternal cir 
a dance routine with his daughter, Bobbie, who made quite cles, the Borin Brothers, Bill and Bob, get in a little singing 
a name for herself as a dancing teacher in Chattanooga. Bob and yodeling rehearsal. ‘They've been presenting their act 
daughter, Margaret since 1910 when Bob worked on Elk’s show 


has another 


He Finds Time For Playing and Enjoying Home 
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BABY SITTING is a treat for both Bob and Mrs. Borin when it involves Grandsons Jimmy and Johnny 
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ao haan: es ae 
NUMBERED RECTANGLES on the floor of the “will being picked for an order. Numbers written in the comer 


ill” department of the Republic Supply Company of of each sales order form designate the rectangle where 


Califorma, Los Angeles, aid in quickly locating merchandise merchandise may be found for packing 


“We Fill Orders Faster Now With... 





CONCURRENT PROCESSING of sales data is routine form system. Here the inventory control and order depart 
at Republic Supply, Los Angeles, since installation of a ditto ments work on the same orders 


A Paperwork Bottleneck Eliminated” 
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By Robert E. Deshon 
Assistant to Vice President, 
General Sales Manager 
The Republic Supply Company 
of California 


\r Tre Repustic Suppty Company 
of California, we have reduced the 
time required to receive an order and 
deliver it at the shipping dock by 30 
percent. 

This enormous saving of time, the 
greater part of which was effected in 
the warehouse department. has been 
made through a multiple-copy system 
of paper work which permits nearly 
all departments involved to process 
the order simultaneously. Instead pf 
waiting for a single set of papers £ 
move through a series of departments, 
a complete set of specially prepared 
ditto forms is run off in the billing 
department at the inception of the 
order. Copies are immediately dis- 
tributed to the price department, 
the stock room and the warehouse, all 
of which proceed to perform their 
special functions concurrently. 


Operating Expense 


Before the installation of this sys- 
tem, our warchouse department was 
almost continually swamped with 
handwritten paper work. And there 
was a reason: In the typical large ware 
house, the average sales order requires 
15 assorted forms and often there are 
as many as 30 shipping tags: all re 
quiring handwritten data . . . the 
name, the address, the customer's or- 
der number, the seller’s sales order 
number and so on, literally far into 
the night. In addition there are pack- 
ing lists, delivery receipts, labels, etc., 
to be written up. This paper work 
requires a large force to handle it and 
is a considerable item in the operat- 
ing expense. Export orders often re- 
quire as many as 20 copies and with 
the records required by government 
controls and priorities, many custom- 
ers want 12 copies of the invoice. 


Mass Production 


In our case, this common problem 
called for some method of mass pro- 
duction as applied to the vital data 
on our sales orders and all accessory 
forms. Above all the handwriting fea- 
ture had to be eliminated. We found 
the answer in a procedure whereby 
we typewrite the original order and 
imprint a ditto of it on all the acces 
forms, tags, labels, wait ticket 
slips, etc. Tests have shown that all 
necessary paper can now be assem 
bled and imprinted in as little as 20 
seconds. 

The results were immediate when 
the system was put into practice. The 
handwritten paperwork bottleneck in 


sory 





IN BROAD TERMS, the handling of a 
sales order takes place as follows: 
The order clerk writes up the sale 
by hand on a “Draft Copy” of the 
sales order blank. This copy goes 
at once to the desk of a Clearance 
Checker who adds the correct bill 
ing address, lists the forms required 
by each department to process the 
sale, and makes a credit check. 
From the Clearance Checker, the 
“draft copy” goes to Billing where 
the hand-written draft is trans 
cribed into a typewritten master 
ditto copy. From this ditto, a com 
plete set of specially prepared forms 
is run off. The set includes copies 
for the Price Department, the 
Stock Room and the Warchouse, 
all of which will be performing 
their individual functions simulta 
neously. 

When the Warchouse completes 
the shipment of the merchandise, 
the completed shipping order is 
sent to the Price Department. Here 
a Price Department Clerk will 
compare the shipping order with 
the Pricing Copy and make any 
necessary corrections. The Pricing 
Copy, with the Shipping Order at 
tached, is then sent to the Billing 
Department. There the pricing and 
shipping information are added to 
the original master ditto and the 
final customer invoices are run off 

An interesting by-product of this 
ditto method of preparing forms is 
that separate unit tickets slips may 
be easily prepared. These slips are 
individual tickets for each ggparate 
item on the sales ade. pre 
pare two sets of these ti ; one 
for the stockroom and one for the 
warehouse. These slips are sorted 
and arranged in a sequence which 





Here’s How The System Operates 


| Semereieres) 
WY, 


| Order cleorance clerk 


| Typing ond ditto (billing) 

















Troffic 





Billing 


will cnable the warehouse to pick 
the order with a minimum of walk 
ing. They also simplify posting of 
the sale as slips are sorted in stock- 
ing sequence in the stockroom. 
With these tickets an order picker 
can fill several orders simultane- 
ously and, in the case of a rush 
order, a set of tickets can be dis- 
tributed among several pickers for 
quick action. 








the warehouse was eliminated and 
the system permitted several depart 
ments to function on the order at 
the same time. 

hat is the story, in brief of a sys: 
tem which has not only greatly re- 
duced the time required to service 
sales orders, but has also made it pos- 
sible to handle all the internal paper 
work processing of big volume sales 
more economically. A secondary sav- 
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ing has resulted from minimizing the 
error inherent in handwritten paper- 
work. The consequent reductions in 
operating costs have been in propor 
tion to other economies effected. 

The new streamlined system of pa- 
per work, which has so speeded up 
our sales order handling, is a com- 
ponent of the careful architectural 
preplanning which was done for a 
period of six months in advance of 
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‘“‘WE FILL ORDERS FASTER NOW.. .”’ 


the building of our $1,250,000 main 
offices and warehouse at Los Angeles. 
With the definite purpose of cutting 
down waste motion and speeding up 
interdepartmental workflow, the ar 
chitect’s staff worked with our execu 
tives to study the functions of cach 
department for means to make it eas 
ier to coordinate the activities of the 
whole organization for quick smooth 
SeTVICe 

Particular attention given to 
motions involved in sales transactions 
The results of this study were reflected 
in the plant layout, and the juxtaposi 
tion of inter-dependent departments 
which permits simplified work flow 
without the usual backtracking most 
systems permit 


Was 


Advantages Gained 


Several important 
crued immediately after the adoption 
of this svstem. First, it enabled us 
to invoice the customer more 
promptly because all departments 
were working on the order simultane 
ously instead of the usual waiting for 
the paper involved to clear in a pre 
ceding department. Secondly, the 
system enables the warehouse to han 
dle an order more efficiently and to 
keep better control of it while in that 
department The picking of orders 

simplified by a routing clerk who 
marks the sequence in which the 
hould be assembled to 
mize walking time 
From the office 

t has the 
ting the 


cating sales 


advantages ac 


items mini 
worker's point of 
idvantage of elim 
ina common problem of lo 


orders in process. Since 


THE AUTHOR of this article, Robert 
E.. Deshon, is assistant to vice-president 
W. Dale Russell, general sales manager 


one complete copy of the order will 
be available in an accessible file from 
the time it is written, delays for this 
cause are reduced to zero. 

A definite contribution to efficiency 
in the warehouse department comes 
from the fact that each order is type 
written, and more accurate handling 
results. ‘The manv forms used by the 
warchouse come there prewritten, in 
contrast to the older 
the warchouse 


svstems where 
was obliged to write 
its own packing lists, shipping re 
ceipts, bills of lading, shipping tags, 
labels and other paper work 

\ valuable benefit from the 
system lies in the fact that any num 


side 


ORDER PICKING is speedier, thanks to the new paperwork system and to specially 


designed trucks with compartments for products of all sizes and shapes. 
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ber of extra copies of any form may 
be had at no extra cost for timework. 
Parties accessory to the transaction, 
who ordinarily would not receive 
copies of the order are easily supplied. 
Ihe extra requirements for such rec- 
ords created by the Controlled Ma- 
terials Plan and the priorities regu- 
lations can be filled without trouble 
or expense. Even salesmen and cus 
tomers who need copies for routine 
checking are easily supplied 


Rush Orders and Will Calls 


Even though we have speeded up 
our routine system for handling sales 
orders, special provisions have been 
made to take care of rush orders and 
will calls. We even have provided 
for customers who come unannounced 
and wait while an order is filled. 

In brief, this has been done first, 
by placing a red “Rush Sticker’ on 
the draft copy of the sales order. The 
order clearance clerk immediately 
moves to process these sales by send 
ing a draft copy to the billing de- 
partment. Billing handles it imme- 
diately and attaches another red 
“Rush Sticker” and forwards it to 
the warehouse scheduling clerk who 
gives it special handling 

If the customer is waiting, the order 
clerk clips a note to the draft copy 
requesting immediate attention. The 
draft copy is then sent to the ware- 
house direct, an order picker picks the 
order direct from the draft copy and 
the will call clerk has the customer 
sign the draft copy as a receipt for 
merchandise delivered. ‘The schedul 
ing clerk then stamps the order with 
the legend “Warehouse Action Has 
Been Taken” and it goes to billing 
for the regular routine handling from 
then on, with the exception that no 
warchouse records need be prepared 
Employees Briefed in Advance 

At the inception of the system, 
every employee involved was given a 
manual which outlined procedure in 
minute detail. Every possible contin- 


gency treated in advance by a 
directive. 


Was 


[his system has now been in opera 


tion March 26, 1950. A few 
minor refinements have been made as 
actual practice called for them, but 
the beneficial effects were immediate. 
Above all, this system has accom- 
plished its primary object; that of 
speeding order-filling for customers 
and giving a better service at lower 
ost of operation. In that process, 
un important gain has been the bene- 
ficial effect on the attitude and morale 
of employees. They like the system 
because it is orderly, efficient and 
practically free from “headaches”. 


since 








Industrial Distribution Presents . . . 


Net Pricing 
VS 


List and Discount 


The Joint Industry Committee of the National and Southern Industrial 
Distributors Associations conducted a poll early this vear on the follow- 
ing proposal: 
“Where practical, manufacturers should supply distributors with price 
sheets giving distributors’ NET COST prices and the suggested resale 
prices figured NET at the stated discount from the list in both cases.” 
The result: 371 voted “yes”; 15 voted ‘“‘no”, and two abstained. 

Seemingly, this was a reasonably adequate guide for manufacturers 
wishing to achieve greater cooperation with their distributors. It indicated 
a strong distributor sentiment to make net pricing standard practice. 

In the face of the one-sided endorsement of the Joint Committee’s 
proposal and the trend among manufacturers, it would seem that there 
would be little room for misgivings at this time. Yet, it seems there is 
some doubt among a minority of distributors and not a little misunder- 
standing. 

Although the objectors are in the minority, there seems little doubt 
that some clarification and airing of pros and cons is needed. So far, the 
discussions on the subject have been confined, more or less, to members 
of distributor associations. To give all a chance to brush up on the 
arguments and perhaps take part in the discussion, Industrial Distribution 
presents this article. 














NET PRICING VS LIST AND DISCOUNT 
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CLARITY AND SIMPLICITY are evident in a comparison 


t an invoice specimen using net prices and an invoice 


gen move to establish net priciig aS standard prac 
tice in the industry gained considerable impetus 
ibout ten years ago under the leadership of the late 
Robert “Bob” Russell of J. Russell & Co., Holyoke, Mass. 
Interest was spurred by continually rising operating 
osts. In the opinion of the adherents of net pricing, it 
fered one substantial way of keeping these costs down. 
\s one distributor, an advocate of net pricing put it 
Distribution to me is no less a mass production 
proposition than manufacturing, except for the fact that 
ve are in the business of mass producing transactions 
We can obtain the efficicncies and economics which 
iccrue to mass production only by having our transaction 
uniform—yust as a manufacturer mass produces only when 
products are uniform 
Any transaction which passes through our books and 
requires special treatment for calculation, terms or any 
other details is special and just as damaging to our mass 
production assembly line routine as would be an auto 
mobile with two left front wheels, the mix-master with 
ittached vegetable cellar, or the vacuum cleaner with 
ombined sump pump 
The two details which we seem obliged to establish 
miformly in order to develop this mass production tech 
nique are prices and terms. Prices can be defined onl 
n dollars and cents Why have all other industries 
vorked away from list and discount if there is a singlc 
idvantage in it?’ 
So far so good. Kew, if any, distributors would dis 
ree with the objectives defined in the argument 
But, with th 


VCars, 


adoption of net pricing systems in recent 
some distributors appear to have some questions 


ind reservations about net pricing. Not a few more want 
no clean break with list and discount; manv disag 

on just what is meant by net pricing. One of the pro 
requisites of the discussion is to define what is meant by 
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specimen using the list and discount 


The specimens wer 
prepared by W. L. Reynolds Co., 


Baltimore 


net pricing. As the Jot Committee of the two distnbu 
tor associations learned, this is not an easy matter. Since 
the net pricing proposal voted on by association members 
was published, the committee found the proposal suscep 
tible to various definitions and interpretations. 

For instance, a group of mid-western distributors 
claimed that the proposal was not a “mandate” to manu 
facturers to abolish list prices. When the drill manufac 
turers changed over to suggested net consumer prices and 
single discount for distributors from the suggested con 
sumer price, these distributors expressed considerable 
concern over the elimination of the list price. 

Even manufacturers’ interpretation of the proposal 
differ as a quick recap of various net pricing methods re 
veals. Here are some of the pricing systems that have 
been adopted in recent times 


1. Net suggested consumer prices; net distributor 
costs (no list prices, no discounts). 

2. Net suggested consumer prices; single discount 
for distributors. 

3. List prices with suggested consumer and dis 
tributor discounts but with suggested consumer price 
prefigured net and distributor cost prefigured net. 

4. List prices with suggested consumer and dis 
tributor discounts but with onlv suggested consumer 
price prefigured net 

5. List prices with suggested consumer and dis 
tributor discourts but with only distributor's cost 
prefigured net. « 


These five different methods prove the Joint Com- 
mittee’s definition of net pricing is susceptible of five 
different interpretations. The only thing that the five 
methods have in common is that they provide the dis- 
tributor with net cost data in one form or another. 
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For the purpose of discussion, the five methods can be 
logically segregated into two categories: 


I. Includes the first and second methods. Both meth- 
ods eliminate the list price. In the opinion of net pric- 
ing advocates, the list price is a fictitious standard from 
which all “excessive, unnecessary and costly” paperwork 
originates, because discounts must be figured from it. 
By eliminating the list price, full advantage of stream 
lined operations can be obtained. 

II. Includes the third, fourth and fifth methods. ‘This 
is a compromise with net pricing in that the traditional 
list and discount structure is retained intact and all, 
or only some, of the net price data is supplied to reduce 
calculations for those who want to make the transition 
from list and discount to net pricing only gradual. 


As far as has been ascertained in speeches, meetings, 
forums and discussions, anv doubts or reservations on 


THE EVIDENCE— 


For and Against Net Pricing 


All of the criticism directed against net pricing 
centers around five important aspects of distributors’ 
operations. It is concerned with the affect of net 
pricing on: 

Margin Control 


Internal Operations 
Customers 
Distributor Catalogs 


Salesmen’s Efficiency 


Here are the criticisms of those opposed to net pricing 
with the answers advocates put forward: 


How Does Net Pricing 
Affect Margin Control? 


Criticism: Ihe distributor's margin has shrunk enough 
ind net pricing offers manufacturers another chance to 
shrink them a little further. For imstance, when certain 
manufacturers recently changed from list and discount, 
they ignored the universal practice in dropping and 
retaining mills, or fractions of a penny and adopted a 
“breakage” detrimental te the distributor's margin 

For example, certain items sold at $2.60 per dozen, 
less 8%, or $2.39 per dozen net. Divide 2.39 by 12 
and you get a price per each of $.19 9/10. In establish 
ing the “net price’ the manufacturer dropped the 
9/10th of a cent leaving a “net price” of 19. 19 times 
12 is $2.28. This represents a difference of 11 cents 


the part of distributors have been concerned with the 
adoption of either method in Category I. 

Approval of the methods in Category II has been 
more or less universal since the list and discount struc- 
ture has been left intact and not pricing data added as 
a sort of “extra pricing service”. 

Under the circumstances, it can be safely assumed that 
by “net pricing” one should take either of the methods 
in Category I as a criteria. Another assumption that 
should be made, and one that distributors would insist 
on unanimously, is that the net prices should be based 
accurately on the customary list and discounts previously 
used. In other words, the distributor's margin should 
not be changed an iota under net prices from what it 
was under list and discount. 

With the understanding that net pricing, as delineated, 
means the elimination of the list price and the discount, 
or merely the list price, the following evidence, pro and 
con, is presented. 


per dozen or 44% in profit. This could turn into a 
sizeable amount on larger orders. 

Answer: The shortening of the distributor’s spread could 
well be concealed in a change from a list and discount 
basis to a net price base, or in a mere change of prices 
where net prices are used. And it may be impractical 
to take on a varied line and work out the spread percent- 
age-wise on a 1,000 or so items. 

However, this is not an insurmountable problem. 
Whenever a manufacturer changes prices (assuming he 
is on a net price basis) he could use some such device 
as an arrow alongside each price that was changed. If 
the price was increased, the arrow could point upward; 
if decreased, the arrow could point downward. The 
distributor could then check his margin on the actual 
price changes only. 

But, speaking of narrowing spreads, one distributor 
recalls that last vear there were two instances where the 
distributor's spread was shortened and in both cases, 
list and discount structures were used. One manufacturer 
increased prices three times to distributor and only once 
to the consumer, shortening the spread from 33.5% to 
26.1%, or a pay cut in gross profit of 22.1%. The dis 
tributor was told that 12 protests were received. 

In the other case, the spread was reduced from an 
average of close to 29% to 25% and only six protests 
from distributors were registered. 

The distributor concluded that if such were the 
results of using a price structure where ‘the change is 
obvious, distributors have, little to gain unless they speak 
up. It seems that the distributors’ spread canbe 
shortened when a list and discount structure is used as 
well as under a net pricing system. It is simply a 
manufacturer’s choice in pricing policy. For example, 
another manufacturer, when he established net sug- 
gested resale prices, gave the exact number of mills in the 
net price. 
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SYRACUSE SUPPLY CO. uses double cards in a Diebold 
Cardineer to contain net prices (list and discount is con 
verted to net) for internal use and billing. ‘The cards are 
+ by 5-in 


Criticism: When a manufacturer changes prices, it is 
necessary to check a maze of prices to find out how you 
stand marginwise. It seems like a lot of work. List and 
discount figures would tell you instantly. 

Answer: The answer to the previous criticism holds good 
here. It merely takes a little ingenuity in laying out a 
price sheet to indicate where price changes occurred 


Criticism: Under net prices, there would be a tendency 
for all distributors to quote net unit selling prices on 
ill sales regardless of quantity 

Answer: [he criticism seems to imply that quantity differ 
entials are not possible under net pricing, which is not 
true \ quantity price structure 1s just as practicable 
under net pricing as it is under list and discount. It 
means only another column of prices for each suggested 
quantity differential established. Several manufacturers 
vith net prices already have done so 


Criticism: Under net pricing there is no provision made 
for broken package prices 

Answer: The same argument with respect to quantity 
differentials applies here as well. If a manvfacturer did 
not establish suggested broken package resale prices 
under list and discount, it is hardly probable that he 
will do it under net pricing. But it’s just as easy to do 
it under either svstem. If an item is net priced at $3 
per package of 10, it is a simple matter to establish 
a suggested broken package net resale price of 50¢ each 
Again, some manufacturers have already done so. 


Criticism: Assuming that a manufacturer with net prices 
does establish quantity differentials and broken package 
prices, wouldn’t this be entirely too much printing 
matter for a price list? 

Answer: Not necessarily. Eliminate the list price and 
vou have room for a broken package price on a_ price 
sheet. ‘The addition of two or three columns of prices 
for quantity differentials won’t make much difference. 
It has been done. The chances of making an error in 
quantity brackets is less when only a single reference 1s 
made to the price than in looking up list prices and then 
the appropriate quantity discount. 


How Does Net Pricing 
Affect Internal Operations? 


Criticism: In the matter of quoting prices under list and 
discount, many items are quoted at discount only, ‘This 
is a time saver. Under net pricing, each item must be 
quoted separately This makes it necessary to refer 
to the catalog and then look up the item on the price 
sheet. 
Answer: ‘There seems to be a large assumption made 
here. When a buver seeks a quotation, there is little 
doubt that he wants to know what the item will cost him 
Merely quoting the discount won't tell him that unless 
he is buving discounts only. 

lherefore, to quote properly under list and discount it 
is necessary to give the buver the list price and then the 
discount. Even then the chances are that he will ask 
vou to make a calculation for him—an added chore. And 
each item must be quoted separately anyway since all 
list prices are not the same. Hence it is still necessary 
to refer to the catalog for the list price and then to the 
discount schedule for the discount. 

Under net pricing, it is necessary to refer only to the 
price list. If this list is arranged numerically, the refer 
ence to it is very simple. 


Criticism: Who will furnish the “net price sheets” every 
time a change is made, if the manufacturer distributes 
only a few? The cost will fall on the distributor. Say 
a distributor has 1,000 to 2,000 customers and prospects 
\t least that many copies will be needed for a single 
manufacturer’s line. 

Answer: No more “net price sheets” will be needed than 
discount schedules. “If a customer doesn’t get a dis 
count schedule, why should he get a “net price sheet’? 
As far as has been ascertained, distributors have received 
as many price sheets as they have required from manu 
facturers who have gone over to net pricing 


Criticism: ‘There is some doubt as to just how much 
“net pricing” will save 

Answer: Exactly half the time and expense involved in 
dealing with list and discount since the multiplication 
and substraction is eliminated. One large far western 
distributor has stated at public meetings that since 
going over to net pricing he has dispensed with the 
service of five comptometer operators. The Syracuse 
Supply Co. (where all “standards” are net priced regard 
less of the manufacturers’ policy) recaptured in economies 
an entire investment of $4,000 for net pricing equipment 
in cight months. 
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Criticism: Pricing and checking on a net price basis 
requires more time than when list and discount is used. 
lor instance, the average firm doesn’t check list prices 
but does check the discount: List-prices have a perma 
nence which makes it easy to memorize. 

Answer: The answer given to the previous criticism will 
do for the first part of this question but the second 
part deserves some comment, regarding the failure to 
check list prices. Failure to check any prices is a bad 
practice in business. Nevertheless, to carry such a 
theory out to a logical conclusion, why doesn’t the sam¢ 
firm assume that the discount is correct and computed 
right? A correct discount doesn’t necessarily prove that 
the net cost of the item is accurate also 


Criticism: Net pricing climinates the easy way of using 
discount only which would cover an entire line. 

Answer: [There is nothing casy about this. The list 
price still has to be located to find out what amount 
to take the discount from. Of course, this criticism 
presumes that list prices are so stable that they might be 
recalled easily. But distributors sell thousands of differ 
ent items, the list prices of which could never be all 
remembered in one or two lifetimes. 

Under net prices, the final result of the list-discount 
computation is all that is needed and as it has already 
been computed, the distributor's organization has been 
saved that part of the work. 


Criticism: Net price sheets are bulkier than discount 
sheets 

Answer: [hat is true. But the net price sheets are con 
siderablv less bulky than a catalog and a discount sheet, 
both of which are needed to determine the final selling 
price 


Criticism: Familiarity with the distributor's catalog 
makes it easv for pricing clerk, checker, etc., to locate 
the item to be priced. It saves time as compared to 
looking for an item in a manufacturer's catalog and then 
in a net price sheet 

Answer: It is just as easy to become familiar with a net 
price sheet as it is with a distributor's catalog. But, to 
repeat, it 1s not necessary to refer to a manufacturer's 
catalog when on a net price basis; merely the net price 
supplement 


How Will Net Pricing 
Affect Customers? 


Criticism: If we have all net prices, the customer must 
then have net price sheets from all the manufacturers 
that we represent in order to check invoices or get 
prices on each item as purchased. 

Answer: [That is right and there isn’t any trouble 
attached to that. Instead of needing catalogs and dis 
count schedules to check prices, all the customer needs 
is a net price list. He consults only one piece of liter 
ature instead of two. 


Criticism: It may be a human failing, but generally cus 
tomers feel that a discount puts them in a better or 
more favored class of buvers. ‘They may resent net prices. 





How Many Correct Answers 
To Simple List-Discount Problem? 


Problem: Quote National List user for 154 
doz. 10” Mill Bastard... List $5.60 doz. 


Quote 


List List Less 
Each Extended Less 20° 20-10°7 
6.955 
6.95 
6.96 











7.045 
7.04 
7.05 
7.038 
7.03 
7.047 
7.041 
7.048 











7.06 

> 7.056 

9.807 re 7.05 7.06 
467 —]| 9.80 __] 7.85 7.065 -- S75 
9.81 ai 7.07 7.07 


7.053 a 














The discrepancies possible when using list and dis- 
count were prepared by the late Robert (Bob) Russell 
of J. Russell & Co., Holyoke, Mass., and used by him 
in several talks on net pricing. The first column lists 
the four possible prices while each succeeding column 
lists the results which can be obtained from the 
preceding column, depending on how many digits are 
carried and when they are carried, dropped or rounded 


off. 











Answer: That may have been true decades ago when 
businessmen were more naive. Not so today. A band 
saw manufacturer reports, “That used to be our feeling 
but our experience shows that we were incorrect.” 

\ distributor savs: “Who is everyone? Our own 
experience with net prices has been most favorable. We 
have received not one complaint concerning net prices 
from any customer in the past vear. Education and 
a break with tradition is all that the customer needs.” 

A manufacturer’s purchasing agent says: “From a 
purchasing viewpoint, prices quoted ‘net’ are a joy to 
behold. Industry has too long abused the extension of 
discounts by alternating them at too frequent intervals, 
using them, we suspect, to cover a host of evils. Specific 
inquiry as to the reasoning behind a series of discounts 
(as many as five, in some cases!) has never been satis- 
factorily answered. Quantity breakdowns are the excep- 
tion, usually bearing a direct price association.” 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1951 101 











NET PRICING VS LIST AND DISCOUNT 





Page 29-C 


Decell, 1950 





HEXAGON SEMI-FINISHED NUTS - 


Left-Hand Thread, U.S.S. 








Sell 
Size Per C, Net 


1.30 
1.55 
6.60 
8.80 
9295 


11.40 
18,80 
23.60 
26.50 
uh.20 
39.40 
82.70 


10),.60 


4UYe 


164.00 





Criticism: When a customer is quoted net, he feels that 
inyone can purchase the same product at the same price 
egardless of quantity purchased 

Answer: ‘This criticism is the same as the previous one but 
for the angle about quantity purchases. If the item is 
not sold on a quantity basis under list and discount, it 
isn't likely that it will be sold on a quantity basis under 
net prices. If such is the case, the buver purchasing at a 
discount is being duped. Such a deception should not 
be part of an ethical distributor's policv. The user gets 
no better break under net than he does under list and 
discount Thus, net prices are certainly not less just 
Distributors should attempt to convert more manufac 
turers to quantity pricing 

\ purchasing agent in a large eastern plant says 
Frankly, we would prefer to buy under a net pricing 
vstem provided we were sure of getting the minimum 
price applicable to our purchases On manv products, 
manufacturers have one discount for distributors, another 
for dealers and a third for original equipment manufac 
turers. We sometimes have difficulty in defining our 
place in the discount structure. We note also that 
some of the rubber manufacturers arc supplving com 
ponents for our products using a net pricing system 
whereas others have a discount structure. We believe 
it would help if some industries could agree on methods 
of pricing, although not on prices themselves, so that 
our buvers would have knowledge of the reason for 
different prices offered from different vendors.” 

\ P.A. of a large mid-western manufacturing plant 
says: “Some medium of price differential for jobbers, 
manufacturer's representative, retailer must be assumed, 
but no concession is intended for complicated pricing 
methods now prevailing . . . any definite trend towards a 
standardized or simplified pricing method would be most 
welcome.” 


*Starred items selling at old price. 
They will be dropped when stock is depleted, 


Net pricing for threaded products is possible as this Haseltine & Co., price sheet shows. 


ay 
| eee ARE MADE 
AND ORDERS ARE 
ACCEPTED SUBJECT TO 
PRICES PREVAILING 
AT TIME OF SHIPMENT. 








Criticism: Under net prices, the customer will have to 
check every price separately and when he comes to such 
items like bolts, screws, etc., it would be an endless task 
Answer: This assumes that the customer doesn’t check 
list prices and discounts on these items. In that cas 
why should he check the net prices? However, all prices 
should be checked, whether list and discount or net 
Only checking net prices eliminates half of the opera 
tions involved in checking list and discounts, and insures 
greater accurac\ 

The criticism implies that threaded products can be 
grouped into same lists and same discounts, which is 
not alwavs the case of individual customers’ orders 


How Does Net Pricing 
Affect Distributors’ Catalogs? 


Criticism: Net pricing renders distributors’ catalogs 
obsolete before they leave the printer. This does not hap 
pen when list prices, which are more permanent, are used 
Answer: We do not concede the point that distributors’ 
catalogs do not become obsolete before leaving the 
printer with list prices. Catalogs with list prices are of 
no value if no discount sheet is furnished. 

(One advocate of net pricing said he would print net 
prices in his catalog even though they did become 
obsolete. The idea being the same reason as printing 
list prices—to give a relative value to the product shown 
in the catalog 

Generally speaking, net pricing advocates do not 
favor printing prices in catalogs but merely providing 
catalog users with net price supplements which can 
easily be changed as prices are changed. 

Miles Stray, Charles A. Templeton Co., Waterbury, 
Conn., testifies: “As far-as publishing of a catalog is 
concerned, I compiled the J. Russell 1937, the 1941 and 
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the 1948 catalogs. The ink was not dry on any of them 
before a large percentage of the prices shown were obso 
lete. The list prices shown in a distributor's catalog are 
of no significance whatever, for no two list groups use 
the same discount. It is a physical impossibility for a 
distributor of the general line type to compile and main 
tain up-to-date prices on items he catalogs with all con 
sumers. The most a distributor can hope to undertake 
is to maintain current prices in the catalogs of his sales 
men and his telephone and countermen. And this is 
really simpler and more economical by the insertion in 
his catalog of a manufacturer’s net consumer price list.” 


Criticism: Without prices, a distributor's catalog loses 
a big portion of its value to the customer. 

Answer: This is an opinion, not a fact. Any distributor 
can ascertain the fact for himself by simply having his 
salesmen ask customers outright if prices are necessar 
in a catalog and that is the wav distributors should 
determine this point. 

However, currently, the office of the National Associa 
tion has a list of 18 distributors who have issued cata 
logs without prices, either net or list. Thev consider 
this the better way of putting out a catalog. Net price 
lists and list and discount schedules are supplicd to 
customers who request them. Only one distributor who 
had put out a catalog without prices didn’t like the 
reaction 


Criticism: It is the practice of many distributors to 
check invoices from the distributor's catalog which is 
marked up with the manufacturer's discount alongside 
the list price This makes onlv a single reference to 
make in checking 
Answer: Under net pricing the use of the catalog for 
this purpose is eliminated. It is necessary to look at 
the manufacturer's net price list to check the price of 
inv item 

But, anent this subject, the number of distributors who 
ire setting up net price records in their establishments 
is growing. The Svracuse Supplv Co.. Svracuse, N. Y.. 
purchased four Cardineer files (double cards) at an 
investment of some $4,000 The officials estimated 
recapture of that amount in about seven months. They 
did get it back in cight months. Net prices are entered 
direct into the Cardineer files. and all list and discount 
converted to net and filed. This spceds up 
pricing, invoice checking. eliminates discount calcula 
tions 


prices at 


\s to customer economies: Syracuse Supply points out 
that the customer must in anv case convert to net unit 
prices before checking prices. Factory inventorics are 
never kept on list and discount. When thev get Svra 
cuse net prices, the job has been done for them. Harold 
lorell, vice president, estimates that the clerical time 
savings at the Syracuse Supply Co., and at the custom 
er’s plant at about 50% (one half of the paperwork of 
list and discount having been eliminated) 

Mr. Torell adds, “I feel that distributors generally 
will find it profitable to set up their own net pricing 
svstem regardless of what the manufacturer does. But 
obviously, it would make more sense to have the manu 
facturer work in cooperation on a problem that is com 
mon to manufacturer, distributor and consumer alike.” 


Kenneth L. Miller, president of The Mechanical 


Supplies Co., Cincinnati, reported in INpuSTRIAI 
Disrripution, (Dec. 1950) that he marks the net price 
of each item the firm sells on inventory control cards. 
Customers’ orders go to shipping for filling then to the 
inventory control desk to be posted and priced. Mr. 
Miller stated: “It has made a world of difference in our 
pricing and billing departments by at least a third and, 
consequently, the average time it takes to handle an 
order has dropped way off also. And the best thing 
about it is that not one customer has complained since 
we dropped the list and discount system of pricing.” 

Sligo, Inc., St. Louis, Mo., uses a complete net pric 
ing svstem. Prices are figured net and placed in the 
inventory control (Kardex). Customers get net prices 
Complaints negligible. As far as catoloe 
Sligo officials are of the opinion that prices don't mean 
a thing. When a customer calls for a price, he gets 
a net price for an answer with no mention of a list and 
discount 


ave concerned. 


How Does Net Pricing 
Affect Distributor Salesmen’s Efficiency? 


Criticism: Net pricing would require a salesman to carry 
1 library of manufacturer catalogs and price sheets in 
order to give price information to customers. 

Answer: It is not necessarv to carry the manufacturer's 
catalog, only the net price supplement. These would 
be less bulky than a distributor’s catalog and discount 
schedules. 


Criticism: Net pricing would prevent a salesman from 
quoting a higher than suggested net price for a broken 
package lot. 

Answer: If a manufacturer suggests a broken package 
charge on his discount schedule, there is nothing to 
prevent him from suggesting a broken package price on 
the suggested resale net price sheet 


Criticism: Under net pricing, it would be a_ burden 
some job to keep salesmen supplied with up-to-date price 
date. 

Answer: There is no difference in keeping a salesman 
supplied with discount schedules or net price lists. It’s 
all the same. 


Criticism: Under list and discount, many discounts are 
quoted from memory. 

Answer: Besides being a dangerous practice at any time, 
quoting from memory requires quoting a list price which 
must be looked up. The clarity and simplicity of the 
net price schedule is a help as far as salesmen are con 
cerned. Since it is easily understood, there is no 
tendency for the salesmen to duck inquiries from custom- 
ers. This ‘same statement, unfortunately, cannot be 
made for list and discount. Selling is difficult enough 
without artificial barriers to sales in the way of incom 
prehensible numbering systems and pricing under a 
complicated system of discount. There should be one, and 
only one customer net price list. This would help the 
customer in laying out jobs—artificial list prices can scare 
him off. Net pricing simplifies the job for the counter 
salesman who deals direct with the small customer. The 
net price is what the customer wants to know above all. 
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Summary For Net Pricing 


Distributors who advocate net pricing have eight main 
arguments. Thev contend net pricing 

1. Eliminates many complicated and confusing com 
putations or, to put it in another way, exactly half of 
the paper work involved in list and discount operations 

2. Improves pricing service to the customer, by substi 
tuting clarity and simplicity for eomplicated discount 
structures. Whenever a customer wants to know his 
exact net dollars and cents cost of an item, he gets it 
quickly and accurately 

3. Ehminates the need to look in more than onc 
place for a final price to handle any single transaction 

4. Eliminates errors by pricing clerks, countermen, 
telephone men, salesmen, checking and billing. 

5. Saves time of pricing clerks, countermen, telephone 
men, salesmen, checking and billing and the customer 

6. Retards obsolescence in catalogs and sales literature 
Keep prices on net price sheets onlv. 

7. Helps salesmen to quote prices—quickly, accurately 
ind confidently They no longer need to shirk the 
responsibilits 

8. Creates customer confidence in distributors. Net 
price lists are submitted with a finality that. carries 
decision 

Manufacturers do not sell through distributors for 

* other reason than it is the most economical and 
cficient wav to distribute their products. If thev could 
sell direct to the consumer at a lower cost, they would 
most certainly dco Net pricing will help us to 
keep our svstem of distribution the most economical 
ind efficient 

There are instances where the margiti of profit cur- 
rently allowed distributors is slim. But, generally speak- 
ing, those manufacturers who do sell through distribu 
tors are competing with marginal manufacturers who do 
not, or have other competitive factors to consider, may 
he prevented from taking the initiative to increase the 
distributor's margin 

Distributors cannot make anv .progress whatever if 
the cost of their function is not competitive with, or 
less than, other means of reaching the consumer. There- 
fore, we arrive at a point where serious-minded distribu 
tors must absolutely look to their operating costs as an 
important one of a few sources of satisfactorv profit 
lor this reason we cannot ignore net pricing as a cost 
cutting tactor 


Our 


You now have the evidence given by both sides in Net 
Pricing vs. List and Discount. 

Of necessity, it has been presented briefly but all 
the main arguments that the editors of INpusrriat! 
Disrrisution have been able to muster for both 
sides have been presented. We have tried to present 
them fairly, so you may understand the issue and 
form your own opinion. 

At times the questions of broken package prices 
and quantity differentials have been brought up. It 
must be remembered that, while these are related 
subjects, actually they have little bearing on whether 


Summary Against Net Pricing 


Distributors who are opposed to net pricing say: “Net 
pricing threatens to disrupt standard practice in the in- 
dustrial supply and equipment industry. 

“There is a need for uniform practices. ‘lake the 
case of packaging. Some manufacturers package their 
merchandise 10 units to a package; others, 12. Such 
situations merely add to confusion in pricing and selling. 

“We do not denv that net pricing in certain fields 
is helpful. But in the overall picture for the industrial 
supply industry, it will not prove satisfactory or practical, 
especially in connection with the issuing of catalogs, 
quotations and city desk work, not counting the expense 
of issuing changes and the obsolescence of catalogs. 

“Before departing from the traditional list and dis- 
count structure, we  belicve manufacturers should 
analvze 

1. “Geographical location: a method may be excellent 
for one section and market and vet not so for another. 

2. “The size of distributor establishments: Are they 
large or small? Do thev issue catalogs? 

3. “Type of distributors: Are they full line or limited 
line houses? Are they specialized? 

4. “Buver psvchology: Buvers want discounts, espe 
cially when thev buy in large quantities. In spite of the 
fact that some larger equipment items carry net prices, 
many distributors double these as a list price and quote 
a discount. If price changes come about, thev can change 
the discount without making their catalogs obsolete and 
at the same time satisfy the buver who wants a discount 

5. “How much will net pricing Save? We agree that 
some savings can be made but compare that with the 
time lost on quotations, either on paper or via the city 
desk. 

6. “The viewpoints of other manufacturers This 
means all the others in the supply industry 

7. “Distributors” customers. We believe thev are 
sold on list and discount but in anv event thev should be 
queried 

8. “The value of a catalog without prices. We like 
to consider the catalog as a reference book, complete 
with illustration, description and _ prices. 

9. “The cost of price changes in net pricing. Who 
will furnish the net price sheets everv time a change is 
made if only a few are furnished by the manufacturer? 
It is costly for a distributor to furnish all his customers 
with them.” 


Charge 


net pricing should be adopted as standard practice. 
Each can be treated separately and more exhaustively. 

The main issue is whether net pricing is beneficial 
to the industry. 

You have enough evidence here to form a reliable 
opinion. You may be able to advance some questions 
or arguments yourself as a result of reading this 
presentation. If so, send them to us. We'll print 
them. The entire industry should be in on the argu- 
ment. 

What is your decision? 


THE EDITORS 
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SPIT AND POLISH applied by all CUSTOMER Arthur H. Miller (Binney 
hands prepares Losey & Co., Easton, Losey & Co., Inc 


Pa. for open house. Salesman Robert 28,000 items 
Grube stacks kegs on second floor 


& Smith) hears from Mr. Grube that 
, Which started as a blacksmith shop 86 years ago, now carries over 
Salesman Grube, a Navy veteran who has been with the company 
54 years, handles 104 accounts within a 40-mile radius 


OUTSIDE MAN FOR EASTON DISTRIBUTOR DEMONSTRATES 


The Industrial Salesman’s Job at Open House 


LITERATURE explained by Gordon F. Chelf, Jr., (Quaker KIBIT: 
Rubber Corp.) is studied by Mr. Grube, who made notes 
on reading matter customers requested him to deliver. Cus 
tomer attendance at open house totaled 555 


ER Grube picks up machine tool information as h« 
watches demonstration by W. A. Banister (Delta Mfg. Div 
Annual open house attracts plant men and purchasing agents 
normally tied to their jobs in the daytime 


se 


REFRESHMENTS lubricate wheels of industry as H. Durner and M. Meyers THREE O'CLOCK CLOSING finds 
R. K. Lards Silk Co.) have a glass of beer with Mr. Grube in temporary beverage Salesman Grube dead on his feet. The 
room. In relaxing atmosphere business connections are cemented with friendship; last guest is gone; entire quarters have 
customers feel free to hold leisurely conversations with salesmen been swept and put in order again 
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NEW ENGLANDERS meet a Mid-Westerner: Hank Aus HEMMED IN by distributors’ men, Paul Leese (Standard 
tin (Armstrong Bros.), Bill Ryan, Cutter, Wood & Sander lool) second from left, seems thoroughly at ease with L. B 
on, Cambridge, Stanley Sheldon, Chase Parker, Boston Brosman, Herman Heins and R. H. Seaman, of S. A. Sea 
nd Wallace Anderson (Brown & Sharpe man, Reading, Pa 


Regional Seminars Win Acclaim 


WEIGHTY WORDS are exchanged among George Park IN A SPOT between manufacturers’ men is Jim Bosted, 
Norton) Bill Stauble, (Holo-Krome) Joe Eigo of A. N H. W. Mills, Passaic, flanked by Roy Schmidt (Stanley) and 
Nelson in Brooklyn, and Stuart Russell, J. Russell & Co H. B. Kling, (American Chain Div., American Chain & 
Inc., Holyoke, Mass Cable Co 


WHERE'S THE FIRE? Henry A. Kenningon, right (Ar SERIOUS FACES of L. S. Hilton and Otto Korvac, Man- 
mour & Co.), might be asking B. D. Hollar and Nelson hattan Rubber) were brought about by equally serious state 
Bauer, both of them Pyrene men. Wasn't any, except ments of Al ‘Tucker (Henry G. Thompson) in after-sessions 


for slight blaze at speaker's table chat 
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IN GOOD COMPANY at the regional meeting was W. F 
Connor, L. A. Benson, Baltimore, second from left, with 
\llan MacKenzie, Arthur Gould, L. N. Newman and 
Hlarry Van Osten of Oster Mfg. Co 


SESSION OPENERS Jack Proven, chairman of the meet 
ings committee (Porter-Cable Machine Co.) and Ralph 
Johnson (Norton, president of the American Association, 
go over their notes 


300 attend one-day joint American-National meeting in New York; 
sessions planned for Biloxi in January and Chicago in March 


CONCURRENT SEMINARS On four fundamental sales sub 
jects were “the hit of the show” last month when the 
\merican Supply & Machinery Manufacturers’ Associa 
tion teamed up with the National Industrial Distributors’ 
\ssociation in staging a one-day regional meeting in 
New York City. More than 300 attended the affair which 
vas held in the Biltmore Hotel. 

The session which had as its overall theme “Planning 
Sales in a Bomb & Butter Economy” was the first of three 
planned by the American Association in cooperation with 
the National Association and the Southern Industrial 
Distributors’ Association. The Southern meeting will be 
held in Biloxi Jan. 18. The third session will be in 
Chicago March 12. 

Jack A. Proven (Porter-Cable Machine Co.) is chair 
man of the meetings committee, assisted by Fred Emer 
son (Spartan Saw Works) as chairman for the New 
York meeting; Lyman H. Bellows (Sheldon Machine 
Co.) as chairman for the Chicago meeting, and T. Gor 
don Vaughan, W. M. Pattison Supply Co., Cleveland, as 
icpresentative of distributors. 


TIRED TRIO at the meeting included S. W. Jones (Jones 
& Auerbacher), R. D. Howell (Madsen & Howell) and C 
W. Fuhrer, (Diamond Expansion) who took time out for 
refreshment 


The same seminar subjects will be used at the subse 
quent meetings but it is planned to have different moder 
itors 

Ihe New York mecting was opened by Meeting Chair 
man Proven who welcomed both manufacturers and dis- 
tributors and then introduced Ralph Johnson (Norton 
Co.) who is president of the American Association, and 
R. E. Barr, Reilly Bros. & Haub, Lancaster, vice-presi 
dent of the National. 

The remainder of the morning meeting was then given 
wer to speeches by R. Louis Towne of the Rheem Mfg 
Co., and Millard Bennett, a management and_ sales 
consultant 

Mr. Towne spoke on ‘Tomorrow's Sales Today”. Get 
out the plans you made when you were fresh on the job, 
Mr. Towne said, look them over and give them a new 
dress. You'll find, he continued, that the same plans that 
worked before will work again 

Mr. Bennett listed as the keys to sales three P’s 
personality, persistence and perceptiveness 

(Continued on next page 


MANUFACTURERS MEN, Paul Roddy, (Nicholson File 
Bob Richards (J. H. Williams) and Jim Jaques (Nicholson 
lived up to the slogan on their lapel cards: Glad to Know 
You. 
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REGIONAL SEMINARS 


Coordinating 
Sales Efforts 


Ihe seminar on coordinating sales 
efforts was attended by approximately 
60 manufacturers and distributors 

The subjects covered brought forth 
1 lively and _ profitable 
What should a distributor do about a 
manufacturers representative when he 
doesn't live up to expectations? Whilc 
some distributors expressed the belief 
that this was a manufacturers problem 
that they didn’t want to be in MODERATORS on meetings 
the position of reporting the sales Jack Madsen, Madsen & Howell, Perth 
man, others felt that the manufacturer \iboy, N. J. and Wallac 
should be informed Brown & Sharpe 


that remedial measures could be taken 


discussion. 


and sales 
Anderson 
in confidence so 
Manufacturers = plicd — distributors 
with questions as to whether they pre 
ferred the manufacturers’ local repre 
sentatives to speak at meetings or to 
from the home office 
Distributors, on the 
urged manufacturers to 
give ample notice of mectings, to fui 
ikers ire qualified to 
teach and, briefly, to put showman 
ship into presentations. 
lime of meetings came in for quite 
a bit of discussion but there was no 
general agreement as to any specific 
time being better than any 


have sOMCONL 
is the speaker 
other hand, 


ish spc who 


othe! 


CONDUCTORS for sales efforts: Fred 
Spartan Saw) and R. | 
Bros. & Raub, Lancaster 


hamerson 


Reilly 


Bart 


Motivation of 
Sales Force 


A desire for security which expresses 
itself through a striving for more 


Another 


msiderable 


that 
discussion related to the 


question provoked 


1 manufacturers — re 


distributor — salc 


presentative 
sman should 
work together. Should the distributor 
salesman take the manufacturers man money, was chosen by members of the 

| regular f calls? Or iles is the 
behind the salesman 


ind a 


m his routine force panel prime force 


he call only on customers 
there is a substantial potential 
product? It 


Wmswel 


4 

the manufacturers 
vas felt that the largely de 
pended on the nature of the product. 
suggested that better ad 
planning on the part of both 
manufacturers and distributors would 


It was 


Vance 


be most helpful 


Distributor 
Sales Meetings 


I'vpes of sales meetings held by dis 
tributors with the cooperation of man 
ufacturers and all details in connection 
with such fully dis hanv. 
cussed at the sales meeting scminat Sons 


DIRECTORS at the sales force meet 
ing: Conrad Spuck, Sager Spuck, Al 
and Walter Gebhart (Disston & 


mectings were 


Other subjects under discussion at 
the seminar were methods of main 
taining morale; methods of fair com 
pensation; house and O. E. M. ac 
counts; working with manufacturers’ 
men; and division of sales territories. 

\ stimulating feature of the sem 
nar, according to the moderators, was 
the fact that the younger participants 
took an active part along with the 
more seasoned he 
on which commissions should — be 
worked out was the subject of a heated 
discussion, as well as the relation be 
tween the salesman and the manufac 
turer’s specialist 

The part of ethics, 
truthfulness, was emphasized as still 
being the mainstav of business today 


salesmen basis 


particularh 


Effective Use 
of Advertising 


LEADERS at the advertising session 
Ralph D. Mount (The Bassick Co 
and Miles Stray, ‘lemplet Co., 
Waterbury 


Direct mail promotion way the hot 
test topic under discussion during the 
on advertising. Distributors 
ind manufacturers stressed the need 
for more cooperation in furnishing and 
In using promotion materia 

Advertising as an integral part of 
the overall sales program was urged, 
not only as a means of selling products 
but also to help publicize the services 
available from distributors. Manufac 
asked to be more helpful 
in the matter of providing promotional 
materials; distributors* were asked to 
be more careful in the handling and 
distribution of this material 

The value of stuffers, broadsides, 
magazine and newspaper advertising, 
classified telephone directory ads, and 
novelties were One point 
was stressed continually The dis 
tributor’s name, imprinted on_ the 
material, is of utmost importanec 


Cninal 


turers were 


+ 


discuss¢ d. 
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NOVEMBER: Watch for Salary Stabilization Board's regulation 


on compensation of commission salesmen . . . Kerr supplants 


McCarthy as General Components Division head in NPA .. . 


Machine tool output reserved for defense needs . . . Capehart 


provisions effected by OPS . . . 


Salary Board To Issue 


Salesmen's 


The carnings of commission § sales 
men who are exempt from the Federal 
Wage-Hour Law will be controlled 
by a new regulation ready for issuance 
by the Salary Stabilization Board. (It 
out by now). At the same 
time, the WSB will issue a companion 
regulation covering unionized and in 
side salesmen 

Ihe problem is one of the knottiest 
the new board has had to crack open 
but both SSB and WSB have com 
pleted the job and are correlating the 
two regulations 

In the meantime, here’s how vou 
stand with regard to salary controls: 

Salaried emplovees are controlled 
by a five-man Salary Stabilization 
Board which makes policies subject to 
approval by the Economic Stabiliza- 
tion Agency. The Office of Salary 
Stabilization administers the policies. 
SSB Chairman Justin Miller and Jo 
seph D. Cooper, executive director, 
run the office 

The salarv regulations establish 
what salarv adjustments vou can make 
without SSB approval and what ad 
justments require approval. OSS han- 
dles all approvals. 

So far, four salarv regulations have 
been issued (the salesmen’s regulation 
will be the fifth). The SSB or ESA 
also issue “general salary orders” of 
which there are five. Generally, these 
are interim actions pending the issu 
ance of a regulation. SSB also issues 
interpretations and policy statements. 


mav be 


Salary Increases 

There are only two tvpes of sal- 
rv increases which vou can make 
now without approval. One is the 
“catch-up” (up to 10 p.c. of the Jan. 


Regulation 


1950 salary Vhe other is a merit or 
length-of-service increase, normally not 
more than 10 p.c. for any individual 
employee and not more than 6 p.c. 
of the payroll for all employees. SSB 
Regulation 1 the 10° p.c. 
“catch-up” Reg. 3 explains 
merit It also says that a 
promotion or other transfer to a 
higher-paving job is not a salary in 
crease and tells vou what to do about 
new or changed jobs and salaries for 
new employees 


covers 
Talse 
Increases. 


Bonus Payments 


If you had profit-sharing or other 
bonus payment plans, you can con- 
tinue them as explained in Reg. 
However, you are limited to a “bonus 
fund” in dollars. You can stick to the 
amount you paid in 1950 or take an 
average for any three vears from 
1946 to 1950. You can enlarge the 
fund only to allow for additional em- 
plovees and you must decrease it if 
decreased the number of em 
plovees. 

An exception was made on Christ- 
mas bonuses. OSS says you can pay a 
Christmas bonus—it must be the same 
as last vear’s—irrespective of the “bo 
nus fund”. In other words, if you gave 
one week’s pay, you can still give it 
even though higher salaries may make 
the amount larger. 


you 


Stock Options 


You can distribute stock to em- 
plovees if they pay at least 95 p.c. 
of the market value and meet other 
requirements including those of the 
Internal Revenue Code (Reg. 4). 
Such a purchase isn’t considered a 
salary increase. 
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But, if an employee gets the stock 
for less than 95 p.c. of its market 
value, this is considered a salary in- 
crease, and requires OSS approval. 
OSS measures the salarv increase as 
the difference between what the em- 
plovee pays for the stock and 95 p.c. 
of market value. It is charged against 
what increases the employee has a 
right to under the “catch-up” or merit- 
increase rules. 


Supervisory Employees 

You can pay your foreman and 
similar supervisors for extra hours 
worked during a regularly-extended 
workweek (Salary Order 4). This is to 
allow vou to restore some of the dif 
ferential that may have existed before 
between them and the workers they 
supervise. 

here won't be a cost-of-living for- 
mular for salaried emplovees. Instead, 
SSB is considering a “maintenance 
of ratio” policy. It will permit you to 
maintain the established differentials 
between the wage-earners and those 
salaried employees whose work is 
closely related. 

Inequities 

Unable to draft a generally applic 
able regulation for correcting inequi 
ties in salaries paid by different em- 
ployers, SSB put out Salary Order 5. 
This gives OSS authority to approve, 
on application, so-called ‘interplant” 
inequities correction increases on an 
individual basis. ‘This doesn’t mean 
that you will get approval to match 
any competitor's salaries. OSS will 
consider industry and area salary lev- 
els and practices. If vour salaries are 
lower than average, there is a good 
chance OSS will approve increases up 
to the average. 

There are no rules at present for 
improving vacations, severance pay, 
commissions, etc. SSB has done little 
on pensions, health and welfare plans 
because it is waiting for WSB’s policy 
on the subject. 
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WASHINGTON BULLETIN 


Truppner Raised 
To Post In D.P.A.; 
Retains N.P.A. Job 


Wilham ( 
ind Government 
DPA Assistant 
harge of Production 
ton Controls as well as Acting NPA 
Assistant Administrator for Production 
Controls, The appomtment was made 
to facilitate CMP operations and onc 
if Nir. Truppner’s functions will be to 
ntegrate systems for 
duction of « 

In announcing the appoimtment 
DPA Administrator Mian Fleisch 
nann said Mr. ‘Prappner’s will serve 
further th 
ind 


Truppner, economist 


weer mah, by TOW 


Administrator in 
ind) Distribu 


scheduling pro 


omponent item 


to imftegrate operations of 
DPA, NPA 
iwencies engaged in the 
ffort. In his new job, \Ir 
vill be responsible for seeing that thi 
distribution 


other Government 
mobilization 
Truppner 
ind control 
tems Carry out determinations mad 
by the DPA Requirements Commit 
tec, continue mtegration of C\IP and 
ther controls materials 
ind ind 
ind production control procedures of 
ther Government agencies within the 
gencral framework of CMP and oth 
established DPA-NPA pattern 


Was CMP Developer 


Mr. Truppner plaved a leading part 
n the development of CMP while h 


production 


OVCI 
ipprove of 


SCarce 
} 


reVICW material 





Excise Tax Pass On 
Approved by OPS 


ul permitted, under a series 
#t amendments issued by OPS, to 1 
Hect changes 


mm certam manufacturer 
effective Nov. | 


ipproved by Con 


excise taxes 

The tax changes 
gress mean higher prices for consumer 
vhere excise taxes have been increases 
but thev also 


vhere the 


} 


result in) lower pri 

taxes have been reduced o 
liminated. Not all products cover 
by the GCPR, CPR 22 or CPR 30 ar 
iffected by excise tax Unde 
the OPS regulations (GCPR, Amend 
ment 2; SR 29 to GCPR. Amend 
CPR Amendment 32 
Amendment | 


exact ollar ind 


hanges 


ment 
CPR 30 


turers 


manufga 
can add on 
mount of anv excise tax im 

Similarly, they will 
reduce their prices if excise taxes 


cents 
CTeaSCs have to 
h Ve 


cither been reduced or climinated 
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wert Aluminum Flow 


William C. Truppner 


in NPA Deputy Assistant Admin 

During World War IL, he 
sistant to the Director of the 
Production Controls Bureau, WPB 
Ik is graduated from City Colleg 
f No Yo in 1935 with BS and MS 


Renegotiation Limit 
Is $250,000, No Less 


If vou're selling out of stock to a 
defense contractor and 
worth of business im a 
car, don't about negotiation 
is we told vou last month. The fig 

is $250,000, which is quite a dif 


trator 


Vas a 





government 
lo $25,000 


WOTT\ 


CTCTVC 

The answer is that the Renegotia 
tion Board, which won't start anv re 
before March 
clarify. the 
But, as far 


con 


negotiation procedures 


1952 beginning to 
Act of 1951 
distributors — arc 
that the $2 


Renegotiation 
Is ndustrial 
erned t scems 50,000 
figure will apph 

According to. the counsel 
ff the board. the general rule to 
ipph is OWN slip ot the goods being 
Id. Since most distributors own the 
roods thev sell. they will have to do 
worth of business 


lefense customer before 


general 


it least S250.000 
vith a 
negotiated 
Tlowever, the 
irned, this is onh 
the case of “direct shipments” 
the ownership of the merchandise ap 
in the manufacturer's nam 
issumed by the distrib 
This must 


being 

. 
general counsel 
i general rule. In 


where 


parently is 
ind hardh 
itor, 1f 1s 
watt interpretation 

The Renegotiation Board expect 
to clarify the Act with intepretations 
ind will set more definit with 
regulations Neither interpretation 
nor regulations are expected to appear 
before Jan, | 


nother question 


rules 
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To Distributors 
Assured By M-88 


If vou handle aluminum products 
rolled bar, rod, wire, and structural 
shapes; extruded bar, rod, shapes, and 
tubing including drawn and welded: 
sheet, plate, and foil including strip; 
powder atomized or flake including 
paste; pig or ingot, granular or shot 
vou can get some assurance of stocks 
from NPA Order M-88. NPA figured 
it was necessary to issue the order to 
protect the distribution svstem. It 
issures a flow of aluminum wrought 
products to distributors in quantities 
sufficient to replace authorized con 
trolled orders from ware 


house 


matcrial 
mventorics 
You can now place orders with an 
iiminum producer for replacement 
of stock sold during the preceding 
mouth to fill authorized controlled 
material (ACMI) orders and NPA di 
rectives 

You also mav replace, up to five 
percent of total from 
stock during the month, unrated or 
ders from customers who have no au 
thorized production schedule or allot 
and who are not entitled to 
place ACM orders under any other 
NPA order or regulation 

In order to replace stocks, you have 
AM (Aluminum-Mag 

number in the 9000 
NPA. When vou submit a 
written request to NPA, 
name, location and your usual sourcc 


your sales 


ment 


to obtain an 
nesium SeTICS 
from 
give vour 
of supph 

Your orders for replacement of 
stock (on producers) must bear the 
ANE number assigned to vou and must 
be certificd “Certified Under CMP 
Reg. | and NPA Order M-88". Un 
less directed by NPA, vou are not 
required to accept any order calling 
for delivery to any customer at 
destination at any one 
of more than 1,000 Ibs. of 
plate aluminum, more than 
of wire, rod or bar or more 


One 
my Onde tine 
sheet or 
300 Ibs 
than 300 
lbs. of tubing, extrusion or structural 
illovs. 


regardless of 


shapes, g gages, 
sizes or shapes 

You aren't required to accept o1 
other distributors either, 
unless NPA directs you. But vou do 
have to file a report on Form NPAI 
122 with NPA not later than the 10th 
dav of cach month, showing total sales 


during the preceding month 


ders from 








More Items Taken 
Off Priority List 
In MRO Export Order 


[he list of maintenance, repair and 
operating items tor which exporters 
may receive priority assistance was cut 
further by NPA, thereby making them 
available to distributors and 
users in this country. In an amend 
ment to Order M-79, NPA not only 
removed five items from coverage bv 
the order but also limited the dollar 
valuc of another to which the DO 
MRO priority rating may be applied 

Che items eliminated from priority 
ud are: replacement parts for machine 
tools; parts and accessories for motor 
vehicles; specialized industrial gloves: 
leather industrial belting 
SIVES 

NPA explained that it removed rc 
placement parts for machine 
from the scope of the order because 
the need for them 
sionally and therefore demand cannot 
be calculated from historic patterns 
which form the basis of the order 

On the other hand, the various at 
tachments and cutting tools which are 
used steadilv are still covered by the 
order 

Laboratory supplies, instruments 
ind equipment are now covered onl 
when the quantity to be exported has 
i value of not more than $750. NPA’s 
scientific and technical equipment di 
vision believes that orders for anv of 
these should be given individual con 
sideration in the of ratings. 


Freight Rate Rise 
Opposed By Agencies 


Four Kederal agencies filed 
position to a petition by the nation’s 
railroads for further hearings on a re 
quest for rate increases with the Inter 
state Commerce Commission 

Phe agencies include OPS, Depart 
ment of Commerce, General Services 
Administration and the 
Valley Authority 

On Aug. 2. the 
warded a 9 percent increase in the 
area north of the Ohio River and cast 
of the Mississippi, and a 6 percent in 
crease in the Southern and Western 
territories and between _ territories. 
Thev asked for a reopening of the 
hearings on grounds that the award 
was inadequate 


More 


and abra 


tools 


arises only occa 


ISSULATICC 


in Oop 


Tennessee 


railroads were 


Price Changes Loom 
As OPS Trims Sails 


Phe Capehart provisions have been 
incorporated into the Office of Price 
Stabilization’s manufacturers’ regula 
tions and the question is; Will there 
be another wave of price changes for 
distributors? 

OPS savs there won't be many price 


changes 

Manufacturers 
the Capehart 
will be 


clamored — for 
there 


who 
PrOVISIONS Say 


lake your choice 

The answer is difficult. Figure it 
out. The Capehart provisions allow 
manufacturers to add all increases of 
idministrative and selling costs since 
Korea whereas the old CPR 22 and 
CPR 30 allowed only labor and ma 
terial cost increases 

Regardless of what happens, dis 
tributors are still assured of their tra 





McCarthy Supplanted 
By Kerr In NPA Post 


Eugene I’. \icCarthy of Beals, 
McCarthy & Rogers, Buffalo. 
N. Y., has resigned as director 
of the General Components 
Division of the National Pro 
duction Authority. His post has 
been assumed by A. J. Kerr 
Rockwell Mfg. Co. 

The departure of Mr. Me- 
Carthy from the NPA post 
leaves only one distributor on 
industrial supplies on the staff. 
He is Oscar Iber of O. Ibert 
Co., Chicago, who is head of 
the Machine ‘Tool Attachments 
and Accessories Section of th« 
Gencral Industrial Equipment 
Division 











The railroads claimed. that, 
with the award, their operating in 
come for September was 41 percent 
below Sept. 1950. The agencies pro 
testing pointed out that a_ single 
month is insufficient time on which to 
base accurate appraisal of the granted 
increase. The contended that 
anv judgments of findings predicated 
on operating data which did not in 
clude the last four months of 195] 
would be speculative. Thev advocate 
even a longer period. 


even 


also 
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ditional percentage markups as guar 
anteed by the Herlong Amendment 
These markups are specified in Sup 
plementary Regulation 29 and 67. So 
what the distributor may be worned 
about is the paperwork involved in 
making innumerable price 

Vhis means a lot of extra work 


changes 


Vhings have been quiet on the price 
front because of “postponements” 
Here is the record 

1. CPR 22 was issued Apnil 25 with 
in effective date of May 28 

2. CPR 30 was issued Mav 
in effective date of Mav 28. 

3. Manufacturers said they needed 
more time to calculate their ccilings 
so the cffective date of both regula 
tions was postponed until June 2 

4. Defense Production Act was cx 
tended for the month of July but 
rollbacks were prohibited in the ex 
tension. So OPS issued General Over 
riding Regulation 13 (June 30) per 
mitting those manufacturers who had 
started to price under CPR 22 and 
CPR 30 to continue to do so. Others 
were allowed to remain under the 
General Ceiling Price Regulation (the 
general freeze order of Jan. 26) 

5. GOR 13 was revoked on July 
30 and Aug. 13 was set as the new ef 
fective date of CPR 22 and CPR 30 

6. The mandatory effective date of 
the two regulations was postponed in 
definitely on Aug. 9 to give OPS time 
to clarify the amendment and com 
plete regulations to carry out the pro 
visions of the Capehart amendment 

7. On Nov. 9, OPS issued the fol 
lowing orders 

CPR 22, Supplementary Regula 
tion 17 

CPR 22, Amendment 13 

CPR 30, Supplementary Regula 
tion 1, Revision | 

CPR 30, Amendment 20 

CPR 30, Supplementary Regula 
tion 4 

These regulations order CPR 22 
ind CPR 30 to become mandatorih 
effective on Dec. 19, and provide for 
optional adjustment of ceilings under 
the Capehart amendment by including 
increases in administrative and selling 
costs between pre-Korea and July 26, 
195] 

Manufacturers who elected to re 
main under GCPR must now figure 
their ceilings under amended CPR 22 


+ with 


WW 
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ind CPR 30. Those who figured 
ceilings under the old CPR 22 
CPR 30 can retain those ceilings if 
thev wish to 

\ few industrial supply manufac 
turers are CPR 22 but 
most of them fall under the provisions 
of CPR 30, which is not only for ma 
chinerv but also for related items such 


and 


covered by 


as attachments and accessories 

OPS bases its optimistic 
that many manufacturers will not try 
to take advantage of the Capehart pro 
visions on the fact that considerable 
paperwork is involved in figuring out 
overhead costs and allocating them 
In addition to determining increases 
in labor and material costs since Korea, 
manufacturers must now calculate ad 
ministrative, office and selling expenss 


forecast 


rises 

Manufacturers aren't 
figure out to a penny the exact share 
ot the 
clerical 
unit entails 
location formulas 


TC quired to 


factory s power, cngincering OF 
that product 
They can use general al 


expense each 


1. Factory overhead not previoush 
located according to manufactur 
ers previous practice ma\ be distrib 
uted proportionately to the production 
ost 

2. General overhead mav be dis 
tributed proportionatels to sales 

ven though they seem rela 
tivel these methods involve 
onsiderable paperwork. W ith staffs 
nvolved in reports for NPA and other 
Government 


decide to stav with already figured ccil- 


may 


imple, 


iwencies, some firms mat 


ng 


In addition, there 


is a chance that 
lower ceilings may 


result by includ 
ing overhead costs. If a manufactur 
er’s volume has risen (as most suppl 
manufacturers’ have) it is quite pos 
ible that overhead unit costs mav have 
declined. Some material also 
declined in the Spring and this fact 
mav make some manufacturers of sup 
sitate to take “advantage” of 
the Capehart provisions 


costs 


plies he 


CPR 22 covers manv durable goods 
including hand tools, chemicals and 
CPR 30 covers ceil 
ings on machinerv of all kinds and re 
lated items, fabricated structural steel 
shapes and bars and similar products 


rubber produc ts 


Some industrial supplies covered by 
the two 
of the coverage of the regulations and 


regulations mav be taken out 


be governed bv tailored regulations— 
bolts 
metal or 
plumbing 


refractories, 
and cable; 
specialties, 


and 

alloved 
drainage 
grease and oil pressure vales and fit 


tings, ctc 


nuts SCTCWS; 
wire 


and 
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Machine Tool Output 


Reserved For 


Although production of machine 
tools will be reserved almost entirels 
for direct defense and defense-support 
ing production under new and tighter 
regulations issued by NPA recently, 
it augurs well for the industrial supply 
industry. As one distributor put it, 
there will be an increased output of 
machine tools which will have to be 
serviced by industrial distributors 
when they arc put into operation. 

NPA took three important actions 
in an effort to increase production of 
machine tools 

1. Amended Order M-41. ‘he re 
vision puts a lid on machine tool ship 
ments for unrated orders after Feb. 1] 
There are certain exceptions to this 
limitation. ‘The most important ex 
ception is the case of a machine tool 
manufacturer whose production on 
rated orders is below 70 percent of his 
werage production during the first six 
months of 1950. 

2. Issued a new order, M-41A. This 
limits priority ratings to buy machine 
Only companies operating at a 
Government-authorized production 
rate higher than thev were in the first 
quarter of 1951 are eligible for priority 
ratings to purchase machine tools. 
There are exceptions to this order. 
also. One of them permits applica 
tions from anv company which needs 
to replace a worn out machine tool 
Under the order, those who apply for 
ratings to NPA are required to file on 
Forms NPAF-138 and 138A. A listing 


CMP Steel Order 
Acceptance Outlined 


Ihree steps to improve acceptance 
of controlled materials orders bv steel 
suppliers were taken by NPA (Dir. 3 
\I-1] 1) cancellation of the former 
10 percent reserve of output to per 
mit producers to accept up to 100 per 
cent of monthly capacity in ACM 
orders; (2) Prompt notification by sup 
plicrs of rejection or acceptance of 
orders; (3) steel producers will open 
their order books for a quarter not 
later than 45 days prior to the lead 
times for various steel products. Place 
ment of more orders for the first 
quarter is expected 


tools 
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Defense 


of 50 kinds of machine tools covered 
by the order is included in the text 
of the order. This list differs from 
previously published lists in that weld 
ing machines and crankshaft regrinders 
(stationary) are omitted. 

3. Revoked M-40. This order had 
provided for priorities for machine 
tool builders having poel orders to 
enable them to get first call on raw 
material supplies. ‘The order was made 
obsolete by the CMP. ‘Those provi 
sions covering the handling of Gov 
ermment pool order contracts for 
machine tools have been transferred 
unchanged to M-41 as amended. 

Swan Bergstrom, director of NPA 
metalworking division, said, ‘“lhese 
orders are a necessary step in the Gov 
ernment’s efforts to get the mobiliza 
tion program tooled up. ‘To produce 
on time the metalworking machinery 
required by the armament program, 
the output must be doubled in 1952. 
l'o accomplish this, the metalworking 
machinery industrv’s) maximum ca 
pacity should be concentrated in this 
direction. The present capacity being 
used for the production of unrated 
orders should be channeled toward 
rated orders or, where practical, for 
subcontracting in critical areas 

“AIL of us realize that this will place 
a severe handicap on industries whose 
output has been reduced because of 
the more urgent needs of the mobiliza 
tion program. Manufacturers of auto- 
mobile passenger cars, for example, 
will be meligible to obtain machine 
tools to make model changes under 
\I-41 and M-41A. 

“While auto producers, and similar 
groups, will be handicapped by these 
orders, we do not believe they will be 
severely hurt. Machine tools may still 
be ordered for necessary replacement. 
Present production models can be 
continued. As soon as needs of the 
mobilization program are met, prompt 
consideration will be given to relaxa- 
tion of the order. 





Copper Wire 


Q. Can I sell copper wire to a cus- 
tomer without an allotment? 

A. No. Dir. 4 to Order M-11 pro- 
hibits a copper controlled materials 
producer from shipping any copper 
controlled material except on an Au- 
thorized Controlled Materials Order. 








A MESSAGE TO AMERICAN 


INDUSTRY e 


ONE OF A SERIES 


Our Defense Program 
Faces a Crisis 





A major crisis will soon confront our defense 
program. 


It is not a crisis in raw materials. To find 
enough materials, from steel to cobalt, for de- 
fense production is a serious problem. But it 
is one that is being solved. 


It is not a crisis in manpower. Shortages of 
workers with special skills hamper production, 
but these shortages are being relieved, slowly. 


It is not a crisis in manufacturing capacity. 
American industry’s record-breaking expan- 
sion is, with very few exceptions, keeping 
abreast of defense needs. 


The coming crisis will be one of finance. It 
will rise from our failure to provide the means 
to PAY FOR the defense program we now have 
under way. 


A $15 Billion Deficit? 


Congress has approved a defense program 
which is scheduled to raise total federal spend- 
ing in the year from June, 1952, to June, 1953, 
to somewhere between $85 and $90 billion. 
Additional appropriations for more air power 
and atomic development, which are now pro- 
posed, would add several billion dollars. 


But Congress has not approved a tax plan 
to match such spending. With the new levies 


enacted in this session, tax collections during 
the 1952-53 fiscal year are estimated to fall 
somewhere between $70 and $75 billion. That 
would be roughly $15 billion short of balancing 
the budget. If the defense program is expanded, 
the deficit will be that much greater. 


We have not yet felt the impact of the crisis 
that would accompany a federal deficit of this 
magnitude. Federal tax collections currently 
are big enough to balance federal expenditures. 
But the defense program is scheduled to boost 
the annual rate of federal expenditures $25 
billion in the next year. 


To Meet the Crisis 


By January the crisis will be clearly in sight. 


Then the President will present his budget. 
After that, Congress must act to close the broad 
gap between government income and govern- 
ment spending. If it fails to do that, the whole 
defense program will be menaced by weakness 
in its financial foundations. That weakness 
might well take the form of another destructive 
wave of inflation. 


We have three ways to meet this crisis. 
‘ 


The best approach, of course, is to cut unes- 
sential expenditures. That can make a real dent 
in the deficit. The second is to collect more 




















taxes. The third, and by all odds the most dan- 
gerous, is to have the federal government meet 
its deficit by going deeper into debt. Borrow- 
ing, which might feed inflation, can easily lead 
to disaster. 


Near Income Tax Limits 


It will not be possible to raise taxes to meet 
the deficit merely by increasing further the 
rates on corporations and on persons in the 
upper income brackets. Congress has about 
scraped the bottom of that barrel. 


The Senate Finance Committee said as much 
in reporting this year’s tax bill. The Commit- 
tee reported that it had “serious doubts as to 
the feasibility of raising any substantial addi- 
tional amounts of revenue from income tax 
sources.” The Committee observed that recent 
tax legislation brings the burdens of most cor- 
porate and individual income taxpayers close 
to the World War II peaks, and actually carries 
the rates paid by many taxpayers above those 
peaks, 


Our ramshackle federal tax system must be 
thoroughly overhauled in order to broaden the 
tax base if it is to produce more revenue — 
without doing much more harm than good. 


The shocking fact is that no one seems ready 
to act along any line that might enable us to 
surmount the crisis. 


That fact of itself aggravates the coming 
crisis, And next year’s presidential election 
doesn’t make it any easier to move effectively. 
Both parties will shrink even more than nor- 
mally from backing any program that might 
irritate any considerable number of voters. 


If we are to meet this crisis on the tax front 
in an orderly way, the technical work should 


be in progress right now. To a large extent it 
is being ignored. 


If we are to enforce the vitally essential pro- 
gram of government economy, there is the 
same urgent need to get under way the spade 
work that is required. 


And if—as a last miserable expedient — we 
decide to let the federal government drift 
deeper into debt, it must have a well-developed 
program of borrowing from individuals and 
other investors, such as insurance companies, 
rather than from the commercial banks. Bor- 
rowing from commercial banks might speedily 
translate the deficit into more and more price 
inflation. No adequate program of borrowing 
from savings is now in sight. 


Now Is the Time 


It is possible, of course, that international 
relations may improve sufficiently to make it 
safe for us to slow down the rearmament 
program. If that should happen, the fiscal crisis 
would not be so critical. But that kind of good 
fortune has been notably absent in recent years. 


Lenin, patron saint of Communism, is 
quoted to the effect that to destroy a political 
and social system such as ours “you must 
debauch its money.” 


We shall set democracy to digging its own 
grave if, through our preoccupation with poli- 
tics during the presidential campaign, we pave 
the way for further debauchery of our money. 


If we really want to avert that disaster, now 
is the time for us to get going. 


Once the crisis is full upon us, it will be too 
late. 


McGraw-Hill Publishing Company, Inc. 











Go “automatic”’ 
to save purchasing time 


Yo" Industrial Distributor can supply the right OSBORN 


Quality Brushes for every need, promptly. By ordering them 


automatically from this trusted source, you can bunch your brush 
orders with those of other. industrial supplies and save valuable 


purchasing time. 


You can specify OSBORN Brushes with confidence. Their quality 
is backed by 59 years of Osborn service to Industry! The Osborn Man- 


ufacturing Company, Dept. 587, 5401 Hamilton Ave., Cleveland 14, Obio. 


*Trade Mark 








LOOK FOR THE NAME OSBORN ... RECOGNIZED EVERYWHERE FOR 
QUALITY WORKMANSHIP AND MATERIALS 


THE WORLD'S FAVORITE general pur- 
pose power brush is the OSBORN 
Master® Wheel Brush. This dense, 
wide-face brush cuts fast and lasts a 
long, long time on all kinds of work 
such as removing scale, rust, grit, 
old paint... deburring parts... 
preparing surfaces for welding. 


HOW TO TELL QUALITY in a paint 
brush! Simply look for the name 
“OSBORN’’— recognized every- 
where for quality workmanship and 
materials! 


YOUR INDUSTRIAL DISTRIBUTOR 
carries a large stock of OSBORN 
Brushes to supply you with the right 
type of brush promptly . . . mainte- 
nance brushes, paint brushes and 
power brushes. You can reduce your 
inventory and save on the hidden 
costs of maintaining stock records. 








U.S. TOTALS 


September 1951 
Compared with 


August 1951 








September 1951 
Compared with 
September 1950 


+60% 


Ved 


First 9 Mos. 1951 
Compared with 
First 9 Mos. 1950 
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Supply Sales Trend 


Final Figures For September 1951 





September 1951 
Compared with 
August 1951 


September 1951 
Compared with 
September 1950 


First 9 Mos. 1951 
Compared with 
First 9 Mos. 1950 











NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


SOUTH 
Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 

West Virginia 


SAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 


Wisconsin 





-3% 
-3% 


-10% 


-I% 





+11% 


+16% 


-I% 


+3% 





+00% 


+08% 


+29% 


+4.2% 
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One of a complete line 
of Oster Floor Type 
Threading Machines 
is the “Rapiduction,” 
illustrated below. 


One of a complete 
line of Oster Portable 
Threading Machines 
s the No. 422 Power 
Vise Stand, illustrated 
above. 


Our Business is Saving Time 
for the Armed Forces and Industry 


e Vital activities of the Armed Forces and Essential 
Industry are dependent upon fast, accurate machines 
for defense work. 


Oster machines treet all needs for fast, accurate thread- 
ing of pipe and bolts. 





Every Oster machine—from the smallest portable to the 
largest floor type threading machine—incorporates the 
most advanced features of design and construction. 


The complete Oster line expedites the selection of the 
most efficient threading machine for each and every 
need for this type of equipment. 


Today, with the most extensive and advanced line of 
threading equipment in our 58 years’ history, we are in the 
strongest possible position to cooperate with you in meet- 
ing mutua] responsibilities in the rearmament program. 


THE OSTER MANUFACTURING COMPANY 
Main Office and Factory: 2041 East 6lst Street, Cleveland 3, Ohio 


BUILDERS OF COST REDUCING THREADING EQUIPMENT SINCE 1893 
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SALES TRENDS (Continued) 





September 1951 September 1951 First 9 Mos. 1951 
Compared with Compared with Compared with 
August 1951 September 1950 First 9 Mos. 1950 





EAST SOUTH CENTRAL 


a 2% | -2% | 19% 


Tennessee 


WEST 
Arizona Nebraska 
Colorado Nevada 


Idaho New Mexico 
lowa North Dakota +3 +4() 
Kansas South Dakota Oo oO 


Minnesota Utah 
Missouri Wyoming 
Montana 


WEST SOUTH CENTRAL 
Arkansas 
<n ¢ 
a 12% | +28% 


Texas 
PACIFIC 


egg +17% | +99% 


Washington 


























INFLATION: 


Too Much Money Chasing Too Few Goods 


None of us wants to be a scairdy cat—just sitting in our 
chairs and worrving about when inflation’s going to hit us, 
and how hard the blow will be. Derrense Topics on page 
seven gives the whole story; a blow-by-blow descrsption of 
our recent fight with inflation, and just whit the next battle’s 
going to be like. Let’s do more than talk about inflation— 


forewarned is forearmed; turn now to page seven. 





INDUSTRIAL DISTRIBUTION © DECEMBER, i951 








cuts the heating 
cycle on presses... 
by 7 minutes, 


PROBLEM: What to do when production requirements call for 
a speed-up in the heating cycle. 


SOLUTION: (A typical one supplied by a western molded-rubber plant) 
Equip presses with Yarway Impulse Steam Traps. 
RESULT: Heating cycle now 8 minutes instead of their usual 15, a saving of nearly 50%. 


Yarway Impulse Steam Traps are designed to get equipment hotter, sooner, 
and keep it hot—thereby increasing production. In operation, 

Yarways send the most premium B.T.U.’s 

at top temperatures into your product or process. 





Other reasons why over 750,000 Yarways have already been installed are— 
one moving part, low maintenance, small size, easy installation, 
good for all pressures, made of stainless steel, low cost. 


It's easy to buy Yarway Impulse Steam Traps. 
One of 216 industrial distributors 
who stock and sell them is located near you. 


FREE! NEW TRAP SELECTOR 

The right steam trap in the right place is important. yw 

Find quickly and easily which is the right . 
Yarway trap for each application in your plant. the steam trap designed 
Write for your free copy of this 


new 16-page Selector. with production in mind 


YARNALL-WARING COMPANY e 111 MERMAID AVE., PHILADELPHIA 18, PA. 
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The Outlook For Business 





LABOR SHORTAGE 


DEFENSE PEAK 


OLDER WORKERS 


A general labor supply shortage is not nagging America’s mobilization program —— 
so far. But the country has probably entered a long period of heavy labor demand. The 
first of what will be persistent local shortages has already appeared, and the great 
push to enlarge the labor force is on. 


Six of 174 area labor markets report acute local shortages of manpower. Four of 
the six——Hartford, Indianapolis, Wichita and San Diego——trace their manpower 
woes to the aircraft industry. A machine tool plant attached to an arsenal in Moline- 
Rock Island-Davenport area is combing the entire midwest for skilled men. And 
Augusta-Aiken (Georgia) has tumed itself inside out looking for what the atomic 
energy project there needs most —— manpower. 


As the defense program swings from construction of plants to production, other 
local shortages can be expected. 


Key to both general and local shortages is the size of the labor force. Already an 
all-time high of 62.6 million civilian employees has been reached. Employment will 
be going higher. Unemployment is down to 1.6 million, close to a practical peace-time 
minimum, and lowest since 1945. 


Peak in defense output will probably be reached in early 1953, and to meet goals 
2.5 million defense workers will be needed in 1952. That’s in addition to the 2 mil- 
lion the military industry has been after in the last half of 1951. Right now ——the last 
quarter of 1951 ——defense employment averages 6 million, up from 2.7 million at the 
same time last year. 


Big sources of defense labor are two. Workers freed by civilian production cut- 
backs, and labor force expansion. 


By the end of 1952, 1.5 million workers will be siphoned off by defense, chiefly 
because civilian production will be diverted to defense. 


The labor force will expand. The normal growth of the working population is about 
a million a year. In addition, defense industry will continue to empty America’s 
kitchens —— there were about 650,000 more women in the civilian labor force this year 
than last. Already the number of women at work is pressing hard on the record of 
19,000,000 established in World War Il. 


Older workers will enter the labor market increasingly. This year found an in- 
crease of 343,000 workers aged 45-plus over 1950. 


But these workers will not prevent a growing tightness in labor. 


The armed services now have about 3.6 million; and though Universal Military 
Training may not get by an election-wary Congress, you can figure that the military 
total will crowd 4 million by the end of 1952. 


A tough one is where we’re going to find the highly skilled worker. Fifty-nine 
thousand jobs were unfilled in October—~— ready and waiting for engineers, draftsmen, 
machinists, tool and die makers, skilled metalworking machine operators. The number 
of unfilled jobs is increasing. Without these men at work, industrial production will 


lag. 
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and a Haypy Mew for 


E. C. ATKINS AND COMPANY 


‘Indianapolis, Indiana _ 


we, Shop and inds 
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Selling Is My Business” e e e Dol make the most 


of props? 


CHARLES E. HUMMEL: 


Stopgaps ““Make Do” 
These Delivery Dog-days 


What vou have to do today because 
f long deliveries you may not have 
lreamed of doing only a year ago, but 
if it will serve the purpose, and the 

istomer—by all means do it. That's 
the advice of Charles E. Hummel, 
uutside salesman for three years with 
Maddock & Co., Philadelphia, Pa. If's 
his first selling job of any kind, by th 


oul nake do” stopgag needn't 
pig in a poke, Mr. Hummel be 
illustrate how 
to the original by vour 

ubstitution, he cites the following 
\ who had been 
imaking doors and trunk lids for auto 
warded a contract to 
lircraft equipment. ‘That meant 
they must tool up with products 
uited to that type of manufacturing, 
ly in the realm of “high 


vhich is mostly 
yrecision”, and includes mikes, ver 


be a 

es, and to closely 
ul Can OTM 
good usfome}: 
mobiles Was 


i ike 


£ gages, etc 
rticular tools the firm wanted 
Mr. Hummel 

mtacted the irious manufacturers 
ind found that there were substitutes 
that would do the required work; they 
\ not English 


to come Dy 


+} 


measures on both 
customer's original re 
glish and metric mixed 

p. a. had asked for 
which are in 


64th’s. Mr 


} 
ruies 


and 


rraduation 


#16 
100’s. 
Hummel furnished #3 graduation, in 
50th’s, 10th’s, 32nd’s and 64th’s 
And so on down the line, through 


50's, 32nd’s 


micrometers, height 


calipers, etc 


verniers gages, 


120 
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That one service led to the sale of 
cutting tools, electric portable tools, 
contractors’ equipment and the other 
“standards” that keep bread and but 
ter on the salesman’s table. 

Another customer, a_ large 
mill, wanted to install tin-plating 
machinery The deal would involve 
cutting tools, clectric tools and some 
contractors’ cquipment The phonc 
call for information came at quartet 
to-five, quitting time for most plants 
in Philadelphia. Mr. Hummel, how 
ever, hopped into his car. called in 
person at the plant, got all the neces 
sary data and eventually got all the 
business there was on the installation, 


stecl 


HOWARD S. TUMAN: 


The Salesman’s Props: 
Service, Product Knowledge 


Veteran sales engineer with Lind 
say, Oberholzer & Co., Philadelphia, 
Howard S. Tuman, believes that the 
two cardinal rules of selling hinge on 
service and product knowledge. ‘‘And 
service should be given not only by 
the salesman,” Mr. Tuman_ points 
out, “but also the entire organization 
behind him—from top management 
through shipping. 

“Don’t be afraid to give customer 
service, even if it means beginning 
work earlier in the morning—or after 
hours in the evening. Such situations 
don’t arise too often, and the extra 
effort is going to be appreciated. 

“Going hand in hand with service, 
is knowledge of your complete line- 
especially in power transmission prod- 
ucts, since so many lines are included 
that tie in with one another—and one 
sale leads to another.” 


. . Offer ““make do” stopgaps? . . . Learn about my products? 


IVAN PAYN: 
Selling’s The Same 
Wherever You Go—But 


After some 27 years of selling in 
another field—fountain pens of ali 
things—Ivan Payn has taken to selling 
something else —powe! transmission 
He is now working for the Everett 
rransmission & Rubber Co., Everett, 
Wash. 

How come the switch? Mr. Payn 
explained that “‘selling’s the same 
wherever you go but you can’t sell 
without knowing your product and 
that’s just what I’m doing now 
learning my products”. Mr. Payn 
further explained that he’s somewhat 
mechanically inclined, which helps 
of course 

During his previous 27 years, Mr. 
Payn sold fountain pens and stationery 
for himself, for manufacturers and 
covered a lot of ground. He likes to 
sell and having returned after an 
absence of some years, to Everett, his 
home town, he wanted to remain in 
selling 

And Mr. Payn doesn’t need much 
instruction on how to learn products. 
He studies catalogs, manuals and 
manufacturers’ literature; checks prod 
uct descriptions with the stock items; 
reads text books on power transmis 
sion principles, drives and applica 
tions; makes visits to Everett Trans- 
mission & Rubber customers to learn 
their operations. In addition, there’s 
personal instruction from Don Vick, 
partner in the concern in charge of 
sales. 

To top it off, Mr. Payn has his de- 
termination to learn, and the instruc 
tion he gets from experience 
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.. Everything we want ina hose!” e That's how users sum up the many 


advantages of Homoflex Hose. e That's why they order more and more 


Homoflex once they discover it’s really a different hose . . . easier to 


coil and uncoil .. . no kinking . . . easier to carry and drag .. . lasts 
longer in “rough going”. e Bulletin 6879D tells why the unique con- 
struction of Condor Homoflex makes a better hose for handling air, 
water, other fluids and gases. e Extra qualities are also engineered into 
our other hose, V-belts, flat belting and conveyor belts. Just phone your 
R/M distributor. 


MANHATTAN RUBBER [ . SION PASSAI 


JERSE 


RAYBESTOS - MANHATTAN, INC. 


Manufacturers of Mechanical Rubber Products « enon Covered Equipment « Radiator Hose + Fan Belts + Brake Linings + Broke 
Blocks * Clutch Facings * Packings « Asbestos Textiles + Powdered Metal Products * Abrasive and Diamond Wheels + Bowling Balls 














An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from July through December 1951 





SALES IDEAS 


Sprciarizep Service Brincs Pius Sates. Auc. °51 
Renovating shop attracts new business 
holds old customers 
\MIarketinc iN Touts Derense Prertop. .Sepr. °5] 
\ sales guide for business during present 
economic conditions 
War Asour rHe ArrpLaANe IN Tus 
BusINEss? Ocr. "51 
Louisiana distributor owns one, uses it 
to advantage 
\ Foor In rHe Door ror SALES Ocr. 5] 
Sales leads are uncovered by route truck 
drivers 
NIANAGEMENT Catts MaKe SALrs Nov. ‘51 
Calls attain four objectives, plus building 
goodwill 
GATEWAY TO SALES Dec. °51 
Getting customer into warehouse usu 


lly adds to sales 


SALES IDEAS FOR SALESMEN 


War's tHe DirreRENCcI Jury ‘51 
Salesmen discuss selling in 50 and °5] 
Licnts! Camera! Anp Saces! Oct 
lirst of a series on “different” customers 
erved by industrial distributors 
Do Manuracrurers’ Men Here or 
Ilinper You? Ocr. 51 
Questionnaire reve ils “why” some were 
in asset and some weren't 
\ Goop SaresMAN Musr Be MANY 
Thincs To His Customers Ocr. "5] 
Here's what four people who deal with 
him have to savy 
Wanr More Sares “Pay-Dirt’? Swere 
tHe CORNERS Oct 5] 
One salesman’s 3-wav_ stretch reached 
into every department 
How +o Hotp Otp Customers Watt 
Griting New Nov. 75] 
\ Cleveland salesman advocates his suc 
cessful system 
Hlow vo Case a Cusromer’s DEFENS! 
POLENTIAI Nov 
Salesman finds many adaptations to 
defense contract work 
More Tuan a Roowt wirn Batu Nov 
Hotel is potential customer for 16 classes 
of items carried by distributors 
INpuS TRIAL EXpaNnsion Means New Sares 
OPppORTUNITIES Nov. ‘51 
Expanding Southern lumber industry 
provided chance for plus sales 
Cuances iN Oprrations Mean Prus 
SALES Nov. '51 
Oregon salesman maintain 
n his custom future 


Piywoop Makers Use Your Propucts. .Nov. 


New plant offered service & sales oppor 
tunitics 


You Don’t Merery Cure Trousie....Dec. 


Salesman in the Northwest also advo 
cates improving performance 


Wuo Says Toys Are Kip Strurr?.. Dec. 


Binghamton toy manufacturer thinks 
they're “big business” 


IDEAS FOR MANAGEMENT 


Manace Crepir ror Minimum § Losses, 


Maximum SALEs ... AuG. 


Credit manager becomes consultant to 
help customers 


“We Save $10,000 a Year” Auc. 


Des Moines firm advocates “‘ledgerless 


bookkeeping” 


'nree Guines To FInanciAt Srasititry. .Avuc. 


Simple analysis of everyday operating 
figures can do the trick 


MARKETING IN Tuts Derense Periop.. .SEPT. 


A sales guide for business during present 
economic conditions 
To Increase Prorits, [Nckrase Em- 


PLOYEE INTERES1 stabs Oct. 


Higher morale & increased profits for all 
will be the result 


Currinc Costs or PAPERWORK Oct. 


Flexible order handling system cuts pet 
sonnel requirements in half 
Seven Ways to Gain Supptiers’ Co 
OPERATION te Oct 
Here’s how to make them a major asset 
in building sales volume & profits 


\Nlorre Sates Brinc More Propiems Oct. 


New customers, allocation & priority 
education lead the list 


Ieacn Tuem How to Waitt ; Rt oe a 


Writing lessons speed distribution, cut 
costs 


Pornt Sates Errorts iw Ricur Direc 


TION Nov. 


Simple method determines profitable & 
unprofitable lines 


CoMBINE OPERATIONS TO Cur Costs Nov. 


One loose-leaf notebook lists rated orders 
& cost information 
Your Apvertisinc—How vO Make It 


Pay Ort Nov. 


Buffalo firm offers proof that “it pays 
to advertise” 
“We Firt Orpers Faster Now” Dre 
This system reduces paperwork by 30% 
Nerv Pricine vs List anp Discount Dr 
An objective report on thi pros and cons 
if both 
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MEETINGS 
TripLe INDUSTRIAL SUPPLY CONVENTION 
Pictures & text report on San Francisco 
Meeting 
RrGIonaL SeaiNnars Win ACCLAIM 


joint) American-National 
n New York 


Jury ’51 


Dec. *51 
300 attend 


ncectuineg 


LAYOUT & DISPLAY 


ARRANGED FOR 
Distributor’s 
nly 4,7 
LAKI 

PLAN1 
5.000 guests toured 500,000 sq. ft plant 

Dousrir Jon ror DispLay 

Ir 
term gains 

Nlorre Roonw Mort 
New stecl warchousc¢ 


ind cconomy 


SELLING 
operations 
50) sq ft. 
Dist RIBUTOR 


5] 


JuLy 
contained in 


SALI 


Oprrns New 


Auc. ‘51 
Ocr. °51 
low pressure” approach for long 
Business Dec 


adds to efficiency 


POR 5] 


EDITORIALS 


Is Your INVENTORY 
+) YEARS O1 
air 
P. A 


I\rPROVI 


loo Hicu? JULY 
AUG 
AuG. 
CJe8. 
Nov 
Dr 


SERVICI 
PROGRAM 
4 Day 

Your Customer RELATIONS 
SEASON S GGREETINGS 


DErENS! aNd You 


FOR 


GENERAL 


SURVEY SOLI 


Revears Dusrripuror 
DARITY 
Joint committec 
unity of thought 
4) Years or SERVICE 
Pictures & text report of our forty years 
iS a magazine 
Day Comes 
& HamMonp ; 
Distributor firm plays host to undergrads 
\ Sartesman’s) Lirt Ont HArp 
Work, But D1 
an 


Ar 
study demonstrates 


Xt 


Casi ro StrRONG, CARLISLE 


On 
Is Ot 
finds time for playing and enjoving 
too 
Pir INpuSTRIAL SALESMAN’S JoB At OpEN 
Hous 
\ picture story of the part one salesman 
plaved at his company’s open housc 


hom ° 


Dt 


PROMOTION 
NOVELTY 


linagination 
for direct mail 
House Orcan Servis Irsert 
SALES 
ittl< 
results 


Maimincs Brine Resutts 
for maximum 


(OF 
Use results 
BY NIAKING 
On 
Sc learns of 


distributor tangibk 


DEPARTMENTS 

liow You 

Utilize small display area in 5 ways 

Store nuts & bolts in steel drums 

Keep stock logs handy to 
tsclf 


Can 

Jury "51 122 
Jury 5] 122 
cata stock 


"SI 122 


JULY 


INDUSTRIAL DISTRIBUTION 


Sell wrench line with 
man” 

Store hose 

Demonstrate product applications 

lie inter-com to chute to speed order 
filling . pase Gee 

Sell em more with display unit 

Get maximum benefit from 
shelf investment 

Promote sales with repair service 

Find that tap, drill, reamer or dic in a 
hurry ; : Ocr. 

Hide vour safe when it can’t be moved. .Ocr. 

l'acilitate handling of steel stock 

Save barked shins & lost tempers 

Store drill stock night up with 
verted table 


‘silent sales 


AuG. 


AuG. 


THM 
SEPY. 


con 


SALESMEN SAY 
Give undivided attention, suggest tie-in 
sales .. JULY 


Auc. ’5 


Nov. ’ 


‘] 
] 


Serr. ’ 
Seer. 75 


Ocr.. "5 


Nov. ’5 
Nov. °5 


One sure way: Get up early, work hard. .Jury "5 


Customer is your boss, not management. JuLy 


You can talk too much & say too little. .Auc. ’51 


You can’t afford not to make calls... 

Don’t peddle single units, sell entire 
assemblies ee 

'camwork on inside keeps outside buy 
ing . ; ‘ 

Got a head for figures? Try transmission 
sales ‘ ~ oe 

Push light welding; it’s a natural for 
tie-ins 

Don’t lose P.A.’s slow 

Improve product knowledge for sales 

Know-how full linc 
sale : 

Stopgaps “‘make do” these delivery dog 
days 


Aue. 


Sept. 


order because 


on Can save youl 


Dec. 


Sclling’s the same wherever vou 
but . 
The salesman’s props 
knowledge 
Door OPENERS TO SALES 


a 
20 


Service, product 


JULY. 
Door 
Door 


OPENERS TO SALES 
OPENERS TO SALFS 
OPENERS TO SALES 
OPENERS TO SALES 
OPENERS 10 SALES 


Door Oct. 
Door 


Door 


Derense Topics 
The Outlook for Metal Supplies. . 
Industry’s Expansion Plans Keep Grow 
ing 
Business 
Future ; eis 
Defense Production—And 150 Wings. .Ocr. 
European Defense Problems Build Up. .Nov 
Cost-Push Inflation On Its Way Dec 
\WASHINGTON BULLETIN JuLyY 
WASHINGTON BULLETIN 
WASHINGYON BULLETIN 
\WASHINGTON BULLETIN 
WASHINGTON BULLETIN 
OurTLook FOR BusINEss 
OutTriooK FOR BusINEss 
OurLook FoR BUSINESS 
OurTLook FOR BusINEss 
OuTLOOK FOR BUSINESS 
Ourrtook ror Bustness 


JULY 


Outlook for the Immediate 


Nov. 

JULY 

Auc. 
Sept 
Oc 
Dre 


¢ DECEMBER, 1951 


Aus. ’ 


SEPT. ’ 


Oct.” 


.Dec. ’ 


Dec. ’ 


Ave. ’ 


Dec. * 


5 
5 


Sepr. 75 
Ocr. *51 
Oct. ’ 


e 
Aue. ’5 
Sepr. 75 


Nov. °5 
Dec. 75 


Sepr. '51 


51 
Auc. *5] 
GOcr. "51 


] 


Nov. ’5 
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New Minder Branch Occupies Block in L.A. Jalbert, Clarkson Win 


Hardware Trade Tourney 


Brownie Jalbert of Bay State ‘Tap & 
Die Co., and George Clarkson of 
Whitman & Barnes, tied for first place 
honors when the New York Hardwrac 
Irade Association staged its annual 
Calcutta Sweepstakes at Plandome 
Golf Club, Long Island. Both posted 
net scores of 70 
Second place went to John Barnes, 
Atkins & Co., who had a net 
Vied for third place honors 
72 were James Jaques, Nichol 
son File Co., and MacCreary of 
Carroll-McCreary Co., Inc., Brooklyn 
The annual golf outing attracted a 
record number, 64 
Minder Chain & G ». is located im the 
reat Los Angel wildings wall 0¢ up 


Alden Supply Co. 





For the third tim the twent Changes Hands 
wht \ I tha hy ompal " 
‘eit ee Bad Southwest j = Morse Chain Makes Smith New OWNCTS ind executives of the 
Minder, president and general man. Ithaea Plant Manager Mden Supply Co., Philadelphia, are 
wer of the J. W. Minder Chain & George D. Knapp, president, John | 
Gear Co. Los Aneck See aay Louis P. Smith has been appomted Wood, vice president, treasurer and 
further expansion of the firm manager of the Ithaca plant of Morse sales manager, and Robert Gibson, 
Neer Gietitites will ercen a hain Co., subsidiary of Borg-Wamer _ vice president and secretary. 
Corp The new officers have been in the 
Mr. Smith formerly was vice presi supply business in Philadelphia for 
dent in charge of manufacturing of | many years, and are well acquainted 
the French & Hecht Division of Kei with manufacturers’ suppliers as well 
ev-Haves Wheel ( is industrial users 


block on the west side of ( 

between 60th and G6lst strec 

Angeles. This site is actually in the 
center of the industrial activity of the 
greater Los Angeles arca, being mid 
vay between the Harbor on the South 
md Glendale on the North, Santa k« 


Springs on the Fast and El Segundo Yale & Towne Display Uses Carnival Atmosphere 








on the West. Access is easily gained 
by main through city streets. and pre ; tin Ld 
ent and ontemplated freew WS \ pri 
vate spur track supplies access by rail 

Office warchouse and manufac 
turing facilitic will occupy approxi 
mately 52,000 q. ft. of floor space 
\n open fenced paved vard of $,000 
sq. ft. will be utilized for steel stor 
we and = fabricating, and another 
fenced paved yard containing 10,500 
q. ft is provided for off-the-strect 
parking and truck loading 

Principal products manufactured b 
the J. W. Minder Chain & Gear Ci 


} 


are gears and sprocket wheels for 
tvpes of dri ind convevor chains. In 
iddition to its manufacturing opera 
tion the firm represents manufacturers 
of power transmission equipment . , : 
The firm also maintains operations GAMES OF SKILL were participated in at the Yale & Towne exhibit at the 
through sales, warehouse and shop National Hardware Show recently. A shooting gallery and a wheel upon which Yale 
facilities located in Portland, Oregon locks and hardware products replaced the usual numbers, were featured 
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Makes Major Sales Changes 


It’s The Next Hundred Years That Count Division of Jeffrey Mfg. 
The conveyor division of The Jef- 
frey Mfg. Co., Columbus, Ohio, has 
made major changes in the industrial 
sales organization. 
Lincoln Kilbourne, formerly man 
ager of sales, product engineering di 
vision, becomes manager of sales, con 
veyor division. C. G. Hawley, district 
manager of the Jacksonville office, re 
places Mr. Kilbourne. L. Cole, sales 
engineer in the Columbus territory, 
has been named district manager ot 
the Jacksonville office, replacing Mr 
Lawley. 

Paul Lawall, formerly district man 
iger of the New York office, returns 
to the home office in Columbus as 
manager of sales, general engineering 
Executives were busy at open house celebrating 100th anniversary of J. Fegely & Son, division. R. W. Sweitzer, district 
Pottstown, Pa. Above: G. S. Berfolrt, W. W. Kline, H. L. Wauger, J. C. Fegelv, manager of the Philadelphia ofhfce, 
J. KE. Reuginger, T. A. McCaslin II, and J. McCaslin takes over Mr. Lawall’s job in New 
York. W. K. Myers, district manager 
in Boston, moves to Philadelphia and 
will be in charge there. Paul Hendry, 
who has been working out of the Mil 
waukee office, becomes district man 

scr at Boston. 
Dan Knies and A. W. Lemmon 
have been named consultant sales en 
gineers of the conveyor division in 

Columbus 





Medart Co. Appoints Gans 
Cincinnati Representative 


The Medart Co., St. Louis, Mo., 
has appointed Howard S$. Gans their 
representative in Cincinnati, Ohio. H¢ 
will make his headquarters at 426 
l'ransportation Bldg, in Cincinnati. 

Mr. Gans will cover the lower half 
of Ohio plus a section in Indiana and 


Kentucky. 


Salesmen turned out en masse to demonstrate products and contact customers at 
Fegely open house. More than 800 guests attended the show 


J Icgcly & Son, Pottstown, Pa... 
recently celebrated its hundred years 
as a business enterprise with an open 
house. The firm was founded in 1851 
by the late Jacob Fegelv, who with his 
brother Issac and the late William 
Swinchart, opened a lumber yard to 
which, a short time later, coal and 
hardware were added 

the firm has factory and mill 
supply accounts in Pottstown, Read 
ing, Coatesville, Downington, Spring 
City, Roversford and other scattered 
communities. It now handles 750 to 
1000 accounts as compared its 


Refreshment tent was popular : > 
efreshment tent was popular at the meager beginning of 60 


open house of J. Fegely & Son, Potts A o 
town, Pa. Celebrating the 100th anni More than 500 guests attended the 


versary are H. E. Sparks (Industrial two-day open house. Refreshments 
lape Corp.) R. J. Zobel (Rustoleum were provided by a local caterer, and 
Wallace Miller and George Malloy imprinted matches and six-foot steel 
S PS. Co rules, were distributed as favors Howard S. Gans 


FOR ADDITIONAL NEWS, SEE NEXT PACE ==> 











Open House Inaugurates Moorlane 


DOOR OPENING William 
Moorlane Co., Tulsa, Oklahx 
branch office and warch¢ 


h managers look on 


\ 


Ihe 


ran 


CLUB CAR located on the Moorlane 
of the entertaining. In the warelx 


freshn d. D. M 


Tit 


ient 


ially opens new Denver 
officers 


USE 
1s¢ 


Huffman is 


loorer, president of 


f NMoorlane, which 


, directors and 1946. Acting as hos 


Denver Branch 


formal opening* 
has been represented in Denver since 
ts were W. D. Moorer, president of the 


ompany from ‘Tulsa; D. M. Huffman, Denver branch man 


ger, and other bran 


siding was used for 
itself, additional 


cated in left 


VISITORS inspect 

ited at 275 K 
nost modern of its t 
pre-cast concrete 


> Kalamath St 


ch managers and factory representatives.§ 


the premises of the Moorlane branch, 
The new building is one of the 
vpe in the city with wall construction of 


bs 





Boston Woven Hose To Build 
Rubber Reclamation Plant 


Woven Ilose & 
Cambridge, Mass., has 


$1,000,000 


Rubbei 
broken 
rubber 


Boston 
UO., 
ground 
reclamation plant 

Using 
veloped by company the 
factory will help to conserve 
scarce rubber supplies by extracting 
ill usable materials from scrap auto 
tires, and other waste rubber. The 
entire output will go into the com 
pany’s own manufacturing operations, 
ot gi 


On a new 


] 


in all cparation process ce 


engineers, 
new 


which include a large volume NV 


126 


emment orders. It is expected that 
the plant will be completed sometime 
in the second quarter of 1952 

\W. L. Larkin, vice president and 
treasurer, James W. Walton, factory 
manager, and Mayor Edward Crane of 
Cambridge participated in ground 
breaking ceremonies at 29 Hampshire 
St.. Cambridge. 


Transmission Council Moves 


Transmission Council, 
to 3 Broadway 


Vhe Power 
Inc., has moved 


New York 7, N. ¥ 


5/0) 
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Barker, Rose & Kimball 
To Change Firm Name 


Barker, Rose & Kimball, Elmira, 
N. Y., industrial supply firm, will 
change its name to Rose, Kimball & 
Baxter, Inc., on Januarv Ist. 

Rexford L. Baxter has been asso- 
ciated with the company since 1935 
ind now serves as assistant treasurer. 
S. Roberts Rose is president of the 
concern; M. Gloyd Kimball is vice 
president in charge of sales; S. Edward 
Rose is treasurer and chairman of the 
board; and W. Henry Van Duzer is 
office manager and secretary 








Yale & Towne Mfg. Co. 

Announces Major Promotions 
i the macan 
locks and hardware 


manufacturing operations of The Yale 
Nifg. Co., have 


Pwo miaqor promotion 
igement of the 
& ‘Towne been an 
nounced 

Leo J. Pantas, works manager of 
the Salem, Va., Division, has been 
ippointed general manager of the 
Stamford Division succeeding Milo F. 
McCammon, who resigned to accept 
i position with another company. 
Marvin C. Bonine, who joined Yale & 
lowne as assistant to the works man 
iger of the Stamford Division and has 
been director of its industrial relations 
department during the past vear, has 
been named to succeed Mr. Pantas as 
works manager of the Salem Division. 


I. D. District Managers 
Join 25-Year Club 


I'wo INpusrRIAL DisrRiBUTION dis 
trict managers, Ed McOsker of Cleve- 
land, and John Ora of New York and 
Philadelphia, recently joined the 
McGraw-Hill 25-Year Club. The event 
vas marked at a 25-Year Club dinner 
in New York Nov. 27. 

With its two new 25-year members, 
INpusrRIAL DistrinsuTion now has 
three in the McGraw-Hill club. Elmer 
Grantvedt, district manager in Chi- 
cago, was the first of I.D.’s staff to 
join the club. He became a member 
three vears ago. Mr. McOsker joined 
INpusTRIAL DisrriputTion on Oct. 1, 
1926, and Mr. Ora on Nov. 1, of the 


same veal 


W. A. Williams Resigns 
From American Pulley Co. 
William A. Williams has resigned 


as chief engineer of the American 
Pulley Co., Philadelphia, Pa. He will 
devote his time to product develop 
ment and consulting engineering. 

Mr. Williams has been with the 
company for twelve years and has been 
chief engineer for eight vears 


Blackhawk Mfg. Co. 
Announces New Salesmen 
Blackhawk Mfg. Co. of Milwaukee 


mnounces two new territory repre 
sentatives: Bernard Robertson and 
Sterling Couch. 

Mr. Robertson will cover the North- 
western states, including Washington, 
Oregon, northern California, Nevada 
and nonthern Idaho. Mr. Couch will 
cover western Arkansas and eastern 
Oklahoma. 


“Tools At Work’’ At Congdon & Carpenter 


EASY AS PIE slicing, Salesman Rus 
sell Viau comments, as Bob Brigham 
passes his metal cutting saw through a 
piece of bar stock. The man to con 
vince (right) was H. M. Dexter, in 
attendance at the Show for the Ameri 
can Woolen Co 


A BIG LIFT or a small one, Salesman 
Viau explains to Customer Albert Kin 
necom, this hoist can do the job. Mr 
Kinnecom’s with Kenyon Piece Dve 
W orks 


Everything on exhibition in ‘The 
Congdon & Carpenter “Industrial 
Equipment Show,” held recently in 
the firm’s facilities in Providence, R. I. 
was a “working” display; the tool ac 
tually was set up to do the job the 
manufacturer had intended it should. 
On hand and working hard them- 
selves, to see that their customers got 
an informed look at everything, were 
executives and salesmen of the firm. 

[he more than 2,000 who attended 
—with a fair sprinkling of Navy and 
other armed services men among them 
—saw wire rope being repaired on the 
spot; manila rope spliced by an expert 
seaman; electric saws that sliced metal 
faster than you'd put a knife through 
butter; other electric tools that planed 
wood, drilled holes, fastened screws 
and bolts, etc 


ENOUGH ROPE. to mect every cus 
tomer requirement was shown to Sales 
man Russell Viau, Congdon & Carpen 
ter, Providence, R. I. and Customer 
Charles E. Allen of Manchester & 
Hudson Co. Pete Schmitt spliced the 
tin. ship brand for them 


CABLE SPLICE on wire rope with 
independent center catches the atten 
tion of Salesman Viau and William J 
Place, master mechanic for The Cres 
cent Co 


A WRIST TWIST brings results with 
this measuring device, says manufac 
turer's man Charles L. Harrop, and 
J. F. Huestis, James M. Husband and 
Salesman Viau wait to be be convinced 


FOR ADDITIONAL NEWS, SEE NEXT PAGE => 











50 Years With Cleveland Celebrated By Caldwell 


lop management and 61 service 
representatives of Cleveland Twist 
Drill Co., Cleveland, honored William 
I). Caldwell, first vice president and 
lirector of sales with a dinner recently 
elebrating his 50th anniversary with 


i compan 


iftair, 


— 
was held in the 


f Hotel Cleveland, 
by J. D. Cox, president; 


ecutive vice presi 
inanager; R. § 
vice president 
Burdett, third 
manuracturing 
Caldwell was 
gift by 


im10n 


pre ind 
ICC 
charge of 
iwineering. Mir 
i handsome those 
icipating in the celebr 
Son of a railroad conductor sta 
tioned at Knoxville, Bill Caldwell at 
17 nt to work for the retail hard 


f NicClung, Buffet & 
long sin mut of bu 


yarticipat 


} 
ill 
Mpa 
SINCSS 


William E. Caldwell 


the firm, was a 
Caldwell. Not 


the hardwarc 


Mr. Buckwell, of 
legendery figure to Mi 
the affairs of 


ictive m 





Distributors’ Men Attend Shaw-Box Sales Course 


epresentatives and selected company personnel of Manning, 


Shaw-Box Crane 


nt sales tramuing 


for the contin 
Shaw-Box Cranc¢ 
f Nanning, Max 
the Sales ‘Train 
them in 

at 


vuntercd 


Cit 
presents is for 
llv indoctrinat 

v-Box” distribu 
id Shaw-Box’s 
opera 

ng tech 

r groom men in 
} 


Il {ul 
thy desig n, application, 
ind selling of all items of “Shaw-Box 
nanutfactu 


ADDITIONAL NEWS STARTS ON PAGE 


& 


Hoist Div Mich., attended 


ourse 


Muskegon 


The first fall of 1951, held 
during the week of October 22, was 
ittended by 40 men from all the 
country, and was the largest group to 
be enrolled to date. Among the states 
represented were: lowa, Minnesota, 
Pennsvivania, Utah, Missouri, Indi 
ima, West Virginia, Michigan, Rhod 
Island, Illinois, New York, Oklahoma, 
\labama, and Texas 

The course is a difficult one, being 
streamlined into +4 days. It co 
if classes on the make-up of each 
product, their applications, and meth 
ods of selling them. It has been widely 
publicized, and is believed by the 
ompany to be an outstanding work 
ing example of a sound sales training 


session 


Ove! 


sists 


program 


company since he was employed by 
Cleveland Twist Drill Company in 
Cleveland, the fact that he was still a 
member of the Knoxville company 
iroused Mr. Caldwell’s interest in the 
Ohio manufacturing company 

If a further reason for Caldwell’s 
interest in Cleveland Twist Drill were 
necded, it was provided by that com- 
pany’s use of a typewriter to make 
out its invoices—the only supplicr of 
the hardware company following the 
that time. That was in 
1901, the vear President McKinley 
was fatally shot while attending an 
exposition at Buffalo 

Mr. Caldwell was being paid $35 
per month for his services at the end 
of his first year of employment after 
starting at a wage of $20 per month 
he was confident he could improve his 
financial position elsewhere. 

So he wrote a letter to the Cleve 
land Twist Drill Company, asking for 
a job 


Mov e 


The next train out of Knoxville, 
after an answer was received, carried 
Bill Caldwell north to Cleveland where 
on November 23, 1901 he was put to 
work as an office utility man at $600 
per veal 

Mr. Caldwell started up the ladder, 
taking advantage of every opportunity 
that presented itself, until he found 
himself on November 1, 1922 moving 
of sales to 


manager 


practice at 


To Cleveland 


into the position as manager 
the retiring sales 
Buckwell. Since he was named 
of sales, Bill Caldwell has 


company’s business volume 


replace 
Mi 
manager 
the 
increase to cight times the company’s 
volume in 1923. His first specified 
dutv with Cleveland ‘Twist Dmill was 
taking the trial balance. That was in 
the days prior to office adding ma 
chines and since the company, at that 
time carried between 7,000 and 8,000 
iccounts on its books, it can be seen 
that the chore assigned Caldwell was 
no light onc 

Finding the received each 
month as salary left him considerably 
short of monev by the end of the 
month, he augmented his income by 
working in the company’s lunch room 
during the noon hour in exchange for 
i free meal 

Phat period in the lunch room 
stood Caldwell in good stead later 
since it enabled him to become per- 
sonally acquainted with every one of 
the 100-odd Cleveland Twist Drill 


] 
mprovees 


seen 


S50 he 


Continued on page 221) 
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There's a YALE hoist 
for every lifting job! 


* Sculptor, steel man or stevedore—they’re all part 
of your market for YALE hoists. 
It's a big market because YALE has a big line—a specific 
hoist for every specific job. Electric hoists, hand hoists, wire rope 
and chain hoists, trolley and hook suspension hoists...YALE makes ’em all! 


This variety gives you an important selling plus, 
makes it easy to satisfy your customers with a hoist that’s exactly 
right, one that gets the job done faster, more safely, at less cost. 
Illustrated is a YALE Spur-Geared Hand Chain Hoist. It’s the most widely 
used hand hoist in industry—and another good 
reason why the YALE line is a profit line for you. 
Recommend YALE for every lifting job and you'll keep your 
hoist sales at peak levels. The Yale & Towne Manufacturing Co., Phila. 15, Pa. 


YALE & TOWNE 


trademark of The Yale & Towne Manufacturing Company 
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| Door Openers To Sales 





Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks 


WHITE CHRISTMAS: One of the newest types of inside Yule decorations is 
“canned snow”. It’s a liquid mixture of plastic and two chemicals. When sprayed 
on a Christmas tree, it forms flaky crystals resembling snow. Probably the next 
step will be to refrigerate the tree to make real icicles. 


CHECKED YOUR OIL LATELY? In a period of soaring costs for nearly all 
commodities, don’t overlook such seemingly small items as the right weight oil in 
your automobile. Incorrect weight can cost as much as seven-tenths of a mile per 
gallon. 


THE HIGH COST OF DIVORCING: ‘Taking note of the trend in recent 
labor-management contracts, a federal judge in California inserted an escalator 
clause when granting a divorce decree. Alimony payment to the divorcee will 
be based on the rise and fall in the BLS consumer’s price index. 


HUMAN PINWHEELS: ‘The Navy is developing a one man helicopter that 
will weigh less than 100 pounds, and consist of not much more than a rotor 
clamped on to the flier. It will be the closest thing yet to man flying like a bird. 


UNCOVERING MACHINE TOOLS: More than $1,500,000 worth of used 
machine tools, in good condition, were found recently buried in a tunnel in 
Austria. ‘They had been stored there by the German army during its retreat 
from the Russians. After some preliminary negotiations, the tools may become 
available to American users 


FOOD FOR THOUGHT: In 1950, the federal government took in taxes 
$5 billion more than the nation’s population spent for food. Federal taxes last 
year were over $50 billion; the nation’s food bill was only $45 billion. If state and 
local taxes were counted in, the difference would be even greater, as the people paid 
over $69 billion in taxes to all levels of government. 
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POWELL 
is more than 
a name 
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NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 

















Pipe Union 


Made From Seamless, 
Forged Steel 


\ new 300# Steam Pipe Union, 
made from seamless and forged steel, 
is now being manufactured. It is listed 
by Underwriters’ Laboratories for use 
with all piping applications, iicluding 
hazardous liquids, and 2000# cold 
water, oil or gas, non-shock 

his union supplements the Capitol 
250# Union and, in black, is im 
pregnated with an effective rust re- 
sistant. The unions are also supplied 
zine coated. All unions are furnished 
with a brass to steel ground joint seat 
and, for modern merchandising, are 
cartoned in convenient quantities. 
Unions are manufactured in sizes 4 to 
2-in. inclusive 

The Capitol Mfg. & Supply Co., 
Columbus, Ohio—Industrial Distribu 
tion, Dec. 1951 


Air Drills 


One Piece Housing, 
Automatic Lubricator 


A new series of small lightweight 
portable air drills have been an- 
nounced which feature one-piece 
housing; a more powerful redesigned 
five-vane air motor; built in automatic 
lubricator; advancement in_ throttle 
valve design to eliminate air leakage; 
a specially designed muffler; and a 
palm-fitting handle. 

Known as the OA and OB Multi 
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Vane Drills, the tools are available in 
several different speeds for work up 
to 4-in. capacity. ‘The units weigh 
from 2-2 to 3-4 lbs. Two stvles of 
handles are available Attachments, 
both straight and angle types are avail 
able to adapt the tools to reaming, 
tapping, wire brushing, sanding, screw 
driving, nut-running and close quarte1 
drilling 

Ingersoll-Rand Co., New York, 

Y.—Industrial Distribution, Dec. 
1951. 








ROCA CEE, PeRRE WIRRCIENE 6 COMPH 
ane FORCED TO FOLLOW CORTOUE OF 











Pliers 


Full Forged 
Ribbed Joint 


Forged-rib joint pliers for which a 
claim of extra strength is made due to 
the ribbed joint being full forged are 
now being manufactured. The ribs arc 
formed in the forging process; there is 
no machining of the joint itself 

Ihe new 507-10 pliers are claimed 
to be extra strong because the steel 
fibre structure remains completely in 
tact, shaped ideally for withstanding 
maximum stress and strain 

Utica Drop Forge €& Tool Corp., 
Utica, N. Y.—Industrial Distribution, 
Dec. 1951. 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1951 


Electric Drills 


Balanced, Powerful, 
Light Weight 


This new line of electric drills is 
said to be more powerful, more pet 
fectly balanced and of lighter weight. 
Advantages claimed are higher load 
speeds for continuous use, thorough 
Milwaukee built 9-point heavy-duty 
Universal-type motor and _ greater 
torque through double and triple re 
duction gearing. 

‘our times greater volume of air 
streams are said to be constantly di 
rected over and around vital parts by 
a specially designed cyclonic type cool 
ing air fan. Lifetime lubricated ball 
ind roller bearings are used through- 
out. 

The Milwaukee Hole Shooters are 
offered in 4 model sizes: Model C312 
in 4-in. capacity, Model D582 in §-in. 
capacity, Model E343 in 3-in. capac 
ity, and Model K783 in § capacity. 

Helical cut gears of special steel are 
used with double reduction gear train 
drive in the 4 and 8-in. capacity sizes 
ind triple reduction gearing in the 3 
and g-in. models to meet higher torque 
requirements. 

Available with either regular heavy- 
duty 3-jaw geared type key chuck or 
with Morse taper sockets. 

Milwaukee Electric Tool Corp., 
Milwaukee, Wisc.—Industrial Distri 
bution, Dec. 1951. 


(Continued on page 136) 











37% SAVED on BRONZE BAR STOCK?! 


West Coast Sales Agent: 
KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif. 


American Smelting and Refining Company 


OFFICES: Perth Amboy Plant, Barber, New Jersey 
Whiting, Indiana 


INDUSTRIAL DISTRIBUT 


... by buying Asarcon 773 (SAE 660) in exactly the length 
needed. 

If the shop had used standard 13” lengths of bronze, it 
would have bought 569 lbs. of metal . . . because the job 
called for twenty-one 8” lengths of 3” diameter tubular bars 
with a wall thickness of 1”. 

By ordering Asarcon 773 in exactly the length required 

. an 82” piece and a 90” piece . . . the shop bought only 
356 lbs. of metal. Savings over 37%! And no short ends! 

Asarcon 773 bar and bearing bronze is continuous-cast 
in diameters 42” to 5”, cored or solid, in 105” lengths . . . 
216 stock sizes of rods, tubes and shapes available. 
Distributors will cut this warehouse stock long or short in 
exactly the length you need. 


Round or symmetrically shaped bars and tubes, special 
alloys and longer lengths can be made to order. 


Send for this free catalog on 
Asarco Continuous Cast Bronzes. 
It contains physical properties, 
table of weights, photomicro- 
graphs, table of stock shapes 
and sizes and other data. 
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YOU CAN FILL 


THAT ORDER FROM 


THE COMPLETE As a Winter dealer you can quickly 
satisfy all of your customers’ tap needs. 
WINTER LINE 1 your ginin sbi Uesiadnncune 

simply call the nearest Winter branch 
warehouse. Winter branches are 
strategically located at New York, Detroit, 
Chicago, and San Francisco. Each carries 
the complete Winter line of hand, 


il a Rg delivered when it is needed. 


WINTER BROTHERS COMPANY - Division of the National Twist Drill and Tool Company, Rechester, 
Michigan, U.S.A. - Distributors in Principal Cities - Branches in New York, Detroit, Chicege, Sea Francisco 











wabn sass ow SILENT SALESMEN 


NATIONAL 














NA. 


NATIONAL "© 


f Fan A ER, 3A 


Typical of the sales aids made available to National distributors 
are the three envelope stuffers shown above. Helping 

its dealers by means of liferature, catalogs, point-of-sale 
material, national advertising, and personal service is an 
obligation cheerfully assumed by National. It is a plus 

value over and above the advantages deriving from the prestige 
of the National name and the inbuilt character of the 

complete National line of rotary metal cutting tools. 
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NATIONAL TWIST AND COMPANY, Rochester, Michigan, U.S.A. + Distribsters in 
Principal Cities - Factory Branches: New York - Chicage - Detroit - Cleveland - Son Francisco 




















Hole Saw 


Follow-Through Type, 
For High Speed, Heavy Duty 


Under the brand name “Blu-Mol,” 
a new line of high-speed, heavy-duty, 
follow-through type hole saws in sizes 
up to 44-in. in diameter have been in 
troduced 

Using a 
welded to an 


edge 
the SC 


high-speed _ steel 


allov steel back, 


gang cutting tools are said to be capa-_ 


ble of fast, clean cutting in any ma 
chinable material 
Holes to a depth of 14-in. mav be 


cut in solid stock. The saws can be 
used in portable power drills with }-in. 
chuck for the smaller sizes, 4-in. or 
larger on the bigger saws. Or thev 
mav be used in raidal drills, lathes, or 
drill presses. Complete line includes 
40 saw sizes ranging from g to 44-in., 
three sizes of driving mandrels equip 
ped with 4-in. high-speed pilot drills, 
and a 12-in. mandrel extension 
Miller Falls Co., Greenfield, Mass 
Industrial Distribution, Dec. 1951 


Coolant Table 


Self-Contained 
Coolant System 


\ new coolant table, equipped with 
a built-in pump and reservoir and eight 
semi-rigid, flexible metal coolant noz 
zles has recently been introduced 

the Commander Coolant Table, 
vith its self-contained coolant system, 


takes advantage of a shorter coolant 





-_ 
} 











circulating stream to deliver full vol- 
ume flow from one to eight nozzles, 
assuring an adequate supply of coolant 
at the precise point the user desires. 
The manufacturer claims greater 
convenience, simplicity and portability 
for the table because long hose lines 
and floor units are eliminated. The 
table is easily moved from one ma 
chine to another when required. The 
semi-rigid flexible metal nozzles can 
be quickly and easily set to any posi 
tion. The flow from each nozzle may 
be individually controlled from a 
trickle to full volume. The table sur 
face is precision ground to provide a 
smooth working surface and _ this 
squareness, plus adequate coolant pro 
duces better holes—to size—straight 
saves jigs and fixtures—increases 
tool life. 
Commander Mfg. Co., 
Industrial Distribution, Dec 


Chicago, Ill. 
1951 


Belt Sanding Unit 


Designed For Inside 
Diameter Sanding 


\ coated abrasive belt sanding unit 
has been designed for inside diameter 
sanding, grinding and polishing work. 
Adaptable to cither free running or 
platen backed coated abrasive belt op 
erations, this unit has proven to be 
successful on such items as bomb 
straps, horn rings, gas tank necks, tin 
snips, and heavy shear rings. ‘The unit, 
called the Tongue sander, is not manu 

(Continued on page 138) 





Product 


Manufacturer 


Product 


Manufacturer Page 





Pipe Union 
Air Drills. 
Pliers 

Electric Drills . 
Hole Saw... 


Coolant Table. 


Speed Chuck 





.. The Capitol Mfg. & Sppy 
. Ingersoll-Rand Co. 
.Utiea Drop Forge. 

. Milwaukee Elec. Tool 
Miller Falls Co. . 
. Commander Mfg. Co. 

Belt Sanding Unit. .Behr-Manning Corp.. . 


Wallace Pawley Enterprises. 


First Aid Kit 


Center 


Respirator 


Utility Pump... 


Conveyor Belt 





Air Press........ 


Impactor Handle. . 


Grinding Machine . 


.Famco Machine Co. . 


The Ready Tool Co... 


. Mine Safety Appliance. 
. Edward Valves, Inc 


. Kenco, Inc 


. Norton Co 


Baldwin Belting Inc... 
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NO. 1501 
150-Ib. 
Cast Steel 
Gate Valve 











Cash in on the Reputation 
‘ a | - “ 7 = 
of R-PaC Cast Steel Valves 
@ R-P&C was a pioneer producer of cast steel valves. R-P & C research engineers 
furthered the development of these valves and consistently improved their quality. 
Today there is a complete line of R-P & C Cast Steel Valves ... and Fittings ... which 
give uninterrupted, trouble-free service throughout industry. 





This fine reputation creates acceptance among valve users. It encourages reorders 
and increases distributor sales. It enables you to cash in on the reputation of R-P & C 


Cast Steel Valves. Write nearest R-P & C district office for information. 


| 
R-P & C VALVE pion 
AMERICAN CHAIN & CABLE 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1951 











=| 3 


(AUUUACUAUAL 





The COMPLETE Line of 
Socket Screw Products 


—Made by specialists in socket screw 
manufacture in a plant devoted exclu- 
sively to the manufacture of “Blue 
Devil” Socket Screw Products. 


Socket Set Screws—recessed, safer set 
screws. Can be tightened more firmly 
without danger of stripping heads or 
slots. Available in cup, cone, oval, flat 
or half-dog point. 


Socket Cap Screws—Internal wrenching 
saves space. Easy to use, no battered 
heads or stripped slots. “Blue Devil” 
socket screw products have precision- 
made class 3 thread fit. 


Socket Pipe Plugs—stronger, safer pipe 
plugs of heat treated alloy steel. Better 
seal, easier wrenching. 

Socket Screw Keys —for all standard 
sizes of hexagon socket screw products. 
Also cadmium plated key kits for indi- 
vidual workers. 

Socket Stripper Bolts—also for cam mo- 
tions, link attachments or wherever a 
strong, long-wearing stud is required. 





Flat Head Socket Cap Screws — new 
flush-type screws with hex socket for 
tighter fastening. Fit standard counter- 
sink 





Sold thi ough Industrial 


Supply Distributors 


6500 AVONDALE AVE., CHICAGO 31, ILL. @ 11 Park Place, N. Y. 7, N. Y. 
Warehoused in the West by Liberty Equipment & Supply Co., 2010 E. 7th St., Los Angeles 21 


Warehoused in Canada by H. Paulin & Co., Ltd., 10-16 St. Patrick St., Toronto 
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New Products 


Starts on page 132 

















facturcd or sold, but can be easily 
assembled using standard available 
parts. 

Beht-Manning Corp., Troy, N. Y.— 
Industrial Distribution, Dec. 1951. 





Speed Chuck 


With Independent Jaw 
Zeroing Adjustment 


Ihe Standard Hampton Speed 
Chuck is said to have a wide capacity 
range which handles all shapes of 
stock with the same jaws and which 
permits individual jaw adjustment for 
zeroing run-out, or compensating for 
wear as if occurs. 

The three jaws close universally, yet 
each is capable of individual adjust 
ment over its full capacity range. This 
not only permits exact zeroing adjust 











THE BEST WIRE ROPE FOR USERS 
IS THE BEST WIRE ROPE FOR YOU 


—— 


| 
| 
| 
| 
| 
| 
| 
| 





Roebling Wire Rope will give your customers _ engineering staff is always cheerfully available. 
the finest rope their money can buy... rope 
which is outstanding for durability and tough- 
ness. Value like that is the surest sort of business 
builder for distributors. Roebling helps boost 
sales in these other ways: 


2. Roebling distributors know it is more profit- 
able to sell the rope identified by the best known 
name in wire and wire products. 


3. Year in, year out, full page advertisements 
in color tell the right men in every industrial 

1. Roebling supplies distributors with acom- _ field about the extra advantages of Roebling rope 
plete line...the rope best suited for each instal- _... special messages are addressed to manage- 
lation. Technical assistance from Roebling’s _ ment in general publications. 


JOHN A. ROEBLING’S SONS COMPANY, TRENTON 2, NEW JERSEY. 











Atlanta, 934 Avon Ave * Boston, 51 Sleeper St * Chicago, 5525 W. Roosevelt Rd * Cincinnati, 3253 poy Ave * —— 701 St 

Clair Ave, N.E. * Denver, 4801 Jackson St * Detroit, 915 Fisher Building * Houston, 6216 Navigation Blvd * Los A h 6S. Al da St 

* New York, 19 Rector St * Odes.a, Texas, 1920 E. 2nd St * Philadelphia, 230 Vine St * San Francisco, 1740 17th St ; peng 900 Ist 
Ave, S. * Tulsa, 321 N. eee St * Export Sales Office, Trenton, N. J. 
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Yes, youcan use a DART 


Over and Over Again 
and it still stays tight! 


This True Ball Joint Makes the Difference 


When you buy a Dart Union you're truly driving a 

tight bargain! 

Because Darts can be used over and over again 
you get a bonus in extra service — for years. 

Because they tighten easily — and stay drop tight, 
installation is easier and nuisance maintenance and unnecessary 
service calls are avoided. You can thank the heavier construction of a 
Dart and spherical grinding to a frve ball joint for this. 

Because body and nut are made of practically in- 
destructible, air-refined malleable iron, and bronze is used for both 
seats — the outside withstands abusive wrenching and stress, the in- 
side, corrosion and pitting. 

Just sell ove Dart and chances are that customers 
will go 100°; Dart. 


aN 


DART UNION COMPANY 
Providence 5, Rhode Island 
The Fairbanks Co.— Distributors 
Boston New York Pittsburgh 


UNIONS 


Round work n be gripped 

leased without stopping the chuck on 
lathe applications. Chucking is ex 
urate and will repeat to 
tenths Other applica 
1 ing machines 
chic pla ( 
ntia 

1 
l iding sleeve 


t pped for 


mount 
Kumate 


ividuall 


l with ] 
WrAace \dapto 
I} small lathe ind 
medium size lathes, including 
lock and taper spindk Special 
{ id pt iT plat i ib] 
onary applications, such a 
ie h nec ind IT I] pres uses 
lace Pawley Enterprises, L« 
Calif._Industrial Distril 














First Aid Kit 


Belt Type 
Canvas Pouch 


[his kit is a canvas pouch provided 
vith loops for holding the following 
gauze roller bandage; adhesive com 
pl tourniquet, scissors, and for 
eps; Merthiolate applicator vials; ab 
orbent gauze compresses; gauze pads; 

MISA Foille burn treatment; triangl 

bandages; a dermal pencil; an indel 

ible pencil; and injury report cards 

Phe belt also has a clip for holding a 

flashlight 

Mine Safety Appliances Co., Pitts 
burgh, Pa.—TIndustrial Distribution, 
| Dec. 195] 
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Beir . 
WiMmears, 


WS, WA, Wh ms eae: 


2 Bake 


4a8 


growing organization built on 
precision,quality and service... 


CHICAGO-LATROBE metal 
cutting tools are produced in 
a modern plant to rigid and 
exacting specifications as re- 
quired to meet today’s needs. 
Intricate precision controls 
throughout manufacture and 
heat treat, coupled with an 
able engineering department 
and trained staff of inspectors, 
is your guarantee for tools of 
the highest quality. 


® 


For Efficient 
Operations 


Speci 
CHICAGO-LATROBE 
Double Cicte fools 


PHONE YOUR 
3/ =} CHICAGO-LATROBE 
Y DISTRIBUTOR 


CHICAGO -LATROBE 


4 Ww. ONTARIO. ST., CHICAGO 10, iLL. 


Branches: NEW YORK «¢ PHILADELPHIA 


Double Ciel Teal 


DRILLS e REAMERS e COUNTERSINKS e COUNTERBORES © CARBIDE TOOLS ¢ SPECIAL TOOLS 


DETROIT *« LOS ANGELES 
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Imitation, as the saying goes, is the greatest source of 
flattery. However, there are times when it can also be 
the greatest source of trouble. So, remember when 
buying, stocking or selling screw anchors... 





" {| Py’ 
_ CAN PROVE DANGEROUS! 


The word “Rawlplug” used in connection with Jute Fibre 
Screw Anchors is exclusively the property of The Rawl- 
plug Company, Inc. For forty years it has been secuzed to 
them by common law and by trademark registry. It is the 
corporate and trade name of the company and specific 
product of their manufacture. 

BE SECURE BY BEING SURE 

Look for the Trade Name 

IWLPLU 


on the Blue Box 











When you use Rawiplugs you are using 
the original and genuine. . . the only screw 
anchor with the features that make them 
worthy of imitation. ..RAWLPLUG! 


WLPLU because of their chemically treated braided jute fibre con- 
struction... Hold Better... Last Longer . .. Weigh Less and Hold More! 
They ... Eliminate extra troublesome spotting and layout work. Rawlplugs 
are the only universal anchors which can be used in any material. 


“IF YOU DON'T USE atl . . . THERE'S A SCREW LOOSE SOMEWHERE” 


For further information write Dept. I 


THE RAWLPLUG COMPANY, INC. 


271 GHURCH STREET + NEW YORK 13,N.Y.| _ 


is 


THERE ARE RAWL EXPANSION BOLTS, SCREW ANCHORS AND MASONRY DRILLS FOR EVERY NEED 
SOLD THROUGH ALL LEADING HARDWARE, ELECTRICAL AND MILL SUPPLY HOUSES 
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Air Press 


Twenty Models, 

Built-In Controls 

\n air press has been added to the 
F'amco line of machinery. Said to be 
exceptionally sturdy, it is made in 
models with 4 to 34-ton capac 
Among the features claimed, is a 
rictionless cylinder of diaphragm dc 
requiring no lubrication. All mod 


i built-in pressure gage, infi 


idjustable stroke coupled with 
extra-long maximum © strokes, ram 
keved to prevent rotating, large work 
ng surface, and infinitely vertical ad 


] 7 
justment with no bolts to loosen o1 


remove 
Famco Machine Co., Racine., W isc 
Industrial Distribution, Dec. 1951 


Center 


Minimizes Overhang 
Increases Lathe Versatility 


of Red-E. Anti-Friction 

if a built-in tvpe that elimi 

werhang, has been developed 

ire said to permit full clearance 

is well as maximum distance between 
centers. 

They are assembled with precision 
ingular contact, anti-friction ball beat 
ings, pre-loaded and “locked-in”. 
Bearings. are mounted for maximum 
radial and thrust load capacity. The 

bvrinth seal retains and preserves the 


Continued on page 146 





ell The 
V-Belt Drive 


which all industry likes best 


Today more machinery is equipped with QD sheaves 
than any other hub-and-rim combination. And the 
popular Worthington-Goodyear EC Cord V-belts give 
you over 75,000 sheave and belt combinations. 

Worthington’s FHP line is also complete—quick- 
detachable QD Junior V-pulleys, bored-to-shaft-size 
solid machined steel V-pulleys, die-cast V-pulleys, 
pressed steel \ -pulley Ss. 

Worthington Multi-V-Drives with QD sheaves and 
Worthington-Goodyear EC Cord V-belts are nation- 
ally advertised. And there’s always a good “plug” for 
doing business with our distributors. 

Sell Worthington across the board—it’s the complete 
quality line. Worthington Pump and Machinery Cor- 
poration, Multi-V-Drive Sales Division, Buffalo, N. Y. 


THE GOOD RIGHT tA 


POWER TRANSMISSION: PUMPS: 
sheaves, V-belts, variable speed drives centrifugal, power, rotary, steam water-cooled, air-cooled 


WORTHINGTON QD sHeave 
reac ae 


The original tapered cone grip sheave that 
is preferred by men who have to install or 
change sheaves — purchased more often 
than any other. 


HAND OF INDUSTRY 


AIR COMPRESSORS: 
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Delta Tools at Work—Delés ADS at Work 


These Delta ads tell the story of Delta’s un- It’s just a question of putting across the facts— 
matched versatility in the industrial field—with telling the story of Delta superiority. These ads 
actual case histories. Here is the proof you need to tell that story—over and over again—in the 
convince any customer—any potential customer publications your customers read. Now you tell 
—that Delta Power Tools have what industry them. Tell the story, sell from the ads, and 
needs—have what successful industrialists are they'll buy! 

already using. 





-TO HELP YOU SELL / 


| Theres 3 Delta Power Tool for every customers job- 





WOOD OR METAL WORKING 
53 MACHINES — 246 MODELS — MORE THAN 1300 ACCESSORIES 








( DELTA POWER TOOL DIVISION 
"vo Rockwell 
& MANUFACTURING COMPANY 


625N E. VIENNA AVENUE «+ MILWAUKEE 1, WISCONSIN 


How = ao 
Gompames tt 
Aaoyed Data Tools Aiwa) 











1 5 


UP PRODUCTION 


the les 
With one fixture, Vetta drill press _ 
57 different paris #0 PRENTICE 





B«H LOCK wae 


PRODUCTS > 
ATTRACTIVELY 
PACKAGED 


<1 MED. 
roo HELP TO BOOST 
DISTRIBUTORS SALES 


@ First, their consistent quality and dependability has gained 
world wide recognition. 


@ Second, the attractive package gains attention and is quickly 
and easily identified which makes for ease of handling by dis- 
tributor. 


12 Hecepiile 
Tel dla 


—- 


BUTCHER & HART MANUFACTURING CO. 


TOLEDO 6, OHIO 


Here's 
why— 


Society of Automotive Engineers (S.A.E.) 
American Society of Mechanical Engineers (A.S.M.E.) 


American Standard Association (A.S.A.) 


Equal i 


to clamp 
avail 


‘ He Many respects 
° forged steel but 


— at a cost that is 
Tom 25 to 40% less 


Com 

Plies w 

Specifications 8 Federa) 
, Class © 


— s =e 
Industria) Chen 
he — Page catalog 
7 Osit 
Ind Industrig) Clamets 
Ds 


Write fo 
of V 


SOL 
D THRu DISTRIBUTORS ONLY 
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lubricant while shutting out dust, 
chips and coolants 

Ihe maker recommends these cen 
ters as replacements for the built-in 
type live spindle. ‘This is accomplished 
by removal of the spindle bearing as 
sembly and reboring the quill to 
proper taper to fit the Red-E center. 
Ihe use of this tvpe center is said to 
assure long trouble-free service under 
maximum loads, since it is easily re 
moved and the dead center sleeve sub 
stituted. 

he tailstock spindle can then be 
used for drilling, reaming, tapping or 
iny type of work involving the use of 
taper shank tools 

Another advantage claimed is elimi- 
nation of down-time for replacement 
of the spindle bearings 

(he Ready Tool Co., Bridgeport, 
Conn.—Industrial Distribution, Dec. 
1951. 


Respirator 


Protection Against 
Oxides of Beryllium 


\ new respirator, designed primarily 
to protect workmen exposed to oxides 
of beryllium, radio-active dusts, and 
similar hazardous particulate matter 
such as encountered in many processes 
todav has been developed 














Called the Comfo  Ultra-bilte 


Respirator, it has a filter efficiency of | 
3/10 


19.99 percent against particles 
micron in size, it is claimed 
\ completely new filter construction | 
is used in the Comfo Ultra-Filter res 
Ihe filter material contains a 
percentage of special 


ind is assembled in several metal 


pirator 
high isbestos 
fiber 
bound layers. ‘This presents a ver 
large surface area with corresponding] 
low resistance to breathing and assures 
longer — life Phe inexpensive filter 
assembly is easily and quickly replaced, 
iccording to the manufacture 

The cushion facepiece has been d¢ 
ifford a quick, gas-tight fit 
of facial shape or size. A } 
unique bridge strap provides automatic 
idjustment of the facepiece across the 
The guarded exhalation valve 
iffords low exhalation resistancc 

Designed also to fit under all tvpes 
of welding helmets, the respirator is 
compact, close-fitting and lightweight 

Mine Safety Appliances Co., Pitts 
burgh, Pa.—Industrial Distribution, 
Dec. 1951 


signed to 


regardless 


nose 





Impactor Handle 


Adapted To Small 
Chainwheel Operation 


his impactor handle is said to d 
liver 2.8 times the force 
tional handwheels. It 
that the lugs on the undersid« 
handle strike simultaneous 
igainst the lugs of an adaptor securely 
ittached t 
taneous blows pre 


distortion which 


of conven 
s designed 
of the |} 
blows 
stem. The simul 
vent stem twist and 
would result if the 


truck independ 


+} val 
PLLC VAIN 


adaptor lugs wv 
ently. 

Adaption of the Edward Impactor 
Handle to small chainwheels give opet 
itors the benefits of extra torque on a 
wide range of valve types. It has meant 
reduced manual effort to close valve 
tightly 


Continued on p 
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INDUSTRIAL DISTRIBUTION 


Your catalog represents you out on 
the firing line day after day—to do 
the best job for you it must have 
appeal—it must have the appear- 
ance and arrangement that gains 
preference. You can be sure of this 
when Wisconsin Cuneo experts 
take your catalog job from the be- 
ginning and see it through to com- 
pletion. 


Wisconsin Cuneo operates a spe- 
cialized catalog department whose 
service includes planning, compil- 
ing, printing and binding. This 
organization is backed by the long- 
time experience and know-how re- 
quired to build the greatest selling 
power into your catalog. 


Your first step—and there is no 
obligation attached—is to have a 
Wisconsin Cuneo representative 
call. He will outline Wisconsin 
Cuneo procedure and make sug- 
gestions in the development of your 
catalog to give it every sales ad- 
vantage. 


WRITE, WIRE OR PHONE: 


‘EUN 


239 EAST CHICAGO STREET 
MILWAUKEE 1, WISCONSIN 
DAly 8-5340 


DECEMBER, 1951 
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WORLD’S LARGEST PRODUCER OF SOCKET SCREWS 


STANDARD PRESSED STEEL CO. 
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HEH sisi Tr . 
VINCENT Dressers and Cutters 
for every grinding operation 












































Yes, there’s real profit for jobbers in a stock of Vincent 
Dressers and Cutters... a fact that has been proven time and 
aguin during the past forty years by jobbers throughout the 
country. Here are a few of the reasons: 

Vincent Dressers have an exclusive design that minimizes 
costly dresser replacement and gives better dressings on 
every application. And, Vincent Cutters provide the exact 
degree of hardness that prevents teeth from breaking or 
from mushing over. They're heat treated right in our own 
plant—one of the three largest in the country. 

Added to these important features, Vincent Dressers and 
Cutters are available in sizes and styles to meet every 
dressing need. Combine these tangible selling points with 
the fact that the Vincent line has been continually advertised 
to your customers in leading trade publications, and you have 
a sure-fire profit picture that’s hard to beat. Why not 
investigate today? Vincent Steel Process Company, 
2424 Bellevue Avenve, Detroit 7, Michigan 


VINCE 
Lew and 


ex 


corres ee 


SINCE 1909 


Designed — Built — Merchandised 
to do a better job...for the user—for you 


Producers of + HSS TOOL BITS * CONICAL CUTTERS AND HOLDERS * DIAMOND 
DRESSING TOOLS + TUBECLEANER CUTTERS * HIGHWAY SURFACER CUTTERS 
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1951] 


| wailable with two adaptors of 
different size square openings to fit 
standard stems of various 
Sizes of the square 
openings, which taper towards the top, 
irc $8 and {i-in. with total taper equal 
to 4-m. per ft. 

I dward \ alves, Inc ’ 
Ind.—Industrial Distribution, 


195] 


host SIZE 


1 , 1 
STATE VaiVe MaRS 


Last Chicago, 
Dec. 














Utility Pump 


Completely Submersible, 
Maintenance Eliminated 


\ completely submersible — utility 
pump is now available with many ap 
plications of interest to maintenance, 
operating and engineering officials 
Principle recommended uses of the 
pump include the many types of 
sumps found in factory layouts and 
other utility purposes. 

One of the most unusual advan 
tages of this pump, according to the 
facturer, results from the 


manufa ub 








... they’re 100% 
SIMONDS 


Quality-Controlled 


Cur-abitity ... that’s the word for “Red 

End” Power Blades! Cut-ability that starts with special Simonds 
hack-saw steel, double checked for toughness and grain structure. 
Cut-ability that proves out and pays off on the job with straight fast 
cuts and more cuts per blade. Supplied in all standard sizes with a 
choice of these two types of steel: 

High Speed Molybdenum for cutting mild alloys and general 

work where breakage-resistance and long life are musts. 

High Speed Tungsten for top cutting efficiency on toughest 

alloy steels where abrasion-resistance is vital. 





Hern, 


_ “SIMONDS 


SAW AND STEEL CO. | 
ee 





Branch Offices in Boston, Chicago, San Francisco, and 
Portland, Ore. Canadian Factory in Niontreal, Que. 
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ANNOUNCING... 


STEP TO PR 





better-bucl 


STAINLESS STEEL 


DRY CHEMICAL 
FIRE EXTINGUISHERS 


The NEW, durable, extremely light weight 
Buffalo stainless steel dry chemical extin- 
guishers give instant protection against 
gasoline, paint, oil, varnish, alcohol . . . all 
flammable liquid fires. They are ideal for use 
in all types of industries and on Busses and 
Trucks. Simplicity of operation and extreme 
light weight are featured in the NEW Buffalo 
stainless steel dry chemical extinguisher. In 
use,it instantly releases a heat-resistant, flame- 
suffocating, chemical cloud-like stream, up to 
20 feet. The insulating effect of the chemical 
cloud allows the operator to get to the seat 
of the fire. The efficiency of Buffalo stainless 
steel dry chemical extinguishers exceed Under- 
writers’ Laboratories requirements. 

Available in two sizes: 20 pound; and 30 
pound. Order your stock today! We offer a 
complete line to the trade. Write us for full 
information, 





ROL 
g Tip CONTR 
sv 10 HANDLE 


L CONSTRUCTION 


« INSTANT FINGE 
© LIGHT WEIGH 

© STAINLESS site 

«@ LONGER RANGE 


Underwriters’ 
Laboratories Approved 


BUFFALO FIRE APPLIANCE CORPORATION 





DAYTON %, Onis 
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| mersible feature. This is made possible 


by the patented Kenco Automatic 
Liquid Level Control Switch which 
eliminates the need for a float. This 
switch which has no moving parts ex 


} posed to water, turns the pump on 


automatically as a result of air pres- 
sure created by water rising in the 
switch skirt moving a diaphragm 
which in turn trips the switch. Water, 
silt or other debris cannot foul the 
switch. 

Che low turn-off point is obtained 
since pumping action sustains switch 
operation and thereby makes it pos- 
sible to pump a sump dry within 2-in. 
of the bottom. In sump usage, since 
the pump is submersible, the entire 
portable unit can be installed right 
in the sump in a few minutes rather 
than having the motor on top of the 
sump supported by a_ permanent 
mounting. The motor is hermetically 
sealed in oil, requiring no oiling or 
greasing. Maintenance is eliminated. 

The motor weighs only 50 Ibs. and 
is compact, measuring only 94-in. 
high, with a maximum diameter of 
13 inches. Of all bronze construction, 
it has a capacity of 3300 gph. The 
unit is driven by a 4 hp motor; over 
loading to 4 hp or greater will not 
cause the motor to fail as the motor 
frame size has been effectively in- 
creased by the oil filled, hermetically 
sealed construction. Cooling action of 
water surrounding the pump housing 
effectively makes it possible to dissi 
pate the motor heat. 

Model P-109MA is both manual 
and automatic, provided with a thru 
cord switch which permits manual 
starting at any depth of water. After 
starting manually, cord switch can be 
set to the automatic position and 
pump shuts off automatically. 

Kenco, Inc., Lorain, Ohio—Indus 
trial Distribution, Dec. 1951. 


Grinding Machine 


Accurate Finish 
For Light Type Work 


Light type work requiring up to 
18-in. swing is said to be rapidly 
ground to fine limits of accuracy and 
finish in this machine, which is made 
in six work lengths from 18 to 120-in., 
and is available as a plain machine or 
as a semi-automatic. 

Work is produced rapidly with a 
minimum of effort because of ad- 
vanced operating ease. Such features 
as pre-set truing and grinding speed, 
click-count wheel feed indexing, auto- 
matic work rotation and coolant flow 
control are said to greatly simplify 
operation 

lhe wheel spindle unit incorporates 











PRECISION 





Why 
CHART 
CONTROL 
is important 
to our 
ALLEN 


O 
DISTRIBUTORS 


First it makes for even higher 

standards of uniform quality 
makes Alleno Heads even 

better products to handle. 











He has the largest, best 


* : 
Now Allen leads with Second, Chart Control is balanced stock possible 
under today’s condi- 


this additional assur- important to progressive tions. He can give you 
ance of the uniform buyers of screws. Maybe good advice on applica- 
high quality that they will take anything they tions and correct use 

iin ei oun ti can get today, but this new- of Allen” products. He 
oe : : P ; est “plus” will make them will do his level best to 
substantial savings in want Allen o Heads all the give you quick delivery 


time and money to more later on. in _— with your 
needs. 





the user. e 


, As an Alleno Distributor you 
waRNIN : — have an exclusive advantage 
Allen-Type — in Allen Chart Control tech- 
acest el niques. Write us on your 

business letterhead for the 
book which supplies the basic 
story of Allen Chart Control. 


* * * 
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£ T long full hearings which enclose a 
V oa be L A ty i Pe G major portion of the spindle and keep 
it on its fixed center line under every 

load. 
Other advantages claimed are en 
closed electrical controls mounted for 


standup servicing, pumps and motors 

W . uw . outside the base, a coolant clean-out 

Mean Everlasting Protection ramp, and ribbon-type steel base way 
guards. 

Norton Co., Worcester, Mass.—In 


on these duties dustrial Distribution, Dec. 1951 


| Conveyor Belt 
Designed For 
Food Industry 
An improved all-Neoprene conveyer 
| belt designed especially for the food 
industry is being sola under the trade 
GENERAL SERVICE name of “Supertex.” Said to be odor 
, P it 





less, tasteless, and non-toxic, is 
STEAM JACKETED also washable, oil proof and water 


Wherever frequent use and quick 
operation is required for any 
liquid or gas at pressures up to Avsures continued free flow of 
300 psi. These valves have out any material which congeals at proof. It is resistant to acids, alkalies 
side stuffing box and gland ordinary temperatures 
and heat 
It is composed of multiple plies of 


light weight woven duck, and has a 


smooth top cover guaranteed to leave 

| no impression regardless of material 

conveved. It is made with full width 

| fabrics and is not folded, has no 

| splices. The belt is claimed to run per 

fectly over small pullevs. It is made 

| in two tvpes, heavy and_ standard, 

identical except for cover thickness 

which for heavy is «s-in. and for 

FIRE PROTECTION BOILER BLOW-OFF standard, .010-in., both available in 

for inflammable ti Quick-opening, also hand widths up to 458-in 


q tyne 


WwW emer s off » oper heel o ted Ang! nd 
Scope tor Beege OF Graias “y" types and combinat on BOILER WATER COLUMN Baldwin Belting, Inc., New York 


drainage 


mediate and positive nits meeting ASME Cote . 
weighted pendulum requirements ‘er pressures With indicator and locking device Citv—Industrial Distribution. Dec. 
up to 600 psi Meets ASME Code requir ments 195] 
¢ 


EVERLASTING FEATURES 
For more than 4) years, EVERLASTING VALVES have been 
known for their ingenious design, simple sturdy construction, and 
long trouble-free life with lovy maintenance expense. Some of their 
distinctive features are: 
Quick-Action .. . opened or closed with less than a quarter turn 
of the operating lever. 
Straight-Through Flow . . . the disc cannot become loose and 
accidentally check the flow. 
Drop-Tight Seal .. . constant contact of disc and seat at all times 
prevents dirt or scale from getting between. 
Self Regrinding ... the disc rotates on the seat with each operation, 
thus regrinding the sealing surfaces. 
No Wedge Action ... all parts move between parallel faces. 











Write for bulletin describing EVERLASTING VALVES in detail. 


EVERLASTING VALVE COMPANY 


49 Fisk Street, Jersey City 5, N. J. 


Everlasting Valves .: 


Trede-Mark ‘EVERLASTING’ REG. U.S. PAT. OFF. 


Si everlasting protection “Hey, wake up—your product isn’t 


selling itself.” 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1951 








THERE’S EXTRA SACES- 


AKER * 


Ns e.- PACKING 


PRODUCTS __, that are pre-tested for top quality and per- 
formance-proved for k production at low cost. Quaker's 
quality line includes i 

V-belting, hose, packings an 


Quaker makes them all in various sizes, 1 terials. 


PROMOTION _,. that includes filled catalogs. technical 
booklets and folders to help your se the sale. Millions 
EVERYTHING TO HELP you SELL of selling contacts through advertising campaigns in techni- 
cal and business pu i plus a tremendous direct 


n 
H logs, folders, di il piece h , P 
elptul catalogs, fst act mail pieces 10 mail program to build sales leads for you- 


build goodwill for you when you sell Quaker products. 

Write for material today. SERVICE - - - as close os your phone. Your assurance of 
prompt deliveries and expert technical sales advice when 
and where you nee it. 


Line up with the Quaker Line . - - put extra sales-powe! to 
work for you: 














QUA RUBBER CORPORATION 4 


: Bes } \ yf 
foe eS ee ; ls in: 
ENNA % 49a 


DIVISION O 
ae 4 
ie . K. PORTER 


BRAN 

C Hes 
IN PRINCIPAL C€ 

ITIES 





Ease 2 To ia NtITY see how the label 
) stands out? It’s easy to read—from the top-most 
) shelf. Different colors identify different screws, 
} bolts, nuts, metals, plating, etc. Saves time! 


Gd tg handle 
: Gee’ 10 NUNGIC pheoll products are 
packed in sturdy boxes that won't “‘bow out” 
when opened or stacked. Covers slip on and off 
} with just the right friction grip. Easy to handle, 
S pack and ship. No tearing, spilling or loss 
G4irer to get Prompt, reliable deliv- 
Nery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
iemand” fasteners. 

Gdier to s Pheoll products are 
Moncey makers because they're easy to sell. 
They're fast movers. They repeat because they're 
Made to build your business. Our reputation is 
Your guarantee 


a 


T i 
eoll hyci j 
o business builders | 
T*Machine S 
}*Wood Screws "® 
eet Metal S, 
“cep ‘Sines crews 
Guare Head Set S 
crew 
} ess Set Screws egachine 
Socket Set Screws SSemi-Finished ts 
' *Thumb Screws” — Cop! ts 


; 4D Nuts—Bracs 
Bolts 
é 


Machine Bol 
ts 
Carriage Bol 
Lag Bolts 
Brass Washers 


Knurled Nuts Brass 
*Threaded R 
ods 
TSlotted and 


Phillip 
Steel and Br lips R 


Oss cessed Heads 


@ Write, wire or phone 
eer 


SCREWS © BOLTS 








‘The Buyer Looks 
at Business 


( ‘omposite 





opinion of — purchasing 
igents who comprise the N.A.P.A 
Business Survey Committee 


General Business Conditions 
Purchasing Agents, surveying gen 
eral industrial business trends in_ the 
United States for the month of Octo 
ber, report the improvement 
which developed in September is be 
ing maintained. Order back-logs con 
tinue to decline, but at a slower pace 
Where necessary, production is ] 
idjusted to lower demand, but 
higher than is warranted by the order 
position of many plants. The demand 
for holiday goods has picked up som« 
vhat, but not to the normal seasonal 
volume, and much of it can be filled 
from stocks. Defense production is 
growing. The Purchasing Agents’ 
consensus is that there must be more 
of it, and a wider spread, if hardships 
in some regions are to be avoided. In- 
ventories are declining all along the 
line; raw materials, work-in-process, 
ind finished goods. The price struc 
stronger, with a tendency to 
off. Employment is high, but 
spotty, as much short time is reported 
Buying policy is unchanged, and is 
strongly on the conservative side. 
Over-all, business is good and is 
expected to continuc through Novem 
ber. December and first-quarter 1951] 
conditions will depend upon (1) the 
movement of finished goods stocks by 
the holiday buying; (2) the alloca 
tions of first-quarter controlled mate 
ials for civilian uses, and (3) the rate 
it which defense orders can be brought 
into production in these months 


slight 


Commodity Prices 


Production material prices have 
shown more strength in October than 
in any month since April. The gen 
eral trend, however, is to level off, 
rather than anv definite upward move 
ment. More OPS calculated prices are 
in evidence this month, but most of 
them have not been tested by supply 
and demand factors. The OPS in 
crease of 2¢ per pound on lead and 
zinc, still below world price, forecast 
necessary price increases in the lead 


and zinc products and scrap. Failure 


to grant such increases at once held 
back production of many essential 
tems 

Purchasing Agents are watching for 
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WHITNEY 
PUNCH KIT 


Handy in shop . . 
or on the job— 


This handy kit is shown holding the No. 4-B 
Tinner’s Punch. The box holds the punch 
firmly in place with no fear of displacement 
while carrying. The box also contains a metal 
rack that holds seven punches and dies. This 
handy kit is made of heavy gauge steel with 
hinged cover and is finished in baked green 
enomel. Just the thing to ship No. 4-B 
Punches to your customers. 


* Let us send you more details on 
this kit and on the complete line 
of W. A. WHITNEY Lever Punches. 
Send for catalog. 


W. A. WHITNEY MFG. CO. 


626 RACE ST. ROCKFORD, ILL. 











News! News! News! 
64 New Industrial Face Shields 





= 


ls for skiing, ice 
porting events. 
Industrial market. 
ing researc 

lop exactly 

industrial need. 


addition of 64 
possible need 


Write for Sample Assortment 
For Inspection Purposes 
t lescribe the many new innova 


hiel« A 


e different 

y of replaceable and 
» shields sell from 
1 new profits, new 


SELLSTROM 
MANUFACTURING COMPANY 


Sellstrom Safeguards Your Eyes and Face 
662 North Aberdeen St., Chicago 22, Ill. 











MILLERS FALLS 


They're cutting more for less 


in thousands of metalworking plants! 


Ask the men who use them —and the men who 
check on costs. They'll tell you that Millers 
Falls metal-cutting bands mean more produc- 
tion at lower costs — faster, better work — 
longer blade life. 

The special formula steels that go into 
Millers Falls bands are part of the secret. But 
more important still are the precision heat- 
treating methods. These unique processes pro- 
duce extreme tooth hardness without sacrific- 
ing toughness — result in tremendous cutting 
ability and at the same time high resistance 
to breakage and wear. 

That’s why Millers Falls bands are paying 
off in thousands of metalworking plants — 
with maximum performance at minimum cost. 
That’s why they will pay off for you. Write 
for full details on the sales and profit oppor- 
tunities offered when you stock and push these 
high-performance bands and the whole, wide 
line of Millers Falls metal-cutting saws. 


MILLERS FALLS COMPANY, Greenfield, Mass. 


INDUSTRIAL DISTRIBUTION 


Millers Falls Metal-Cutting Bands 
Are Easy to Sell . . . Easy to Stock! 


1. Millers Falls 7 
bands are part of the 
world’s broadest and most 
highly developed line of metal- 
cutting saws. They offer your custom- 
ers the b fits of never g research 
for finer steels . . . better cutting designs 
- more effective heat-treating methods. 
2. There’s a Millers Falls blade that’s right for 
every customer's requirements. Hard-edge, 
flexible-back blades with correct pitch and set 
for all metals, wood and plastics — straight, con- 
tour and profile sawing. Spring-temper blades for 
high-speed sawing on soft and thin materials. 
3. Millers Falls bands minimize your inve 
problems. The sizes and types most called for | rhe 
_ your area can be supplied — cut and pre-welded 
, — ready for use. Or, blades can be conven- 
iently stocked in coils of 100 ft. and up. 
4. Each Millers Falls band saw comes to 
you packed in a separate carton, 
~, clearly marked for quick, accu- 
-» rete identification and easy 
i storage. 
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Sales keep coming! 


BEALL nationally advertised, time-proven helical 
Spring Washers are used by the millions by indus- 
try and railroads. They keep bolted assemblies 
tight... permanently tight. 


BEALL Spring Washers—for 30 years—have been 
precision made to the exact dimensional standards 
of the American Standards Association and are 
available in all sizes and metals. Packed in car- : prin cing 
tons, kegs and cases. and bulk. 


SPRING WASHER SPECIALISTS for 30 Years 


BEALL TOOL DIVISION ot sussaro« co 


160 Shamrock St. « East Alton, Ill. 
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developments in stcel wage negotia 
tions, in view of the producers’ an 
nouncement that any wage increas: 
must be immediately reflected in stecl 
prices. If allowed, it will probably in 
dicate some ceiling price lifting on 
other products which customarily fol 


low steel’s wage and price pattern 
Inventories 


Che rate of decline in purchased 
materials inventories increased in 
October. Production schedules wer 
reduced for lack of orders, and CMP 
allotments and end-use restrictions at 
major reasons for lower stocks. Most 
production planning must be tied to 
CMP or other NPA allotments. Until 
these allotments are turned into firm] 
scheduled delivery commitments, Pur 
chasing Agents are reluctant to take in 
the easier-to-get_ companion items 
The pinch of controlled materials has 
caused a drastic run-out of work-in 
process inventories. ‘The slight firming 
of demand on many industries is not 
reflected immediately in increased ray 
material needs, as much of the the 
new business can be delivered from 
finished goods stocks built up sinc 
the early Spring 


Employment 


Ihe total number on pay rolls 1 
mains about the same as previous 
months. Some areas, where defens« 
work is not taking up the slack, report 
severe pay roll cutbacks, both in layoff 
and hours of work. Other commun 
ties are short of skilled help. Wag 
demands being formulated now mai 
indicate labor trouble in the near fu 
ture. 


Buying Policy 


The very cautious policy on futur 
commitments, prevalent in industrial 
buying for the past six months, still 
is reported, with 81% holding to a 
top range of 90 days. There has been 
some lengthening within the hand 
to-mouth to 90-day bracket, and a few 
have gone into four-to-six-month co 
erage where firm acknowledgments 
can be obtained. The general belicf 
that first-quarter CMP allotments for 
civilian goods will be substantially 
lower than fourth-quarter quotas, is 
giving buyers a rather dim view of 
Winter possibilities on the metals 


Specifie Commodity Changes 


Important changes this month werc 
the OPS increases of 2¢ per pound in 
lead and zinc and allied products 
Otherwise, prices tended to strengthen 
and level out. 

Reported up: Acids, some chemi 
cals, foodstuffs, office furniture, grind 
ing wheels, lead, machine tools, met 
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CONCORD AIR — An extra quality, exceptionally 


/10 2 \ 
9 3 | 
4/ 
f 
7 ra 
. ¢ ity, € 
i ge rugged hose for toughest use on air drill and pneu- 
i matic service in mines, quarries and construction 
i jobs. Non-porous tube resists heat and oil. High ten- 
sile cotton yarn braid reinforced carcass. Tough grey 


cover resists Cutting, gouging, abrasion. 7 sizes from 
14” 2-braid through 2” 3-braid. 200 to 300 Ibs. work- 


nor Z ? Ta e Me 3 ing pressure. Maximum length 50’. 
"4 oe 


The True Yardstick of 
Air Hose Value 








BAY STATE AIR DRILL — For heavy construction work 

in mines, quarries, tunnels and wherever large size 

: hose is re.uired for long service. Smooth black tube 

When buying air hose, your thinking areas resists heat and oil. Carcass of strong, rubber-impreg- 
’ ’ nated multiple ply woven duck. Rugged, heavy-gauge 

; red rubber cover resists severe weather extremes, Cut- 
; . : - ting, abrasion. 9 sizes stocked from 4” to 4”. Work- 
dollar but rather in terms of service es ing pressures from 150 to 225 Ibs. Max. length 50’. 


should not be in terms of footage-per- 


hours. 


Experience tells you that the hose 
which is built with an extra measure of 
strength, flexibility,damage resistance and 


safety is surely your soundest investment. 


This is true of every BWH Air Hose. : : ; 
, ee AUROCHS AIR — For portable air compressors, jack- 
Each has been specifically developed, hammers, rugged industrial and construction work. 
tested and field-proven to give maximum Smooth, black, non-porous tube resists heat and oil. 
: triad itt Carcass: multiple ply, rubber-impregnated, rugged 
long, trouble-free life in its job. = woven fabric. Tough black cover resists weather and 
Aes abrasion. Stocked sizes: 4", 34", 1’. 200 Ibs. work- 

If you're handling Bull Dog V-Belts a ing pressure. Maximum length 50’. 


now — more power to you. If not, put 


them to work for you! 


VIM AIR — For general industrial use, on compres- 
sors and pneumatic tools. Black tube resists oil and 
heat. Husky cotton yarn braids. Smooth, red cover 
resists weather, abrasion. 8 sizes stocked, 4" 2-braid 
to 1” 3-braid. Working pressures: 150 to 225 Ibs. 
Maximum length 500’. 





Boston Woven Host ie BULL DOG VARI-PURPOSE AIR — For a variety of jobs 
including handling of air, water, oil, gasoline, kero- 
& RUBBER COMPANY sene (not for paints, lacquers, lacquer-solvents). 


Black, synthetic tube resists oil and heat. Carcass is 
, a braided rayon cord, high strength, super flexible. 
Distributors in all Principal Cities Smooth, brown, tough synthetic cover resists oil, 
b abrasion, sunlight. 11 sizes stocked from 3/16” one- 
PLANT: CAMBRIDGE, MASS. + braid to 1” 2-braid. Working pressures: 200 to 300 
P.O. BOX 1071, BOSTON 3, MASS., U.S.A. Fes Ibs. Maximum length approximately 500’. 


Warehouse Stock, 111 N. Canal St., Chicago, Ill. — 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1951 





MACHINISTS’ 
DURABLE and 


STRONG, 


VISES 


Here’s why REED Vises last longer. 


1. Adjustable front end bearing eli- 
minates lost motion throughout entire 
life of vise. 


2. Heat-treated, high-carbon steel 
vise nut for greater strength and perma- 
nent use. 


3. Heat-treated, high-carbon steel 
screw for strength and stiffness . 
accurately machined for maximum 
bearing surface and long life. 


4. Base of main vise nut is accu- 
rately milled to limit gauge and fits 
into machined V-slot in body. In- 
sures perfect alignment, less stress 
and longer wear. Permits easy re- 
placement of obsolete malleable nut. 


5. Corrugated clamp bolt fits in- 
to corrugations in base plate to in- 
sure positive clamping. 


6. Quick, positive provision for 
taking up longitudinal play in the 
main vise nut. 


It pays to sell quality! The exclusive fea- 
tures of REED Machinists’ Vises will help 
you build more sales volume with greater 
customer loyalty and good-will. Recom- 
mend them with complete confidence. 


Remember, In a vise or pipe tool, 
if it’s a REED . . . it’s RIGHT! 


TRADEMARK 


MANUFACTURING COMPANY 
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PENNSYLVANIA, 


U.S.A. 


cury, vegetable oils, phenol, rosin, steel 
items, turpentine, zinc. 

On the down side: Abrasives, con- 
tainers, sugar, glycerine, hair felt, box 
lumber, fabricated parts, paper prod- 
ucts, scrap paper, silver, cotton prod- 
ucts, twine 


Canada 


Canadian Purchasing Agents report 
production is higher than in the 
United States. Back orders are hold- 
ing even. Many more price increases. 
Inventories are on the rise. Employ- 
ment is up. Buying policy is of a little 
longer range than in the United States. 
Banking and credit restrictions, with 
increased taxes, are reported slowing 
up retail buying and home building. 
Over-all business is good. Defense 
spending is not a current factor but is 
expected to increase in the near fu- 


tur¢ 





Product Knowledge 


Is Selling Power 
—Industrial Tapes— 








Industrial tapes do as many, various 
jobs as your customers’ requirements 
may dictate. You can get them a tape 
that merely masks, for painting and 
such; or one that will guard piping 
against rust and corrosion; or another 
that is guaranteed to resist attack by 
germs, fungus or rat-teeth. Other 
types available will “seal in” gases and 
odors; still others are built to with 
stand extreme heat and cold. 

l'apes can be treated on one side 
with adhesive, and used in such nor 
mal ways as for sealing, identifying, 
lap splicing, masking and protecting; 
or thev can be had treated on both 
sides, in which form tape finds wide 
use, for example, in plants where abra 
sive papers and cloths are used. 

Gencrally, how the tape will be used 
should decide you in specifying to your 
custome! 

Suppose he wants to ship some 
medium-heavy parts that go together. 
You might suggest he bind them to- 
gether with tape and, for safety’s sake, 
with tape of cloth backing, which has 
excellent wear qualities 

Or suppose he’s a glass manufac 
turer; wants to protect the finished sur- 
faces of his glass prisms during final 
grinding. A simple, economical tape 
to use would be a straight masking 
tape. 


Backings: 
Paper-backed tapes are good for 








A BIG ADVANTAGE 


FOR P-K DISTRIBUTORS 


“= All these 
P-K Screws 
are Standard 


The serew buyer's chances of getting the delivery he wants 
are much better if he orders standard ty pes instead of specials 
lor this reason, the complete line of P-K Self-tapping 
Screws represents a big advantage to the P-K Distributor. 
In suggesting that the buyer change to a standard screw, 
the P-K Distributor is not limited to one or two ty pes 
only remotely suited to the buyer’s assembly needs. In the 
P-K line, there is a choice of 5 distinct standard types. 
each designed for a separate purpose, but interchangeable 
to a considerable degree. Chances are good that the assembly 
can be adapted to some one of these ty pes with a minimum 
ol redesign. 
P-K Assembly Engineers work regularly with Distributors 
al : in helping customers to adjust assemblies to limited sup- 
Phillips Recessed Head 
Standard in Types A and Z plies. Their combined efforts are solving many difficult 
problems of planning and procurement. 
It’s another reason why year after year, in booming 
markets or buyers’ markets, P-K Distributors say, 
N “We're O.K. with P-K.” Parker-Kalon Corporation, 
200 Varick Street. New York 14. 


The Original) 
PARKER-KALON, SELF-TAPPING SCREWS 


A TYPE AND SIZE FOR EVERY METAL AND PLASTIC ASSEMBLY 


IF IT's P.K «: O.K, 


TRADE Mame 


AO. US. Pay. OFF. 
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SRYL gives us the best 


accepted tools and 
most help selling them!”’ 


This beautiful window display devoted exclusively to 
SKIL Tools is one of the smart merchandising ideas that 
have made this company so successful with the SKIL line. 


SKIL insistence on close sales cooperation with distributor 
and distributor's customer personnel results in most effi- 
cient selling. Here a SKILSAW representative, J. C. Clack 
(standing) meets with M. R. Barnes (left) of the Industrial 
Steel and Supply Division, and F. E. Akin (right) Purchasing 
Agent of The Swallow Airplane Company, Inc. This meet- 
ing is typical of the complete customer service this dis- 
tributor offers. 


> 
PORTABLE 


j tool 
heres a SKIL 
The for every need! 





© 





SKIL Saws. There are more SKIL Sanders. Tomeetevery SKIL Drilis. Outstanding SKIL Grinders. Bench and SKIL Drivers. 20 models— 
in vse than any other make! = surfacing problem. Belt, disc, performance on production, portable grinders for every a complete line of electric 
10 models and a complete oscillating and floor types i Nati int eand job from close die grinding screw drivers and nut runners 
line of accessories available ... with a choice of models repair jobs. 26 models to to heavy grinding, brushing, with capacities for all indus- 
for every job. in each type. onswer every drilling need. buffing or polishing. trial requirements. 








saysH.S. Carnahan, _ 
president of Industrial Steel 
and Supply Division, 
Aircraft Steel & Supply Company 
Wichita, Kansas 


“The high acceptance of SKIL Tools and the 
active sales assistance we receive from 
SKILSAW’s representative makes the SKIL 
Line a natural for success,” says Mr. Carna- 
han. ‘‘SKIL’s sales representative helps us 
in a comprehensive sales training program. 
That’s one big reason why we've been so 
successful for eight profitable years of dis- 


tributing SKIL Tools exclusively!” 








Call Your Nearby SKILSAW Factory Branch Office 
for Complete Information 


SKIL Products are made only by SKILSAW factory branches in 34 principal cities 
SKILSAW, Incorporated in Canada: Skiltools, Ltd. 3601 Dundas Street West 


5033 Elston Avenue, Chicago 30, Illinois Toronto, Ontario 





“Threadwell 


in Threadwell Sales Tools 


; ising and 

During this challenging period, Threadwell (omega ad 

te tion has gotten right down to brass Te nage 
pone eos of magazine inserts* is factual, — parser’ 
ane fancy trimmings. This material helps - ne 
yrs a a rs and non-users alike, yet builds . A nt 
oy will Pig Threadwell Distributors. Do - no 
sacle story, the one with no hocus-pocus* 


i i ions. 
i industrial publication 
i i talworking and in 
i hly in leading me’ 
*Appearing mont 


THREADWELL TAP & DIE CO. Greenrieiv, mass 
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painting outline jobs; good, too, in 
masking of all kinds, as in flack-finish 
ing of typewriters. 

Cellophane-backed tapes are good 
for sealing precision tools. 

Colored acetate fiber backing is ex 
cellent for sealing and identifying, as 
with ammunition, shells, etc. ; 

Double coated backings are recom- 
mended for fast lap splicing. 

Industrial tapes can be used on al 
most any surface, so long as it’s clean 
ind dry. For some materials, however, 
it has a faster afimity—on wood, 
metal, glass, plastic, fabrics or compo 
sition bases 

Tapes mav be had with special ad 
hesives, too; for use on low, normal 
ind high temperature adaptations, 
the latter up to 350-deg. F. 
Applications: 

Some of the more common appli 
cations of tape are all around you, 
from the simplest job to the most 
complex. 

Your cigarettes come wrapped over 
with an acetate fiber tape. 

That new machine tool vou saw in 
that plant the other day—the one that 
had all its brighter metal surfaces 
sealed against dust and moisture—that 
probably was moisture proof cloth 
tape. 

The blue-prints you handled yestet 
day in the maintenance shop—thosc 
dog-eared torn edges needed tape, 
didn’t they? An acetate fiber-backed 
one would have been a good recom- 
mendation. That’s a good all-around 
tape for preserving all sorts of valuable 
prints, charts, maps, documents and 
other business records. 

And of course you know what those 
telephone linemen use to repair cable 
and wires—waterproof cloth tape, 
good for all such connections. 





Book Review 





SELLING THE UNITED STATES 
MARKET 


Published by the U. S. 
Department of Commerce 


book is designed to help manu 
both American and foreign 
their products in the United 
States market. It cove 1 broad area 
f information from the earliest stages 
of designing and developing a prod 
uct, to finding U.S. markets for it 
It is especially designed to assist the 
newer and smaller manufacturer 
It tells where to obtain information 
tbout markets: what distribution fa 
lities are lable; how to choose 
he distribution methods best suited 


























CHAMPION MEANS THE BEsT! 
CHAMPION means Business! 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
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aster SALES 


the Victor way 


CARE OF , 
HACK SAW BLADES 


Care of BI 
ades 
f » S 5 
fot 
Man eR te 
which to iifacturer's a 
“P OM a nail 
thom, bur alc, 
“om > ym 
heavy Objects won . ghem in —_ for easy udemifica- 
. all « Gry place i whe 
There is them aes 
matter how Ne as 
an all 
really gow, the Purpose bla 
choule ad ic " bea man he poo desegpen Ihe. 
Pour factors 
arth a blade, 
of blade- 
able Specia 
blades in all 


he 
th and widity ath 
lard, Flexible Rack 


or Mo 
folybdenum. We manufacture 


these Classes 


HAN 
pp np SELECTION TABLE 
sTaNDARe AS SAW BLADES 
© RECOMMENDATIONS 





oe TeETH 
—."" ~ TYPE BLADE rer INCH 
MOLY Hien 5, " 7 
. Standard Srent peed or All Hord 
Sott Steet 
Mord a) 
Light tah MOLY” High Speed 
Toot Stee MOLY” High Speed or All 
Merd Stenderd Shon 
MOLY” High Speed er Alt 
Hard Standora Steel 
“MOLT High § 4 
~ MOLY a 
igh Speed, Flexible 
Back or Unbreckable Special 
Thin Tow Flexible 
Thin Wait “MOLY Hy od, Flexible 
SN Metole Back “or Unbreakable Speciel 
Flexible 


The above is tar more commonly es 
more details, weite ws. 


SE 











NOTE 











Give your customers better results by 
selling them VICTOR hand and power 
hacksaw blades and flexible-back band 
saws. You'll get better sales results, be- 
cause those customers will come back 
for more. 

They'll appreciate, too, having copies 
of the timely, authoritative VICTOR 

Metal-cutting Booklet. Be sure you 

have a supply on hand. We’re making 

- sure, with consistent advertising, that 
only your customers know about 


throug 
recognized them. 


VICTOR 


SAW WORKS, INC. » MIDDLETOWN, N.Y., U.S.A. 
Makers of Hand and Power Hack Saw Blades, Frames and Metal Cutting Band Saw Blades 
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to the product; and how to develop a 
good product, a package that will sell, 
ind an attractive name. 

By using practical illustrations, the 
book suggests how products should be 
priced, how selling agents are located 
and selected, and how advertising pro 
grams are planned and carried out. 

The book cautions the inexperi 
enced manufacturer against trving to 
sell a product on a nation-wide basis 
at once because of the huge invest 
ments in stocks, in advertising, and in 
sales promotion required on that scalc 
Costs are minimized and distribution 
and other problems can be worked out 
in a piecemeal fashion on a small scale 
in test areas. Many large corporation 
follow such a limiting pattern in get 
ting a new product on the market, 
according to the book. 

Every manufacturer who has a prod 
uct to sell must shape a marketing pro 
gram best suited to his product, his 
customers, and his resources, the book 
sivs. He should learn to know how to 
develop an advertising program and 
should learn, from data available at 
such sources as the U. §. Department 
of Commerce, where his customers 
ie, and the relative importance of 
one market as compared with anothe: 

Department of Commerce businc¢ 
pecialists have found that manufa 
turers have fallen down in their sclling 
programs when they have failed to 

Learn what buvers want and then 
gear products to such desires; 

Expend the necessary amount. of 
selling effort and advertising in’ the 
right markets; 

Time advertising and promotion 
efforts to distribution efforts; 

Release product at the right mo 
ment; 

Maintain high quality standards 

“Selling the United States Market” 
presents 15 case studics to guide the 
manufacturers, and contains 16 maps, 
charts and illustrations dealing with 
the scope and geographic location of 
the U.S. market, and 29 tables of 
marketing data. Its 144 pages are 
divided into three principal sections 
Markets and Market Data; Distribu 
tion Channels, Facilities and Services; 
ind Developing a Marketing Program 





To escape the effects of socializa 
tion, five British mining and refining 
companies are moving their entire 
managements to Northern Rhodesia, 
in Africa. They expect to reduce their 
tax burden to the extent of about 24% 
of their earnings by the move. 











Sales Helps From Manufacturers 





Two me cues 
Used by South Bend 


lwo new catalogs by South Bend 
Lathe Works, South Bend, Ind., illus 
trate and describe practically the com 
pany’s entire line of precision lathes, 
drill presses, shapers, attachments and 
Only 24 by 12-in., cach 
of these accordion folded books con 
tain 28 pages of clear cut illustrations 
ind legible type matter. 

The miniature catalogs were devel 
oped for the express purpose of en 
closing them with each item packed 
for shipment. The book expands from 
24 to 35-in. at a flip of the finger 


ICCCSSOTICs. 


Chis catalog is the first part of a 
new development program in Cape- 
well merchandising, packaging, prod- 
uct design and selection. ‘The recently 
acquired line of Armstrong-Bnidgeport 
pipe tools, for example, is being further 
developed, re-packaged and new mer- 
chandising aids for this as well as the 
other lines are now in preparation, ac 
cording to the company 

The new price sheets show both 
suggested resale and distributor's net 
prices, and have been carefully planned 
tor maximum convenience ot the 
wholesale distributor. The entire cata 
log is prepared in loose leaf form and 
hence makes available — descriptive 
catalog sheets and price sheets on any 
or all of the Capewell lines 


Union Manufacturing 
Releases Chuck Catalog 


Union Manufacturnig Co., New 
Britain, Conn., has published a new 
chuck catalog, No. 63, featuring new 
stvles of chucks and additional sizes 


(eS 
‘Union 
C Auth y J 


as 


of previously announced scrics. ‘The 
96-page book is printed in two colors 
and is illustrated with large size pic 
tures and diagrams. Descriptive mat 
ter is sct in a well spaced readable type 
face, and plastic comb binding en 
ables the catalog to be easily opened 
and to be laid flat. 




















Capewell Publishes 
Complete Catalog 


[he Capewell Mfg. Co., Hartford, 
Conn., has just completed an exten 
sive, new catalog and price book cov 
ering its complete line of hand and 
power hack saw blades, metal and 
vood cutting band saws, band knives, 
\rmstrong - Bridgeport pipe _ fitters’ 
hand tools, pipe and bolt threading 
machines, hammers, ground flat stock, 
foundry nails and horse nails 








tell us 


why they stock and sell 


KECKLEY 


Control and Regulating Valves 


Quality Products 
Prompt Deliveries 
Large Demand 


Simplified Purchasing 


We Manufacture a Complete Line 
for Steam, Air and Liquids 


Pressure Regulators 
Temperature Regulators 
Diaphragm Valves 
Level Controllers 

Pop Safety Valves 
Strainers 


KECKLEY 


SATISFIED tsa 


Float Valves 
Float Boxes 
Motor Vaives 
Water Gauges 
Relief Valves 
Balanced Valves 


WRITE FOR CATALOG NO. 51 
Get the Service You Like To Give 





TYPE AA 
Pressure Regulator 





O.C. KECKLEY COMPANY 


400 W. MADISON STREET 
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CHICAGO 6, ILLINOIS 








Your customers 


are sold on this 


Ribzalb 


Cutter 


@ It rolls up new customers and rolls right through any pipe with 
least effort, quick almost burrless cuts; factory tested, tracks per- 
fectly. Special thin-blade cutter wheel for extra fast cutting—or 
heavy-duty wheel gives your customers extra-long service—satis- 
faction. Five 
pipe; 4-wheel short-handle models for speedy cutting 
in tight places. For sales that stick, for satisfied customers—it pays 


you to sell RITZA(D cutters. 


Guaranteed warp-proof special malleable housing. 
models to 6” 


» Work-Saver Pipe Tools 
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Predominant feature of the catalog 
is the page lavout, which gives on two 
facing pages a picture of the chuck 
ind of the spindle mounting, and in 
cludes a line cut of the jaws with all 
dimensions of the chuck and jaws. 

\ reference number gives the series 
number, chuck size and spindle size. 
\pproximate shipping weight and list 
prices are given. 

[he catalog is divided into five sec- 
tions, devoted to manufacturing oper 
ations, independent, scroll, scroll com 
bination, air chucks, cvlinders and ac 
cessories, and a parts price list 


ALLOY 'TOOLS—Machinists, 
metallurgists, and tool designers will 
find much useful data on cast alloy 
metal-cuttting tools i a new +4-page 
tool manual and catalog just pub 
lished by Haynes Stellite Co., a divi- 
sion of Union Carbide and Carbon 
Corp., New York City. 

he booklet entitled, “Haynes Stel 
lite Metal-Cutting Tools,” describes 
four different grades of cast cutting 
tools alloys: Haynes Stellite alloys 
Nos. 19 and 3, Star J-Metal, and 
98M2 alloy. It gives the physical, me- 
chanical, and chemical properties of 
these alloys to help in selecting the 
right tool alloy for various cutting op- 
crations. A brief general description 
of chip formation and tool design, 
and their effects on tool life, is also 
included, 

Among the SO illustrations and ta 
bles in the booklet are tables giving 
proper cutting angles, speeds, feeds 
and depths of cut for turning, boring 
ind milling. Cutting speeds are based 
on the relative machinabilitv of vari 
commonly machined materials. 
One table gives ratings for over 60 
alloys and alloy steels. Methods for 
grinding tools and brazing tipped tools 
ire also discussed. 


CAST 


ous 








absorbent vet 





Mops made with 


DU PONT CELLULOSE SPONGE YARN 


help you boost sales 


These wonderful sponge-yarn mops absorb more 
water than ordinary mops—leave no lint, don’t 
scratch—do an all-round neater, cleaner job of 
washing and damp-mopping floors. They’re easier 
to clean—dirt and grease was} right out in running 
water. Won’t sour. Won’t snarl or tangle, and they 
last longer. 

These outstanding sales points can mean big prof- 
its for you. They will help you sell more sponge- 
yarn mops to both old and new customers. 

Send the coupon to get a 


list of sponge-yarn mop man- 
ufacturers in your area. With 
the list we will send you a 


8€6.u. 5. pat. orf 


booklet telling you more about Du Pont cellulose 
sponge yarn for floor cleaning and maintenance. 


-—— SEND for FREE BOOKLET -——, 


E. I. du Pont de Nemours & Co. (Inc.) 
Cellulose Sponye Sec. I, Wilmington 98, Del. 


Please send the names of manufacturers and free copy of 
the booklet describing Du Pont cellulose sponge yarn’s ad- 
vantages for floor cleaning and maintenance. 


Name. 





Firm 





Street 








BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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SHAKEPROOF 
THREAD-CUTTING 
SCREWS 


THIS COMPLETE - 


LINE WILL s- } 


d 


SHAKEPROOF 
LOCK WASHERS 


LEENA EAE 


A& i . 


SEMS-by 
Nar) 4ig 1elels 


GY, 


SHAKEPROOF 
SPEED NUTS 


LOKUTS 
SELF-LOCKING NUTS 


SHAKEPROOF 
FASTEWINGS 


MOST COMPLETE .. . in addition to the fastenings 
shown above, the Shakeproof line includes hundreds of 
specially engineered devices to meet nearly every 
assembly need. 


NATIONALLY ADVERTISED . . . backed by consistent 
color insertions in THE SATURDAY EVENING POST, 
BUSINESS WEEK, and leading trade publications. 


USED BY THE BILLIONS... by leading manufacturers 
in the mass-assembly industries, proof of acceptance that 
will mean extra sales for you. 


Take advantage of the tremendous merchandising opportunities in Shakeproof 
ENGINEERED Fastenings. Their exclusive cost saving and quality features make 
every manufacturer of on assembled metal product a ‘‘live’’ prospect! 


SELL SHAKEPROOF ON EVERY CALL! 


A DIVISION OF ILLINOIS TOOL WORKS 


WIRE ROPE—A forthright discus- 
sion ot Wirc rope service IS contained 
in the Ropeology Bulletin, published 
bv Machwhyte Co., Kenosha, Wisc. 
I'he article, “Wire Rope—So What?” 
gives all wire rope users practical in 
formation on how thev can make sub 
stantial savings on wire rope. The 
article is illustrated by photographs, 
and a service record card reproduced. 


GRINDERS-A sheet listing and il 
lustrating catalog cuts available for 
distributor use has been published by 
Nu-Matic Grinders, Inc., Cleveland, 
Ohio. Cuts pictured include adapters, 
air-inflated grinder unit, and demon 
stration. 





FLEXIBLE 
: METALLIC PACKINGS 








PACKINGS—The complete line of 
R/M Asbestos Fabric Packings is il- 
lustrated and described in a new bulle 
tin just issued by the Packing Divi- 
sion, Raybestos-Manhattan, Inc., Man 
heim, Pa. 

\lso included in the bulletin are 
complete service recommendations, 
sizes available, standard packages, and 
packaging specifications for high pres- 
sure rubber back, high pressure rub 
ber core, and high pressure dual edge 
packings. 


LUBRICATION-—A _ booklet, 
“Planned Lubrication” has been pub- 
lished by Keystone Lubricating Co., 
Philadelphia, Pa., to give consumers a 
pre-tested pre-established list of cor- 
rect lubricants for certain specific jobs. 
It is intended to afford guidance in 
selecting the right grease and oil and 
also to cover the majority of plant re- 
quirements with a minimum of dif- 
ferent types and densities. 


FORK LIFTS—Using a system of vis- 
ual cross reference charts, a new 


PL 


2501 North Keeler Avenue © Chicago 33, Illinois condensed catalog offered by the In- 
In Canada: Canada IIlinois Tools Ltd., Toronto, Ontario dustrial Truck Division of Clark 
Equipment Co., Battle Creek, Mich., 
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NUCUT i: FILE 


Reg. US. Pat. OFF 


Only a NUCUT 
“‘nlays both first and second”’ 
in filing 








1st CUTTING ACTION 


At every stroke 


2nd. SMOOTHING ACTION 








"S LIKE using two files instead of one 
when you work with a NUCUT. For Right way to hold a file 
a NUCUT has two sets of teeth — one Hold handle with right hand and tip 
coarse, the other fine . . . scientifically with left hand. Position of left hand 
positioned in a patented wavy pattern. varies with job. 











And what a difference this exclusive 
construction makes! The coarse teeth 


(1) FOR GENERAL FILING: 
Let right thumb lie along 
the top of handle and 


on the file 
with the 
WHITE TANG 


bite fast, clean, without scraping or skid- 
ding. The fine teeth smooth the surface 
with the same stroke. Result: better fil- 
ing, faster, with less effort. 


See your industrial distributor. He'll 
show you the sizes, shapes and cuts for 
getting the best results on your work. 


HELLER BROTHERS 
COMPANY 


America’s Oldest File Manufacturer 


Newcomerstown, Ohio 





fingers curl around handle 
in a natural grip. 


(2) FOR REMOVING STOCK 
RAPIDLY: Let ball of left 
thumb press upon top of 
file, and fingers wind 
around file. 


(3) FOR FLAT FILING: Note 
extended position of thumb 
and fingers on top of file. 


(4) FOR PRECISION WORK: 
The grip shown allows 
maximum guidance and 
control, 





























MR. DISTRIBUTOR: NUCUT advertising is appearing in publications that reach the impor- 


tant users and buyers of files in your territory. Please note that it directs these prospects to you. 
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CASH IN 


TWIN PROFIT LINE 


POWER 
TWIN 


HYDRAULIC 
PULLER 


Fastest selling, easiest 
working, handiest 
Push-Puller in history 
. Fits all OTC Pull- 
ing Units . . . Works in 
any position . . . Elimi- 
nates torque, eliminates 
friction . . . Twin cylin- 
ders develop 17% 
tons power... 
Light, compact, 


easy to handle. with the CENTER HOLE 


OTC Power-Twin does jobs no other hydraulic 


ram can do Applies force directly Fast 





easy. unlimited adiustment Quick, simple 
interchange of parts Permits use of adjust 


ing screws 


Portable hydraulic pulling unit 
holds complete OTC Push ‘Pull. 
ing system and adapters 
Easily moved to any spot in 
shop, always right on the job... 
36 inch clearance below press 
is enough to hold any job 
Amazing sales appeal for selling with 
Power-Twin Hydraulic Puller. 
Open throct Press plate . . . Avail- 
able separately for mounting on 
bench or service truck... Can be 


used with OTC Power-Twin for per- 
manent hydraulic press. 


OWATONNA TOOL COMPANY 
373 CEDAR STREET © OWATONNA, MINNESOTA 
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makes all essential model and attach 
ment information available at a glance. 

Broken down, page by page, the 
catalog shows specifications by model 
ind capacity for both gas and electric 
fork-lifts with cushion-type tires and 
pneumatic tires. Another feature of 
the catalog is an attachments-and- 
devices cross reference page, which 
shows all attachments and devices, and 
to which Clark truck models they have 
been adapted. 











WELDING ACCESSORIES—A new 
16-page, 84 by 1l-in. arc welding ac- 
cessories catalog is announced by Ho 
bart Bros. Co., Troy, Ohio, contain 
ing the complete line of Hobart arc 
welding accessories and supplics. 
Items are clearly illustrated and de 
scribed. 


ABRASIVES—A 25-page catalog in 
two colors is presented by Bay State 
Abrasive Products Co., Westboro, 
Mass., describing Bay State’s latest 
contribution to the metal working in 
dustry—Bayflex, Duracut, and Saf-T- 
Cut. 

The catalog was prepared primarily 
to point out the different uses for 
which each is best suited, in order 
that economy and high production 
may be obtained from each type. Pho- 
tographs, charts, and line drawings are 


included. 


FASTENINGS—Publication of an en- 
tirely new price list and stock book 
covering its complete line of non-fer- 
rous and stainless steel fastenings, is 
announced by The H. M. Harper Co., 
Morton Grove, III. 

Containing 56 pages the book is of 
convenient size and is printed in three 
colors with every type of fastening 
shown in natural color. An index page 
lists all fastenings by alloy and type 
for fast, easy reference. Included in 








Are You 
Missing Out 
on 
CHAIN SALES? 


There are more uses for chain than you realize! 
Look around whenever you make a call and count 
the number of uses to which your customers put 
chain for holding . . . hauling . . . hoisting. And 
if you are not getting your share of this profitable 
repeat business go after it now —Campbell can 
help. 


Campbell makes chain for every need. And your 
Campbell representative will work with you to 
develop prospects into steady customers for chain. 


CAMPBELL LUG-REINFORCED TIRE CHAINS 


i CAMPBELL CHAIN Company 
CAMPBELL SS MAIN OFFICE: YORK, PA. 


CHAI N Factories: York, Pa., and West Burlington, lowa 


Chain for every need...INDUSTRIAL...MARINE...FARM... AUTOMOTIVE 
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| the booklet are complete descriptions 


of all Harper Everlasting Fastenings 
carried in stock in brass, bronze, cop 
per, Monel aluminum and stainless 
steel. 


JACKS—A complete line of lifting and 

7 lowering jacks for service in oil fields 

and refineries is illustrated and de- 

scribed in a new four-page bulletin 

- * published by The Duff-Norton Mfg. 
C 


o., Pittsburgh, Pa. Featured is the 


| No. 1523 All-Purpose Oil Field Jack, 

which is applicable for four types of 

jacking: 1) straight lifting, 2) chain 

IT WON T —~ lifting, 3) claw lifting, and 4) foot lift 

co * al ing. In addition, dimensions, cz apaci 


ties and other significant data are in 


cluded for seven other types of jacks 
in thirty-three different sizes. 
LEVELS—Publication of a condensed 
catalog showing all items in its Stes 
ens level line is announced by the 
Get your FREE Tuffy 3-ft. sample Stevens Level Division, Columbian 
sling and see for yourself how \ ise & Mfg. Co. Cleveland. 
, : 2 . A new catalog feature is the inclu 
Tuffy’s patented braided wire fabric sion of handy reference tables for easy 
makes an extra flexible sling. Tie it ordering of carpenters’ and masons’ 
in knots, kink it, then see how levels. Listed separately in the two 
easily it is straightened without tables are clear California sugar pine 


. s and mahogany levels, with sizes tabu 
amaging y way. 5 , 
damaging it in any way lated from 24 to 48-in. of standard, 


The reason is Tuffy’s unique con- brass bound and brass end design. 


struction. (See enlarged photo- Stevens line _ levels, machinists 
levels, pocket levels, aluminum and 


torpedo levels are also described in the 


graph). Scores of wires are stranded 
into.9 parts, then machine woven new catalog. 
into a wire fabric that has unusual 
flexibility and strength. Even cut- 
ting one of the 9 parts will not 
cause stranding. 





Patent No. 2,454.41 


11 Types of Tuffy Slings Available 

There's a Tuffy Sling for your needs. If not, 7 TRADE MARK 
Union Wire Rope engineers will help work out 

special slings. Each one is proof-tested to twice 

its safe working load and the safe working load 

is stamped on metal tag attached to each sling. 

If you have your own rigging loft, Tuffy fabric 

is available by the reel. 


MAIL COUPON FOR YOUR FREE SLING 
See for yourself that all the things we claim for 
Tuffy Slings are true. A free 3-foot sample is PRECISION TOOLS—A new plastic 
yours for the asking. Just mail the coupon and \ face illuminated sign with colorful 
your Union fieldman will deliver yours to you. eve appeal and ready adaptability to 











window or interior display, has just 
been made available at cost to dis 


UNION WIRE ROPE CORPORATION tributors of Starrett Tools by The 

Specialists in Wire Rope, Braided Wire Fabric and High Carbon Wire > Oy, e . 7 

enng @undhester Ave. Kansas City, Me. ee Starrett Co., Athol, Mass. 
Measuring 144 long by 6-in. high 

Gentlemen: Please have my Union Wire Rope Fieldman and ¢in. deep, it is pe a eee 


del f Tuffy sling sample. A - 
Se ee ° on its base in windows or on counters 


or to be suspended from above a 
chain which is furnished with the 
FIRM NAME : sign. The sign has a bright finish case 

and a plastic face which carries the 

wore scrap means more - ADDRESS__ —— sales message, “Buy Starrett Precision 
turn yours i” today yey STATE Measuring Tools,” in red and yellow. 

\ flasher attachment is also furnished. 


NAME__ 











ee ee 
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ONE OF A SERIES 

‘ OF ADVERTISEMENTS NOW REACHING 
YOUR CUSTOMERS AND PROSPECTS 
THROUGH THE PAGES OF LEADING 
BUSINESS AND TRADE PUBLICATIONS 





IT’S 
PACKED WITH. 
y Wikia Vegleln 

WHEN IT’S 
ye a4) 
WITH R/M 


4 
4 
A 
J 


The Raybestos-Manhattan packings in the stuffing box of this 

hydraulic accumulator ram play an important part in the 

machine’s successful operation. The complete line of R/M 

packings and gaskets plays an important part in the successful 

operation of valves, compressors, pumps, hydraulic and other 

equipment of all types. The R/M distributor near you will 
gladly help select the right R/M packing or gasket to meet 
| your needs. Or write for the new R/M Packing Catalog. 


PACKINGS 


PACKING DIVISION, MANHEIM, PA. 


FACTORIES: Bridgeport, Conn. Manheim, Pa. 
No. Charleston, S.C. Passaic, N.J. 





RAYBESTOS-MANHATTAN, INC. Manufacturers of Packings - Asbestos Textiles - Mechanical Rubber Products - Abrasive 
and Diamond Wheels - Rubber Covered Equipment - Brake Linings - Brake Blocks - Clutch Facings - Fan Belts 
Radiator Hose - Powdered Metal Products - Bowling Balls 
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ELECTRODES~—A new brochure en 
titled “Alloy Welding Electrodes for 
Defense Production,” has been pub 
lished by Alloy Rods Co., York, Pa. 

Known as Bulletin ARS51-1, it is 
directed to industries with defense 


REQUEST YOUR COPY TODAY! | contracts involving welding operations 


and to the dozens of vertical applica 
B A R ty é 5 E w tions in industry where modern weld 

N ing procedures are employed. 
HANDBOOK OF METAL SAWING 





c-> EVERLASTING ff 


roi Boiler 3 
Po nite = ‘if Service a 


ond other industrial 


—_ : Valves ~ 


38 PAGES 











FULLY 
ILLUSTRATED 


VALVES—A new bulletin on valves 
for boiler services, such as surface 
blow, bottom blow-off, water column 
blow-off and connections, has been 
published by Everlasting Valve Co., 
Jersey City, N. J. 

The bulletin describes the Everlast 
ing Quick-opening and Slow-opening 
Straightway Valves, Angle Valves, “Y”’ 
Valves, and Duplex Blow-Off Units, 
with complete specifications, materials 
of construction and dimensions of 
each type. The illustrations include 
details of design, sectional and “ex 
ploded” views, and explanations of 
operation of the valves. A section of 
the bulletin also describes Everlasting 


PACKED WITH Valves for fire protection. 
FACTS FOR 
ANYONE WHO MOTORS-A four page catalog illus- 
USES OR BUYS trating and describing Wagner motors 
HACK SAWS OR and transformers has been released by 


Wagner Electric Corp., St. Louis, Mo. 
BAND SAWS ‘ag p., St. Louis, 
Barnes new Handbook of Metal Wagner branch offices are listed and a 


Sewing is a simplified, profusely business reply card included to be 
illustrated booklet with 38 pages used for ordering added printed mat 
devoted to Hand Hack Saws, Power Hack Saws and Band Saws ter, or to request the services of a 
» - - for those of you who must train personnel quickly, it is in- Wagner field engineer. 

valuable. It is packed with facts and figures, tables and charts all 
based on actual prodiiction experience and compiled by experts. | TONGUE SANDER-Bulletin No. 
Write Barnes for your copy today. 10 distributed by the Product Engi- 
neering Dept., Abrasive Division, 
Behr-Manning, Troy, N. Y., describes 


Y v v 
W ° @. BARN ES CoO.., INC. construction and application of the 


DEPT. D., 1297 TERMINAL AVE., DETROIT 14. MICH. | Tongue Sander, designed for the small 
| I.D. sanding of miscellaneous metal 
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When insulation customers 
want both efficiency and 
economy... 


“FEATHERWEIGHT; 857% MAGNESIA 


Recommend ‘‘Featherweight’”’ 85% Magnesia Insula- 
tion for its triple economy .. . its greater efficiency. 


“Featherweight” saves right from the start! The initial 
cost is moderate. And ‘Featherweight’? 85% 
Magnesia Insulation is easy to handle, easy to 
apply. It can be shipped, stored, and used without 
any special precautions. It fits snugly to contours 
without breaking; is easily sawed and cut; can be 
applied with a minimum number of tools. Quick, 
easy application saves on installation costs! 


There are further savings on maintenance costs—be- 
cause there are virtually none! ‘‘Featherweight”’ 
85 % Magnesia is structurally strong; can with- 
stand vibration and reasonable amounts of 
compression. Even alternate wetting and dry- 


In this boiler room of a school 

building “Featherweight” 859% Magnesia 
was used to insulate boilers, flues, uptakes 
from boilers, steam and return piping. 


Keasbey & Mattison ‘‘Featherweight”’ 85% Magnesia 
is one of the complete line of K&M_ Insulations 
covering the low pressure field. We'll be glad to send 


you information on any or all of these 
insulations. e 


Nature made hsbeslos... 
Keasbey & Mattison has made it 
serve mankind since 1873 


KEASBEY & MATTISON 


COMPANY + AMBLER + PENNSYLVANIA 


4 





ing, heating and cooling do not affect its 
efficiency. Being entirely mineral by nature, it 


RANGES OF KEASBEY & MATTISON LOW PRESSURE INSULATIONS 





will not burn. In fact, once applied, “‘Feather- 


INSULATION se fh 


|x 





weight”’ 85% Magnesia Insulation lasts the life 


OUPLEX | 





of the heating system! 


aim CELL 











And consider the economies in heat saving! The 
high insulating qualities of ‘‘Featherweight”’ 


FINE CORRUGATED AIR CELL 








85% Magnesia make it the most efficient 


SPECIAL FINE CORRUGATED AIR CELL 








insulation for all applications up to 600° F. 


SIMPLEX “SUPER SHRUNK" 








When heat is kept where it’s wanted, there are 
real dollar savings in heat production costs! 





“FEATHER WEIGHT™ 65% MAGNESIA 
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an IMPORTANT name 


in today's economy . . 


F 


F 
ville STEEL CABLE GRIPBELT 


~ GRIPROLL 


GRIPLINK 


GRIPBELT 
SUPER GRIPBELT 


DOUBLE V GRIPBELT 


DIE CAST FHP CAST IRON 


The BUSH TYPE 
VARIABLE PITCH 


Distributors’ Line =#=2=== 


Truly 
the Complete 
V-Drive Line 


* MULTIPLE GROOVE 


CAST IRON 


FOR 
FULL PARTICULARS 


BROWNING MANUFACTURING CO. 


1951 BROWNING DRIVE 
MAYSVILLE, KENTUCKY 
TTT) 
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parts. Complete specifications and dia 
grams arc included 


AIR PRESSES—Famco Machine Co., 
Racine, Wisc., has released a pam 
phlet on air presses describing and 
picturing the different types. ‘The 
presses, which are designed for heavy, 
continuous industrial operation, are 
listed by specifications. Dimensions 
and diagrams are contained in the 
pamphlet as well as other data. 


ELECTRIC DRILLS—Bulletin D-1, 
751-EFS is published by Milwaukee 
Electric ‘Tool Corp., Milwaukee, 
Wisc., and is devoted to their line ot 
super hole-shooters. Sizes and types 
are listed, and a cutaway illustrating 
triple reduction gearing, is included 
among the illustrations. 


ALLOY RODS-—Victor Equipment 
Co., Alloy Rod & Metal Div., Los 
Angeles, has released five illustrated 
pamphlets describing their line of 
rods. ‘They include: Victor Tung- 
smooth, a fine mesh tungsten carbide 
rod for electric or acetylene applica 
tion; Victortube, a tungsten carbide 
rod for electric or acetylene applica- 
tion; and Victoralloy, a fabricated rod 
containing alloys in a tube and coated 
with a high alloy coating and designed 
for resistance to abrasion and ability 
to withstand severe impact. 





NEW LINES 
taken on by 
DISTRIBUTORS 





New distributors announced for prod- 
ucts of Nu-Matic Grinders, Inc., 
include 

@ Abrasive and Supply Co 
Detroit, Michigan 


© Blodgett and Clapp Co 
Hartford, Conn. 


@ Charles P. Lauman Co. 
Boston, Mass. 


© Cleff Stewart Co. 
Cleveland, Ohio 


e Dixie Mill Supply Co. 
Shreveport, La. 


@ Hardware and Supply Co 
Akron, Ohio 


© Industrial Sales Co. 
Des Moines, Iowa 


@ Industrial Supply Corp. 
Richmond, Virginia 








STAINLESS STEEL 


TANK 
VALVES 


MODIFIED 
PLUG-TYPE DISC 


DESIGNED FOR 
LONG LIFE AND 
EASY MAINTENANCE 


CENTERLESS 
GROUND STEM 


TWO-PIECE 
GLAND CONSTRUCTION 


EXTRA DEEP 
STUFFING BOX 


EXCLUSIVE 
BOWED BONNET DESIGN 


1. Full floating modified plug-type disc provides line contact, assures 
positive seal and minimizes galling. 2. Packing wear eliminated thru 
use of centerless ground stock for stem. 3. Two-piece gland construction 
assures square compression and prevents damage to stem. 4. Extra deep 
stuffing box, with minimum of 6 turns of square packing. 5. Exclusive 
bowed bonnet design automatically compensates for expansion and 
contraction. 6. Swinging eye-bolts simplify repacking and provide 
added safety. 7. Easily accessible grease fitting permits lubrication of 
yoke nut. 8. Optional flanged or screwed cleanout plug. 9. "D" washer 


assures stem control and ease of operation. 


@ YOURS FOR THE ASKING! 


“D" WASHER 


OPTIONAL 
CLEANOUT 


PLUG 


LUBRICATION 


Fl 


SWINGING 
EYE-BOLTS 


TTING 


" Tank Valves 


er and ¢ 
and 
-res 


{ 


its of the 
ulp, petro- 
related in- 
stant, flush- 


es efficient 


available with 


-reated 

St ec al 
Ce 
s are stur 
in perfor 


nomical to maintain. 


Write for new Cooper Alloy Catalog No. 52 which 
gives jull information on our complete line of 


&y 


THE COOPER ALLOY FOUNDRY con 


FITTINGS AND 


LEADING PRODUCERS OF TAINLESS STEE 
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Stainless Steel Valves, Fittings and Accessories 


ILLSIDE, NEW JERSEY 


lve or rising 
t y leading 


sts in stain- 

Ip 
per All y 
dy in con- 
mance and 








which ALLOYS ara right 
for YOUR fastening jobs 7 


& St 
BRONZE? ws COPPER? 
ox 


MONEL? 


A ALUMINUM? 
STAINLESS STEEL? 


MONEL and BRASS bolts and studs by Harper 
go into the big diesel engines that power 
mighty river towboats. In this service, lasting 
resistance to CORROSION is vital. Engine 
HEAT, too, puts demands on parts... 
another reason for specifying Harper 


ej. G. Wells Sales Co. 
New York, New York 


© Kindig Abrasive Supply Co. 
Chicago, Illinois 


® Lewis Sales Co. 


East Cleveland, Ohio 


®@ Lewis Supply Co. 
Memphis, Tenn. 


® Mill and Factory Supply 
Toledo, Ohio 


® Pacific Abrasive Co. 
San Francisco, California 


@ Plating Products Co. 
Newark, New Jersey 


eR. J. Atkinson, Inc. 
Brooklyn, N. Y. 


eR. W. Bingham Co. 


Everlasting Fastenings. Cleveland, Ohio 


® Ross-W illoughby Co. 
Columbus, Ohio 

ALUMINUM bolts and nuts are speeding the 
erection of all-aluminum buildings for our 
fast-expanding defense industries. This metal, 
fabricated into a wide range of fastenings by 
Harper, provides excellent resistance to 
weather conditions world wide. 


@S-M Supply Co. 
Rochester, Minnesota 


© Spagers Spuck Supply Co. 
Albany, New York 


© Squier, Schilling and Skiff 
Newark, New Jersey 

SILICON BRONZE nickel-plated screws are 
used in the fabrication of this new type high 
intensity airport runway light. On the job 
through sleet and snow, rain and blistering 
heat—CORROSION RESISTANCE for dependable 
night-after-night operation is a necessity. 


® Stellhorn Co. 
loledo, Ohio 


¢ Sundmark Supply Co. 
Los Angeles, California 


© Toledo Abrasive and Supply 
Toledo, Ohio : 


@ Zonne Electric Co. 
Los Angeles, California 


no matter what your problem... 
HARPER CAN HELP YOU! 


If your war and essential production calls for bolts, screws, nuts, 
rivets or accessories of non-ferrous or stainless steel, Harper has it 
or can produce it. Over 7000 items in stock and ready for delivery 
from warehouses and distributors coast to coast—backed by modern 
mass production facilities and fastenings specialists who are ready 
to help you. Send for new stock list. 


Videwater Supply Co., Columbia., 
S. C., has been named distributor 
for the following: 


¢Cuno Engineering Corp., line of 
filters. 


@ Wilkerson Corp., line of automatic 
tank drains, separators and valves. 


MILL DISTRIBUTORS 
American Brass & Copper * Brass & Copper Supply * Crown Metal * Ducommun ¢ Eagle Metals 
Gundry-Preston * Hubbell Metals * Metal Goods « Pacific Metals * Steel Sales * J.M. Tull * Vincent | The Hajoca Corporation of Philadel 
Brass & Copper * Whitehead + Williams & Co. In Canada: Alloy Metal Sales * A. E. Whitehouse & Sons phia, has been named a distributor 
| of the line of Uskon electrical radi- 
ant heating panels manufactured by 
the United States Rubber Co. 


© Hills McCann, line of valves. 


The H. M. Harper Co. 
8219 Lehigh Ave., 
Morton Grove, III. 


SPECIALISTS IN 
ALL NON-CORROSIVE METALS 





This year the President requested 
nondefense expenditures nearly double 
those of 1948. 


EVERLASTING IAP FASTENINGS 
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Industrial 
Rubber Products 


Tell Your Customers... 


“Whatever The Conveyor Belting Problem... Thermoid Has The Answer”’ 


Perhaps the problem is handling packages on an incline of 25—even . 
35—degrees. You'll find the solution in Thermoid “Ruff-Top” | Here's The Book 
Conveyor Belting—with the thousands of small, rough, irregular- That Will Answer 
shaped points of soft rubber that take a firm grip on the lightest Many Of Your es 
packages or cartons. Questions s 
But whatever the job—whatever the nature of the materials—heavy D ; 
. : : rop us a line for 
or light, soft or abrasive, hot or cold, wet or dry, uniform or non- your free copy of Book No. 
uniform in size—there is a Thermoid Belt to do the job at the lowest 3679. It is a handy reference guide, 


cost per ton of material moved. concise and complete. 16 pages of 
s valuable charts, tables and graphs 
And if the customer has a conveyor or elevator belt problem that tell how to select the right con- 


stumps you, a Thermoid field representative is at your service—with veyor or elevator belt for the 


a down-to-earth practical solution. materials to be handled... how 
to determine capacities, speeds, 


weights and number of plies. 





RE GN BN © 


y * Offices & Factories: Trenton, N. J., Nephi, 
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APPLICATIONS 
UNLIMITED... 


Show ANGLgear to a prospect and watch his eyes light up. 
This unique, standardized right-angle bevel gear drive 
the finest of its kind—will answer many of your customers’ 
problems, because it has unlimited application in the indus- 
trial field. It’s easy to carry and easy to show, too; just stuff 
one in a vest pocket when you go out on your calls. 

Suitable for manual or power-operated systems 

Two basic models meet practically all requirements 

Capacity of equipment many times its size and weight 


Precision built, with hardened gears, antifriction 
bearings, lubricated for life 


Ratio 1:1. Model R-300 rated !3 hp at 1,800 rpm with 
ultimate static torque of 250 lb. in. Model R-320, 1 hp at 
1,800 rpm with ultimate static torque of 750 lb. in. 


LIBERAL 
DISTRIBUTOR 
POLICY 


Full protection, includ- 


ing all direct orders 


see our and inquiries. 


CATALOG 
in 


SWEETS FILE 
fe PRODUCT Des cmte 


ACCESSORIES CORPORATION 


1414 CHESTNUT AVENUE + HILLSIDE 5, NEW JERSEY 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1951 








D-A-T-E-§ 
TO REMEMBER 





1952 


Jan. 14-17—Plant Maintenance Show, 
Convention Hall, Philadelphia. 
Jan. 16-18—Southern Ind. Dist. Asso- 
ciation, Annual Mid-Year Meeting, 

Biloxi, Miss. 

March 12—Sales Management Re- 
gional Mecting of American Supply 
& Machinery Mfgrs. Association, 
Congress Hotel, Chicago. 

March 17-21—ASTE Industrial Ex- 
position, International Amphi 
theatre, Chicago. 

May 6-9—4th International Lighting 
Exposition and Conference, Cleve- 
land. 

May 19-21—Triple Industrial Supply 
Convention, Atlantic City. 





FROM THE 


wm FILES 


25 YEARS AGO 


Gen. Lincoln C. Andrews, federal dry 
enforcement head, recently — re 
quested 14,000 manufacturers to 
discontinue liquor as a “lubricant 
for the machinery of buying and 
selling.” 

Briggs-Weaver Machinery Co., Dallas, 
Texas, celebrated its 30th anniver- 
sarv. Founding of the house came 
about when J. C. Weaver com 
plained about the high price of ma- 
chinery, and was told by a salesman, 
“Probably we are out of line, but 
that’s our price. We have no com 
petition down here, so we don’t 
compete.” 

Wcaks Supply Co. was building a new 
home at Fourth and Jefferson 
streets in Monroe, La. 

The Nicholson File Works, Ander- 
son, Ind., announced that Durbin 
Hollingsworth had been appointed 
purchasing agent. 

The Medart Co., St. Louis, had 
awarded contract for a one-story 
foundry addition, 110 by 300 ft., to 
cost $50,000. 

Phe industry mourned the passing of 











Like to add this storage space... tar free? 


You can ... easily, too . .. by efficiently using 
the services of your industrial distributor 

His stock (most of the things you need) can 
be your stock, almost as quick as a phone call 
This handy source of supply makes large in- 
ventories needless . . . helps you convert a lot 
of storage space into extra production space. 
If anyone can get hard-to-get items, he can .. 
through his close contacts with manufacturers 
and other wholesalers. 

His knowledge of products and engineering 


techniques, both tried and new, is yours for the 
asking . . . from suggestions on substitutes for 
scarce items to emergency aid in supplying a 
vital part or piece of information to keep pro- 
duction running smoothly. 

You'll also save purchasing time and paper 
work by dealing with one, or a few, industrial 
distributors rather than scores of suppliers. 

Your industrial supply distributor is in busi- 
ness to serve your business. Use him .. . you'll 
find it profitable to do so. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plonts at: Port Chester, N. Y., Coraopolis, Po, Rock Falls, Ill. Los Angeles 
Col, Additione! soles offices at Philodelphe, Detroit, Chucogo, Dollos 
Ocklond. Soles agents at: Portiond, Seattle Distr: butors from coos! to coast 


106 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 











We're selling your warehouse...for your profit! 


promotes your warehouse as industry’s best 
source of supply. 

RB&W’s extensive national advertising will con- 
tinue to stress your importance to industry, be- 


Read the ad above, and see what we mean. 

It’s part of Russell, Burdsall & Ward Bolt and 
Nut Company’s campaign in MILL & FACTORY, 
FACTORY, PURCHASING, IRON AGE, STEEL to em- 


phasize your services to your customers. This ad cause you're mighty important to us. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, 
Calif. Additional sales offices at: Philadelphia, Detroit, Chicago, Dallas, 
Oakland. Sales agents at: Portland, Seattle. Distributors from coast to coast. 


106 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
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RBaW 


THE COMPLETE 


QUALITY LINE 











Wallace Macauley Pattison, foun- 
der and president of The W. M. 
Pattison Supply Co., Cleveland. 

The Power Transmission Association 
was organized in New York City. It 
was composed of 104 belting and 
transmission appliance manufac 
turers. 

William E. Cross, Victor Saw Works, 
Middletown, N. Y., after visiting 17 
European countries, wrote: “The 
whole European situation seems in 
a better condition today perhaps 
than it has found itself since the 
great war.” 

“It has been very amusing,” wrote 
H. T. Wagener, James E. McGraw, 
Inc., Richmond, Va., “to read some 
of the articles written for your pub 
lication by mill supply dealers aftet 
making a trip on the road with some 
of our salesmen and noting the m 
diculous prices quoted by some 
houses in this section. All these 
high sounding articles seem to be 
on the matter of increasing profits, 
but we do not believe the mill sup 
ply dealers are practicing what they 
preach.” 


10 YEARS AGO 


Distinguished service award went to 
Earle Stone, of J. Russell & Co., 
Holvoke, Mass.—because he knew 
where to find blood donors for a 
customer. While making a regular 
call at the Hampton Co. in East 
hampton, he learned that a special 
tvpe blood was needed for the 
scriously ill foreman of the plant’s 
cloth department. Mr. Stone got 
on the phone and dug up four men 
possessing the blood-type needed. 
Some seventy N. Y. members of the 
Hardware Trade Association took an 
evening off from business worries 
to have dinner at the Diamond 
Horseshoe. 
Why not make sales easy by selling your Cooperation of purchasing agents was 
customers STAR hacksaw blades, frame and urged by E. L. Pugh, secretary of 
metal-cutting band saws? Over the years, you the Southern Supply & Machinery 
can’t beat this combination of the best-selling line Distributors’ Association, when he 
plus consistent advertising to your customers. spoke before the annual meeting of 
the seventh district. 
Remember — with the STAR line the first sale “One result of the pressure of defense 
is easy, repeat sales are easier. activities is that distributors in each 
locality are working together on a 
eeieaataitieneat basis of friendly cooperation morc 
recognized distributors than ever before,” said W. H. Hart 
of the Paramount Supply Co., Ta 
coma, Wash. 


Manufacturers men serving the Penn 
5 


MSON BROS., Inc. General Supply Co. of Pittsburgh 


MIDDLETOWN, N.Y. U.S.A were guests at a fall golf party. 


About 60 factory men and Penn 
General staff members participated 
in golf, and later, a banquet. 

You think you have trouble with DO 
numbers today? Here’s what the 
were singing ten vears ago: “I hope 
that T shall never see, another PD 


Makers of Rand and Power Hack ‘aw Blades, 
Frames, Metal Cutting Band Sow Blades 
and Clemson Lown Machines 
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Dial Thermometer, mer- 
cury-actuated, with capil- 
lary tubing and bulb. 


industrial Thermometer, 
mercury filled, straight 
form. 








HAVE YOU AN INDUSTRIAL TEMPERATURE 10 TAKE? 


For typical applications of commercial and 


Whenever an industrial temperature has to be 
taken there is a USG thermometer for the job. 
You have your choice of the Industrial Type 
in all sizes, and mounting forms with standard 
or protected stems; or the Dial Type in 
a variety of sizes, case styles, mountings, 
ranges, and connections. Gas, mercury or 


vapor-actuated. 


industrial Ther- 
mometer of the 45° 
Recline Form. There 


Dial Thermom- 

eter with bot- 

tom-connected 

ore 5 other | rigid stem, one 
standard | of many USG types 


forms. | available. 





approved Navy Standards, covering dimensional 
information and the use of bushings, flanges, 
sockets and special tubing, send for Catalogs 


100 and 200. 





Special thermometers for dough testing, milk test- 
ing, fuel gas, candy, solder baths, varnish, can- 
ning, vulcanizing and other unusual processes. 

















United States Gauge 

Division of American Machine and Metals int. 
Sellersville, Pa. 

Gentlemen: We are interested in USG [[] Industrial 
Thermometers; = Dial Thermometers. [_] Please send us 
your catalog. Have your man call. No obligation, 
of course. 


Nome. Title. 





Compony. 





Address 








City 
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seventy three. A form whose very 
presence seems, to bring on paper 
work in reams. It’s never right the 
first time when, it’s p'aced upon 
your desk and then—You send it 
i back from wence it came, to get it 


back all wrong again. An A-10 Rat 
Bary, ing soon will show, that OPACS 
Ber Group is just no go. Lord love the 
7 guy who doesn’t rate, and send his 
in ‘All Other-H’. And so I dig on 
ill the day, through ‘Lend-Lease-C’ 
and ‘Army-A.”’ An A-] Rating, what 
to do—oh, ves, it’s right before 
A-2. Will nothing ever set me free, 
from the G. D.—P. D. 73?” 





OBITUARIES 





.. «mention BUDA JACKS 
on EVERY CALL...and BUILD 
YOUR PROFITS 





M. R. Peck 


Ball Bearing Journal Jacks High Lift Two-Speed Hydraulic M. R. Peck, VP, 
capacities 15 to 50 tons Ratchet Lowering 15 ton capacity —25 and 50 ton capacities | The McKay Company 








You can pick up extra profits by reminding your | ae " Pec . ve =~ - : he 
* fy: cKay Co., Pittsburgh, Pa., died of 
customers that you stock and sell BUDA Lifting = ieceit thank ttidaiacdt PA. ae ths Miidean 


Jacks. Take advantage of the industry-wide ac- in Pittsburgh. Born June 25, 1884, 
ceptance of BUDA Jacks by mentioning them on he hae ~ ae of pont nse pin i. 

° cc Was yon Cc 24 
every call. Sales are quick, easy and profitable! dike aul devote industries for 
Usite tar talesmation on ‘ | many years. After gr wee from the 

, University of Vermont in the class of 
handling BUDA JACKS in 1906, he became associated with the 
your tervitory. The Buda Standard Oil Co. of California. In 
Company, Harvey, Illinois 1927 he joined The McKay Co. and 
until his death held the position of 
vice president. 

Mr. Peck represented The ‘McKay 
Co. in many of the trade associations, 
umong which were: The Chain Insti- 
tute, The American Hardware Manu- 
facturers Association and The Na- 
tional and Southern Wholesale Hard 
ware Associations 


Ball Bearing iitens “ He is survived by a daughter, a son, 
Journal Speed Hydraulic Jocks a sister, a brother, and two grandchil 














Jocks — 10-24 tons Jacks— 
Ste 15 tons 15 te 50 tons 15 te 75 tons Cap. dren. 
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CONTINENTAL SCREW COMPANY 
New Bedford, Mass. 


Manufacturers of famous HOLTITE- Phillips and Slotted Head 


Screws and Bolts and Allied Fastenings, both Special and Standard 


HOLTITE ¢xgineud FASTENINGS 
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...advertised in 
trade journals 


Chucks ate in demand 


Now is the time 
to include the Supreme line... 


Demand items with steady repeat 
business build sales . . . practically 
every manufacturer you call on is 
a prospect for Supreme chucks. 
They are quality and feature ac- 
curacy and dependability ... both 
the kind of features that make a 
worthwhile distributor line. 


Supreme chucks are interchange- 


¢ 


THE CHUCK THAT LIVES UP TO 


188 


SUPREME 


Supreme Products, Inc., 2222 South Calumet Avenue, Chicago, Illinois 


able and are sold complete with 
keys ready for use on your cus- 
tomers’ equipment. 

The Supreme line is profitable and 
the distributor policy is one that 
protects you. 

Distributors are being added in 
many territories each day ... write 
for full details. 


CHUCKS 


ITS NAME...SUPREME 
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Henry H. Erkelenz 
Retired P&H Executive 


Henry Hl. Erkelenz, 72, retired vice 


president and member of the execu 
tive committee of Harnischfeger 
Corp., Milwaukee, died October 6 
after a short illness. 

Widely known in __ production 
circles, Mr. Erkelenz was active in 
Harnischfeger management until his 
retirement two years ago. 

Born and educated in Germany, he 
left there in 1903 to go to Scotland 
and England as an electrical engineer. 
Fight vears later he joined the engi- 
neering department of the Harnisch- 
feger Corp. in Milwaukee. 

In 1925 he was made works man- 
ager, and in 1937 he was appointed 
in executive engineer and member of 
the executive committee. He was 
clected vice president in charge of 
engineering in 1943. 

He is survived by 
son 


his wife and a 


Alfred J. Gilg, 
Babcock & Wilcox Co. 


Alfred J. Gilg, 49, a member for 
twenty vears of the service department 
of the Babcock & Wilcox Co., New 
York, died recently at his home of a 
heart attack. 

Born in Elizabeth, N. J., he was a 
graduate of Pratt Institute. He was 
not married. 

Surviving are a brother, a sister and 
an uncle. 


Edward Brandt, President 
Long Island Hardware Co. 


Edward Brandt, 55, president and 
treasurer of the Long Island Hardware 
Co., Long Island City, N. Y., died 
Nov. 6. 

Mr. Brandt was born in Brooklyn. 
He was associated with the Long Is- 
land Hardware Co. for thirty vears and 
was a past president of the Hardware 
Square Club and a member of the 
Hardware Trade Association. He was 
a member of the Queensboro Cham- 
ber of Commerce. 

Surviving are his wife, two daugh- 
ters, his father, a brother, and two 
grandchildren. 





The government power program is 
being used to destroy collective bar- 
gaining, to break unions and to keep 
substandard wages and conditions of 
labor, says a labor union leader. 








IDENTICAL 
WRENCHES 


(except for hardening) 


IDENTICAL ==: 


INDUCTION 
HARDENING 


Jaws 
still 
perfect! 


UTICA’S 
INDUCTION “Se ° 
HARDENING \S%j ° 


Note worn, 


burred NO S Induction hardening by UTICA means that UTICA 
jetw faces. e 7 Y\ Adjustable Wrenches — and UTICA pliers, too — do a 
\ better job for a longer time. These days, when it’s par- 
ticularly important, UTICA tools pay off with uninter- 

rupted production. 








ELECTRONIC INDUCTION HARDENING 
Before we induction hardened the jaw surfaces of UTICA Adjustable Wrenches, they were 
the equal of any brand on the market. Now, after hardening, we find by test that the jaws are 
smooth and unburred after many times the wear that scars up ordinary wrenches. 


Solid black area of jaw Utica Adjustable Wrench #91 (with Induction Hardened Jaws), in alloy steel, is made in 


oa a oe ce S ; ; 
indicates barsening pattern. 4”, 6”, 8”, 10” and 12” sizes. Immediate shipments can be niade in some of these sizes. 











UTICA DROP FORGE & TOOL CORPORATION «+ Utica 4, N. Y. 


IN CANADA: ADLAM TOOL & SUPPLY CO., Lid., 1015 St. Alexander St., Montreal, Quebec « WALLS-IRONS, Ltd., 281 McDermot Ave., Winnipeg, Manitoba 


AND THE WORLD'S _ BEST TOOLS ARE MADE IN U. S. A. 
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At a retail price level that 
VOLUME SALES 


BUILDS 


26’ straight back, four gauge taper 
ground, two stroke bevel filed; 
handie—beech, full carved, 
mahogany stained, four nickel 
screws and medallion; plain finish, 
limed off. Available 5'/-8-10 pt 
Packed '4 dozen to a carton 


26” straight back, two gauge taper 
ground, one stroke bevel filed; 
handle— beech, mahogany stained 
grip carved only, three nickel 
plated screws and medallion; - 
plain finish, limed off. 

Available 5'/-8-10 pt 

Packed '4 dozen ind 

to a carton 


26” straight back, flat ground, 
straight filed, handle—beech, 
mahogany stained, nocarving, 
three nickel plated screws 
and medallion; plain 

finish, no liming off 

Available 5 


twelve to 
@ master 
carton 


$249 


RETAIL 


Y \ Finer.in Appearance 
X Superion in Quality 
* Outstanding Long-life Performance 


ools, Inc. 


FORMERLY OHLEN-BISHOP MANUFACTURING COMPANY 
Subsidiary of ROCKWELL MANUFACTURING COMPANY 
1314 KINNEAR ROAD, COLUMBUS 12, OHIO 
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DISTRIBUTOR MEETING held by 
Burhans & Black, Inc., Syracuse, N. Y., 
in conjunction with Manning, Maxwell 
& Moore, Inc., featured a talk by L. H 
Burch, here pointing out features of 
the Load Lifter Hoist 


Burhans & Black 
Holds Hoist Clinic 


Burhans & Black, Inc., Syracuse, 
N. Y., recently held a hoist clinic in 
conjunction with Manning, Maxwell 
& Moore, Inc., to focus attention on* 
the latest developments in overticad 
materials handling equipment. 

Invitations were extended to pur- 
chasing agents and their assistants, 
buyers, plant engineers, maintenance 
supervisors and other in- 
terested personnel in the Syracuse 
area, 

Key personnel from the “Shaw 
Box” crane and hoist division of Man 
ning, Maxwell & Moore participated 
in the clinic and conducted open 
ferums on hoist and crane problems 
Display features were utilized as well 
1; wall panels 

Speakers were W. F. Cisko, man- 
ier of the Eastern district of Man- 
ning, Maxwell & Moore, who acted 
is master of ceremonies; H. F. Morse, 
product manager of the “Budgit” 
clectric hoist division; F. S. Liechti, 
product manager, and L. H. Burch, 
product manager of the “Load Lifter” 
crane and hoist division. 

M. L. Bregande, Jr., manager of 
the industrial division of Burhans & 
Black, awarded several door prizes, 
ind the meeting was concluded with 
1 supper in the Burhans & Black 
cafeteria. 

The hoist clinic is the first of a 
series of similar clinics to be spon- 
sored by Burhans & Black this fall. 


cnginecrs, 





For Fewer Slow Downs, 
Less Lost Time, use 


WHIT\ RY 


Chain Drives 


Whitney Advertising Tells How Chain Drives 
Can Cut Costs...Make Sales For You 


Whitney advertising in over 28 leading 
industrial publications tells your prospects and 
customers how Whitney Chain Drives simplify 
design problems, cut power transmission costs. 
These strong, hard selling ads actually open 
the door for you and your salesmen... make 


it easier to sell Whitney Chain Drives. 


In addition, sales aids for your own use, 
— such as self-mailer bulletins, advertising 
reprints, drop-off bulletin’s envelope stuffers, 
catalogs and other merchandising material 


make your sales job easier. 


CHAIN COMPANY 


CONN. 


Remember Whitney Chain Drives... roller, 
silent and conveyer chains, accurately cut tooth 
sprockets and flexible couplings . . . are a quality 
chain drive line known throughout industry for 


its dependable performance and long life. 


Make this year your Whitney year, it will pay 


off in more sales and profits. 


RD 2, 
239 HAMILTON STREET, HARTFO 
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The couplingyou can sell with 
complete assurance that its re- 
liability and long-service econ- 
omy will mean repeat business. 
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Woodrow A. Jaffee Named 
Oil-Dri Sales Manager 


Oil-Dri Corporation of America, 
Chicago, has appointed Woodrow A. 
Jaffee as sales manager. 

An QOil-Dri employee for a num 
ber of years, Mr. Jaffee rose through 
the ranks of the company. In addi 
tion to directing sales activities, he 
will have charge of the recently com 
pleted corps of factory-trained, floor 
maintenance field sales engineers. 

Mr. Jaffee will direct the firm’s na- 
tional sales organization from the 
company’s main office, 520 North 
Michigan Ave., Chicago 


Sell Consumer Goods 
He Doesn’t Need Now 


The difference between prosperity 
and depression in the post-modiliza 
tion period lies in persuading the 
American people to buy things they 
could comfortably postpone buying, 
Dexter Keezer, director of the Depart- 
ment of Economics of the McGraw 
Hill Publishing Co., told the Confer 
ence of Sales Managers at Ohio State 
University recently. 

Speaking on ‘After Mobilization, 
What?” Mr. Keezer predicted that 
the post-mobilization period will ar 
rive long before many people expect it, 
and that even capital goods industries 
will probably be scrambling for busi- 
ness a year hence. 

If business management fails to per 
suade the public to consume the op- 


| tional portion of our production, 
| goods and services estimated as high 
| as 40 percent of our production, there 


will be great public pressure for gov- 
ermment intervention to stabilize the 


| economy, the speaker predicted 








SPECIAL NOTE TO 
DISTRIBUTORS: 
Write us today about 
handling the well- 
known A=-L DRILL ROD in 
your territory. Line 
is complete... 
quality is tops. A-L 
warehouses (located 
north, south, east, 
west), plus master 
stocks at Dunkirk, 
N. Y., assure quick 
shipments. Get the 
whole story and de- 
cide for yourself. 


/mprove your products ..e UC costs 


with A-L DRILL ROD 
in high-speed, alloy, or carbon grades 





FREE BOOKLET 


gives useful 
information 


The eight pages of this 
illustrated booklet, “A-L 
DrillRod and Cold Drawn 
Products,” are a valuable 
contribution to your file 
on how to save needless 
operations in making 
your product and how to 
enhance customer satis- 
faction. 

Get Your Copy— 

Write for it Today 
ADDRESS DEPT. ID-24 








Standard sizes are promptly available from stock in Commercial, Pompton, Alloy 
Tool Steel, and High-Speed grades for making: 


Arbors Cut-off Tools Drills Keys Push Rods Stamps 
Armature Shafts Dentol Burrs & Engravers’ and Knock-out Pins Reamers Taps 
Ball Bearings & Tools Jewelers’ Tools Machine Parts Inserted Reamer Tong Bits 
Races Firing Pins Mandrels Blades Vise Jaws 
Scale Pivots Wood-cutting 
Nut Punches Screw Drivers Tools 
Perforating Set Screws Watch Parts 
Gears & Pinions Punches Shafts and similar 
Instrument Parts Pipe Grips Spindles products 


Broaches eed header, Flue-expander Wil Sets 
Cams nail, Rollers 
Chasers threading Gauges 
Chuck Jaws Lowel Pins 
Collets Drift Pins 


If you want better quality, accuracy, and finish on your products—with economy 
—call us. No obligation. @ Allegheny Ludlum Steel Corporation, Henry W. Oliver 
Building, Pittsburgh 22, Pa. 


For complete MODERN Tooling, call 


Allegheny Ludlum 


wan 353 


FINE Too. sree 
Since 1854 
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Raub Supply Company 
Streamlines Stock Moving 


ROOF over loading dock is recent ad 
dition to the Raub Supply Co., Lan 
caster, Pa. Company also has own 
railroad sidings 





ELECTRIC dumb waiter is popular 
recent innovation. Harry S. Deibler 
shows how small bundle-carrier can 
be summoned at push of a_ button; 
Cheer up! Buffalo Bolt de- | " mother waiter will be _ installed 

signed the Handy-Pack just for ‘ “ = Tt shortly... 

you to end the nuisance of spilled : 

bolts. There’s no premium for 

Handy-Packs...and as an added 

bonus they bring you the world’s 

best bolts. Order today. 


HANDY-PACK Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 
Same carton quantities as always. same method of ordering. 
FEATURES Cartons are re-shippable without tying or wrapping. 


Covers make durable open drawers for bolt cabinets. 


Can be ordered in carload or less-than-carload lots. 


~~ 


Ye Wrute for circular on quantities and weights of Handy-Pack Cartons. 
es q 9g 


BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation UNISTRUT SHELVES 1 ; 
SHELVES ave beet 
North Tonawanda, N. Y. 435 Weegee 
found ideal for storing burlap bags of 
pipe fittings. Company plans three 
additional clevators pending govern 
PRODUCERS OF CIRCLE PRODUCTS — BOLTS « NUTS « RIVETS AND SPECIAL FASTENERS ment approval 


Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 
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QUICKLY AVAILABLE! 


Cleveland Company Saves More Than $500; 


AK-1 VOLT-AMMETER 


0-15 60/150/600 volts 
0-150 600 amperes 


* 3% full scale 


PRICE $74.75 


Accuracy 


AK-2 WATTMETER 

0-3, -6, -20, -60, -200, -300 kw 
15-600 amperes, 100-600 volts 
= 3% full scale 

PRICE $84.75 


Ranges 


Accuracy 


AK-3 POWER-FACTOR METER 
100-600 volts, 15-600 amperes 
A: 0.5-0-0.05 lag-lead 

B: 1.0-0.5 lead 

C: 0.5-1.0 lag 

Accuracy 0-0.05 power factor 


PRICE $84.75 


Ranges 
Scales 


eT 


Three Hook-on instruments Provide 
Complete Power-testing Equipment 


The Motor Repair and Manufacturing 
Co. of Cleveland, Ohio, finds the General 
Electric team of three hook-on instru- 
ments to be the answer to their electrical 
maintenance problems. Mr. Carol Levin- 
son, President of Motor Repair and 
Manufacturing Co., reports, ‘‘I previously 
spent over $500 for testing equipment 
which I have now discarded since the 
purchase of these three instruments.” 


REPLACES SIX INSTRUMENTS 

‘**My hook-on power-factor meter alone 
does the job previously done by using a 
wattmeter, two current transformers, 
two ammeters, and a voltmeter,’”’ says 
Mr. Levinson. “Time that was formerly 
lost in computing the results of readings 
is now being put to better use.”’ Construc- 
tion of these hook-on instruments permits 
easy handling and quick analysis of any 
electrical problem 

Designed to fill almost all of the needs 
in electrical maintenance checks, General 
Electric instruments measure 
volts, amperes, reactive current, power, 
and power factor. 


hook-on 


Used for motor checks and unbalanced 
loading checks of polyphase circuits, the 
AK-1 volt-ammeter is lightweight and 
accurate—3% full scale. 

The AK-2 wattmeter is a handy port- 
able instrument for measuring a-c power 


GENERAL @@ ELECTRIC 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1951 


Cuts Testing Time 50% with G-E Hook-ons 





with this many 
capacitors for 
each 100 kw 
of load 

84 kvar 
69 kvar 
55 kvar 
42 kvar 
29 kvar 
15 kvar 


if your you can re- 
power factorjlease this much 
is now extra capacity! 


65% 34% 
70% 
75% 
80% 
85% 
90% 5% 


(Power factor is raised to 95%. New load is at 
original power factor.) 





quickly and easily. Both single and poly- 
phase circuits can be analyzed by the 
AK-2; in addition to kilowatts, it will 
measure vars in balanced three-phase 
circuits. 

Accurate to within 0-0.05 PF, the 
AK-3 power-factor meter may be used 
on any balanced 3-phase circuit. It 
reads power factor directly in the cir- 
cuit. When making capacitor surveys, 
you'll find the AK-3 a valuable time 
saver. The table above shows what you 
can expect from adding capacitors to 
your feeder lines. 





BUY NOW FROM 


STOCK 


At Your Nearest 
G-E Distributor 

















Ho" 
MANHEIM 
_ MANUFACTURING 


$ 
helP 


spiel” 
Se [ [ 


dis 


Veelos... ....0 
Pays for Itself 


cake iG, 


cm 


Replaced with only 4 sizes of Veeles 
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nd, 
or U8tries 





® AMcGRAW-HILL PUBLICATION 


‘ee oe ee ee oe eee ee ee ee eee ee ee ee eS 





INDUSTRIAL DISTRIBUTION © DECEMBER, 1951 











Nearly every industry, today, is looking for hose 
that will stay on the job /onger . . . will be proof 
against early and costly failure with resultant 


production losses . 


. and will avoid the need 


for too-frequent replacement when hose is hard 


to get. 


There’s a MULCONROY Special Hose Con- 
struction that will assure the longer, more re- 
liable service that is now so essential, for vir- 
tually every hose application. Typical items are 
shown below. 


STEAM SERVICE 


Several constructions to meet every mild or heavy 


duty requirement. ‘Dynamite 
pressures up to 150 Ibs. 
severe external heat conditions 
mite’, for 200 Ibs., 400° F. 
New Process’’, in same three 
above, but with wear-resistant cord cover 


“Imperial 


HOT AND COLD WATER 


. Style 819 (illustrated) for boiling 
Both 
extra 
steel 
car 


New Process 
water 
cord 
tough 
spiral 


Style 817, for cold water 
covered Dynaflex Style 808—for 
service. Braided metal cover; 
Also special constructions for 


and steam 


(illustrated) 
“‘Super-Dynamite 


outer 
railway 


for 
for 
Dyna- 
All-asbestos carcass 
constructions 


as 


washing, coal sprinkling and others, including all- 


netal items 


SPRAYING, ALL KINDS 


Dynaflex (illustrated), for 
chemical and insecticide 
tance to high pressures and 
extremely flexible 


paint, 
spraying. 
ard wear 


CREAMERY, WASH-UP 


Dynaflex Creamery 
strong, durable, safe—for boiling water 
in creameries, dairies, packing plants, 
chemical plants, etc 
chemicals, animal fats 


Hose (illustrated) 


whitewash, 
Armored resis- 
Light weight, 





Extra 
wash-up 
abbatoirs, 
Impervious to grease, oils, 


MULCONROY HYDRAULIC HOSE ASSEMBLIES 


Long known for their reliable efficiency and safety, now made the leaders in their field 
through the use of Malconroy’s new “Press-Lok” Hydraulic Hose Coupling—proven by 
every test superior to all others of the pressed-on type. 


Write for Literature Describing the Complete MULCONROY Line 


"“MULCONROY Siar... 


WHERE OTHERS Sidon!” 
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George W. Smith 


Henry G. Thompson Sends 
Geo. W. Smith to Atlanta 


George W. Smith, sales representa 
tive in the Midwest for The Henry 
G. ‘Thompson & Son Co., New 
Haven, Conn., has been transferred to 
Atlanta from where he will cover the 
Southeastern states for the company. 

Ihe announcement was released by 
\. W. Tucker, vice president in charge 
of sales, who pointed out that Mr. 
Smith’s six years background in selling 
for his company has given him wide 
experience in the use and application 
of hack saws and band saw blades. 

Mr. Smith, who will make his home 
in Atlanta, saw active service in the 
Pacific with the Marines in World 
War II. 


DeWalt Inc. Buys 


Woodworking Line 


American Machine & Foundry 
Co.’s radial arm manufacturing 
subsidiary, DeWalt Inc. of Lancaster, 
Pa., purchased the complete 
“Monarch” woodworking machinery 
line of American Saw Will Machinery 
Co., Hackettstown, N. J. 

The products taken over by De- 
Walt include a large radial saw, a 
small radial saw, planer, bench saw, 
mortiser, jointer and band saw. 

Included in the transaction were all 
stocks of inventory applying to Ameri 
can Saw Mill’s woodworking machin- 
ery line and the “Monarch” trade 
name identifying the product range. 

No disposition was made by the 
Hackettstown firm of its saw-mill ma 
chinery line or of its plant, machinery 
and equipment. 


SaW 


has 





a 








Strip and e 

slip are stran- 

gers to Republic 

Upson Products. W hy? 
Because threads are clean, 
accurate, tough—able to take 


heavy torque... because shanks 


are round, right-sized and rugged 

...and because wrench-fit on nuts and 

bolt heads is snug and;secure. You can 
count on Republic Upson for uniform high 
quality. Why not call on its 20,000 shapes and 
sizes for standard bolt and nut needs? 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND, OHIO . GADSDEN, ALABAMA 
" Export Department: Chrysler Building, New York 17,N. Y. 


- 
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SHELDON 


U. S. A. 
Precision Machine Tools 


CHICAGO 


More capacity for size 


Increased power to 
spindle 


Anyone can operate 
Save Floor Space 

High speed operation 
Timken Tapered Roller 
Bearings 


Extreme Accuracy 


Stamina for Continu- 
ous Production 


Moderate Price—will 
often pay out ina 
single run. 


Tailor Made for 


Defense Business. 


These are ‘“packaged”’ units that 
come completely assembled, ready 
to plug in and operate. Capacities 
everyone needs—from 10”—1” (10” 
swing, 1” collet capacity), fo lathes 
that will swing 13” and have a 1%” 
hole through the spindle. Because 
of low initial cost, and minimum 
floor space and power requirements, 
SHELDON Precision Machine 
Tools offer double or triple produc- 
tive capacity for any given tool in- 
vestment. 


EASY TO SELL! 
Go after this priority defense busi- 
ness. Many of your customers can 
secure machine tool priorities. 


See that each salesman in your 
organization has his SHELDON Cata- 
log and shows it wherever possible. 


PRESIDENT R. H. Bart, Reilly Bros 
& Raub, Lancaster, Pa., keeps his fin 
ger on all operations by working side 


by-side with his staff 





Electrical Distributors 
Open Enlarged Offices 


Ihe formal opening of new and 
larger headquarters offices by the Na 
tional Association of Electrical Dis- 
tributors at Norway House, 290 Madi 
son Ave., New York City, was held 
recently. According to Charles G. 
Pyle, executive director of the Asso 
ciation, increasing membership and 
an enlarged staff necessitated the 
move. 

The new offices are centrally located 
in the city, are completely aircondi 
tioned and have an outstanding light 
ing installation incorporating the lat 
est in lighting techniques and fixture 
design. 

One of the oldest, as well as one 
of the largest trade associations in the 
United States, the growth of 
N.A.E.D., from the time of its found- 
ing in 1908, has paralleled the growth 
of the electric industry itself, reflect- 
ing the advancements in this field. 


Lesnik Heads Engineering 
At Gorham Tool Co. 


Rudolph J. Lesnik has been ap- 
pointed chief engineer of the Gorham 
Tool Co., Detroit manufacturer of 
cutting tools. 

Mr. Lesnik entered the employ of 


the company as a draftsman on June 
29, 1942, and was chief draftsman 
until his recent appointment. 


SHELDON MACHINE Co., INC. 


4232 North Knox Ave., Chicago 41, Illinois 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1951 











SIMONDS 


ABRASIVE CO. 


SIMONDS ABRASIVE CO 


a 


PHILADELPHIA 37 


More assemblers needed . . . and 
it’s simply a matter of cause and 
effect. The cause—Simonds Abra- 
sive Company Grinding Wheels! 
The effect—more production 
turned out faster. Put more 
‘“‘prod”’ in your production with 
Simonds Wheels. They’re part 
of a complete line including 
grinding wheels of all shapes and 
sizes, mounted wheels and 
points, segments and abrasive 
grains . . . accurately specified 
for your jobs...and made by 
Simonds Abrasive Company, a 
major grinding wheel producer 
for almost 60 years. Write for 
grinding data book and name 
of your distributor. 


PA BRANCH WAREHOUSES CHICAGO DETROIT BOSTON 


DISTRIBUTORS IN PRINCIPAL CITIES 


(Advertisement ) 


Mass Production 
Methods Born of 
Crisis and Perfected 
by Grinding Wheels 


As PrEsIDENT John Adams and his 
cabinet sat, one day in 1798, con- 
sidering the imminence of war with 
France and the desperate shortage 
of small arms, they were joined by 
young Eli Whitney who dumped onto 
the council table an armful of barrels, 
stocks, and lock parts which he pro- 
ceeded to assemble before their as- 
tonished eyes into a dozen muskets, 
of which he offered to supply fifty 
thousand to their order. Up to that 
moment a gun had been the product 
of a skilled gunsmith who forged, 
filed, fitted, and eased into operative 
relationship an assembly which, once 
disturbed, could be re-established 
only by another expert gunsmith at 
great expense and loss of time. 


Young Whitney had established the 
principle of working in jigs for dupli- 
cation. The war scare blew over and 
he never had a chance to prove the 
thing on a big scale but he had sowed 
the seed from which sprung the Colt 
revolver, the sewing machine, the bi- 
cycle, and finally the automobile and 
the airplane. With the rise of the in- 
ternal combustion engine came the 
rise of the grinding machine and the 
man-made abrasives without whose 
aid the auto would remain today the 
costly hand-made toy which coughed, 
wheezed, smoked and stank through 
our childhood. It required something 
more in terms of accuracy, finish, and 
interchangeability than were afforded 
by the metal-working media of its 
day. 

The automobile is manifestly the 
child of mass production, which is the 
child of interchangeability, which is 
the child of accuracy, which is the 
child of the grinding wheel. 

In supplying grinding wheels to 
industry, the distributor makes an 
invaluable contribution to mass pro- 
duction operations . . . and to his own 
business operation. 


The advertisement shown here is 
typical of Simonds Abrasive Com- 
pany’s current campaign carrying 9 
million sales messages to users 
of Grinding Wheels and Abrasive 





Division of Simonds Saw and Steel Co., Fitchburg, Mass. Other Simonds Companies: Simonds Steel Mills, Locke 


port, N. Y., Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co., Ltd., Arvida, Que. products. 
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Steinman Hdwe. Segregates 


Saves costly man hours Industrial Supplies 


Versatile Hein- Werner 
PUSH PULL Hydraulic 


SS 


a : Hdwe. Co., Lancaster, Pa., is headed 
by LA. Mease, manager of the in 
® dustrial division. Special catalog shel 
ing flanks room 
a 


—— 
ae 


Pumping Unit 


Operates at any angle.. 
in any position 


FOR MOVING *® BENDING 


PUSHING * PULLING INVENTORY for industrial supplies 
LIFTING «© LOW ERING follows Buchans system, consists of 
HTENING book with colored tabs. Now con 

STRAIG 


taining 5000 items, book can handle 
13000. Cross index is used with items 
filed according to products and sup 
plier 





This remote control hydraulic jack is a 
time saver on a wide variety of applica- 
tions. Requires only one man to set up 
and operate on even the most complex job. 
Exclusive Hein-Werner design permits 


single ram to either push or pull with 

simple turn of release valve. Completely 
bin-UWewnet protected by safety valves, cannot be over- 

loaded. Available in 4, 10 and 20 ton ca- 
Ww YORAULIL JALKS 


pacities with a wide variety of attachments. 


Hein-Werner also manufactures o 


FORMER BOOKKEEPER Mrs. L 
complete line of Hydraulic Indus- HEIN-WERNER CORPORATION W. Schnee keeps industrial inventory 
trial Jacks in models of 11%, 3, 5, 1 5 : . 
©, 12, 90, 38, 80 and 100 tem WAUKESHA, wis. up to date. Perpetual inventory was 


capacity. Write us for complete revised three times before best system 
ils. 


was found. 
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Cushioned drive protects motor — 
Adds extra life to both motor 
and blades. No gears, no 
grease. 


6000 R.P.M. blade speed—Full ball 
bearing, exceptionally cool 
motor develops up to 12 H.P. 


Made of steel and aluminum stamp- 
ings for hard work, severe serv- 
ice. Weighs just 19 Ibs. 


UNDERWRITER’S 


SYV7TRON ray 


[Pm 
mm wy ~~ s 





APPROVED 
>)” 
~ 


New -Portable aaa ae ca 


Electric Saw Ff. - . 
“=. \ WS 


\ . o> + 7 \/ 
814" Blade $89.50 


2-11/16" Cut Metal Case, $8.00 Adt. 


Depth of Cut 
sf Adjustable from 34” 
a SS Angle Cuts to 211/16" 


ble Electric Saw that features time and cost —trom 90° to 45° 
cutting selling points. Here’s something New for bevel cuts 


to Sell with Extra Sales Appeal. Cin tie Cees 


Here is a saw that is built for SYNTRON COMPANY 


hard service with value features 
of outstanding quality. 900 Lexington Ave., Homer City, Pa. 
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EINBERG 
MChEE 


Modern Catalog 
For An 
Outstanding 
Industrial 
Supply 
Distributor 


This catalog contains MODERN 

features, typical of only Weinberg 

& McKee catalogs, a few of 

which are as follows 

@ Piices of tools made of high 
speed steel are printed in red 
ink 

@ Manufacturers’ trade-marks are 
reproduced in headings of well 
known products 
Pages have a dividing rule be 
tween the columns for more 
effective presentation 

Be certain that your next catalog 

will be MODERN in every detaij 

order it from Weinberg and 

McKee. Complete information 

gladly given withou! obli 

gation 


WEINBERG & McKEE, Inc 
600 W. JACKSON BLVD. 
Gs LG NClOm-ya Gai, (O)h) 


PA 

Cc Al LS are discussed by H I John 
president, Charles A. ‘Tem 
pleton, Inc., Waterbury, Conn., with 
W. C. Howard, Norton Co. abrasiy 


ngincer 


son, vice 





New Lamp Division 
Being Built By GE 


General Electric’s Lamp Division 
is building a new headquarters at Port- 
land, Ore., for its sales and service 
operations in the Northwest. 

Located at 2800 Northwest Nela 
St. in Portland’s Guilds Lake section, 
it will house offices of the division’s 
—" Pacific sales district, of which 
C Rost is manager, and the Port 
a Service district, headed by A. C 
Ham 

\ modern, one-storv building of 
masonry construction, it will contain 
+0000 sq. ft. of space. Of this, about 
8000 sq. ft. will be devoted to office 
space for the two districts, and the 
remainder will serve as a warchouse 
for the storage of incandescent, fluo 
rescent, mercury and other tvpes of 
lamps. The building will be ready 
for occupancy by the end of the year. 
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SAMUEL P. OWEN has recently 
been appointed advertising 
of Rockwell Tools, Inc., 
Ohio 


manager 
Columbus, 


1951 


You'll find the new ‘Tugit’ Moist sells 
itself to the farmer with @ fente to 
stretch; a mill or factory foreman, with 
new hinery or equip t te in- 
stall, a telephone gang with power, 
telephone, and guy wires te pulbtaut, 
truck body manufacturers with ‘door 
frames to square, contractors with lots 
of close-quarter lifting jabs te be 
done and a host of others sueh as 
road crews, railroad repeir ghop 
crews. 





Here's just part of your market — 
a market where handy, portable 
‘Tugit’ Hoists are needed for. doing all 
kinds of lifting, pulling, and tighten- 
ing jobs. Construction gangs, service 
shops, fence erectors, scrapyard fore- 
men offer you additional markets for 
selling ‘Tugit’ Hoists. 


The small, toolbox size of & ‘Tugit’ 
Hoist, its light weight but great 
strength, its accuracy in spotting loads, 
its specially designed grip which 
prevents the handle slipping from the 
operator's hand, and the fact that it's 
a lever-operated hoist with gearing 
and automatic brake are selling fea- 
tures you'll want to emphasize. 


Running low on Bulletin No. 
388? If so, a postcard will 
bring you as many as you 
need to help you sell ‘Tugits.’ 


MAKWEL 


it! rogir’ 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 


Builders of ‘‘Shaw-Box'’ Cranes, ‘Budgit’ and 
Load Lifter’ Hoists and other lifting specialties 
Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves 
Consolidated’ Safety and Relief Valves, and 
‘American’ Industrial Instruments. 





Here’s variety in fasteners for you: short, long, 
stout, thin, curved and bent—and we make 
them all, many of them in hundreds of indi- 
vidual sizes. Because of this great variety, the 
Bethlehem line of bolts and nuts is just what you 
need to keep up with the varied requirements 
of your customers. Bethlehem Bolts are good, 
sturdy bolts, too. With their well-formed heads, 
strong shanks, and smooth-fitting threads, 
they're the kind of bolts your customers will buy 
over and over again. 





BETHLEHEM STEEL COMPANY. BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethiehem Steel Export Corporation 


ere eres erent, 


Bétilehan syples every Yype of Faslarer 
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ARMSTRDNG-BRAY 


EL PULLERS 


or breakag 
improved 
easy to set 
the harder 
the grip. | 


12 types, | 
3-arm, stan 
STEELGRIP 


Write EMerolog 


ARMSTRONG-BRAY & CO. 
5356 NORTHWEST HIGHWAY 
CHICAGO 30, U.S. A. 


CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 
MOYO YOY OY YYYOYYYYYYYAQY 


. BUILT RIGHT—Best materials tool \\\ 
. Right and Left hand Threaded Bushings \ 


for Automatic Tightening. Sook nw 
\ Mr 


\ 


\ 


\ 


throughout 


\ steel cutters . . 


XY w\ \ \ . , 
EASY TO HOLD— Extra 
Weight well distributed 


for smooth handling. 


} \ MAYA YD 


Iso CALDER Fine |Diamond Dressing Tools 


31D Bab YwaSUEW BISTBTTOR: \\ 
Yolk Mel Thana tolllel. DisTRIBUTORS 
WA DAD)DAR]RRRDRDDRDDDDDD DL 
CALDER MANUFACTURING CO. 


2049 North Prince Street ° Lancaster, Pennsylvania 
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J. R. Coffing 


Coffing Hoist Co. 
Elects Coffing V. P. 


Ihe board of directors of Coffing 
Hoist Co., Danville, Il., has elected 
J. R. Coffing as vice president in 
charge of sales, advertising and gen 
cral office administration. 

Mr. Coffing was first associated 
with the company when at the age 
of 12 he started in as a clean-up boy. 
He worked his way up through the 
various departments of production 
and administration to become general 
sales manager prior to World War II. 

Following two and one-half years’ 
service in the South Pacific with the 
U.S. Army Engineers, he resumed 
his position as general manager, which 
post he has held since 





JOHN F. McKEE, a research engi 
neer with the Yarnall-Waring Co., 
Philadelphia, has been awarded a cer 
tificate of merit by the Franklin Insti- 
tute, for his development of the Yar- 
way Impulse Steam ‘Trap 








FOOTE BROS. Gpolosad Cece Chives 


HIGHEST IN QUALITY ¢ SUPERIOR IN PERFORMANCE 
WIDE RANGE OF TYPES AND SIZES 


Enclosed Gear Drives—a size and type to meet every application. The latest 
in gear-cutting equipment backed by nearly a century of engineering and 


manufacturing experience. New 


techniques, better control of material, 


improved manufacturing methods—all assure superior enclosed gear drives. 


LINE-O-POWER SYRAIGHT LINE DRIVES 
Available for prompt delivery 
High quality Duti-Rated Gears permit maximum power 
in minimum size. These drives are economical, both in 
original cost and operation. Double or triple reductions 
with ratios from 5 to 1 up to 238 to 1 and capacity 
range from 1 up to 200 h.p. Write for Bulletin LPB 


HYGRADE HORIZONTAL WORM GEAR DRIVES 
Available for prompt delivery 

High in quality, compact in design, incorporating 

precision worm gearing. Available in a wide range of 

types to meet any need. Ratios from 44g to 1 up te 

4108 to 1. Capacities up to 260 h.p. Write for 

Bulletin HGB. 


WRITE FOR ola pitta, Submtsc. 


FCDTESBROS. 


FOOTE BROS.— LOUIS ALLIS GEARMOTORS 
Available for prompt delivery 
Duti-Rated Gears with file hard tooth surtaces and 
resilient cores assure long wear life and maximum 
load-carrying capacity. Wide range of highest quality 
motors in open drip-proof, splash-proof, enclosed and 

explosion-proof types. Write for Bulletin GMA. 


HYGRADE VERTICAL WORM GEAR DRIVES 
Available for prompt delivery 
Vertical output shafts extended either upward, down- 
ward, or both. Also available in Hytop design with 
wider low speed bearing span to accommodate vertical 
output shaft extensions. Ratios 44 to 1 up to 4108 
to 1. Capacities up to 260 h.p. Write for Bulletin HGB. 


FOOTE BROS 
GEAR AND MACHINE CORPORATION 
Dept. ID, 4545 S. Western Ave 
Chicago 9, Illinois 





TJ, GF sos’ eine oe) / 
(OU TLL LL 


Bellon Lean 


~ 
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“YANKEE” Spirals 


standard on every 
assembly line 


“Yankee” Spirals take the twist out of 
assembly lines, do the hard wrist work, 
reduce many motions to just one...a 
simple push. Wherever assembly shops 
are looking for time-saving, money-mak- 
ing shortcuts, you've got a sale for 
““Yankee”’ Spirals. Made in three sizes and 
two styles—regular and Quick-Return. 


e, 


Parking meter assembly with a “Yankee’’ 135, 
Quick-Return Spring brings back handle after each 
push, makes driving a one-hand job. Centering 
sleeve prevents slippage. 


Typewriter assembly with “Yankee"’ 30A. Rapid 
spiral saves woikers’ muscles, gives you more of 
their skill, 
7 


. 


Body assembly with ““Yankee"’ 130A. Quick-Return 
Spring keeps bit in slot and worker's eyes on the job. 


We're telling your customers to 
ge to you for “Yankee'’ Spirals. 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


YANKEE" TOOLS NOW PART OF 


[ STANLEY 


Reg. U.S. Pat. Off. 








Standard Tool Co. Holds Cleveland Clambake 


OUTING held by Standard Tool Co., Cleveland, recently, honored industrial sales 


force of W.. Bingham Co 
the Bingham Co 


COOL DRINKS are enjoyed by Phil Rackliffe, executive vice president. 


Above left is Vic 


Peters, and right, Herb Pfeiffer, both of 


Klima, 


ind Paul Lees, president, all of Standard ‘Tool Co 





Minnesota Mining 
Opens Buffalo Office 


New facilities of Minnesota Mining 
& Manufacturing Co., in Buffalo, 
N. Y., are housed in a recently com 
pleted one-story structure featuring 
modern exterior and interior design 
located at 330 Greene St Ihe 3M 
company first opened a Buffalo branch 
in 1929 
he Buffalo branch upper 
id western New York and northwest 
crm Pennsylvania. Sherman J. Farley 
is branch sales manager for cellophane 
tapes. Edward A. Smith, who recently 
5 with 


Serves 


ompleted 25 years of service 
3M, is in charge of shipping 
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ASTE Exposition 
Already a Sell Out 


Applications for exhibit space in 
the 1952 AS TE Industrial Industrial 
Exposition to be held in Chicago, 
March 17 to the 21st are already ap 
proaching the total number of exhibi 
tors at the 1950 exposition, sponsored 
by the American Society of ‘Tool 
Engineers. 

Phe 1952 Exposition, although 
providing 30 percent more floor space 
than any previous AS TI 
already two-thirds sold out 
November Ist, according to H. E 
Conrad, executive secretary of the 
technical socicty. 


show was 
before 





. Meikle 


Meikle Elected President 
of Lincoln Engineering 


L. L. Meikle has been elected presi 
dent of the Lincoln Engincering Co. 
of California, according to an an 
nouncement from Lincoln Engincetr 
ing Co., St Louis. 

\s_ president of the California 
corporation, Mr. Meikle will actively 
suppervise the entire West Coast Di 
vision, comprising the states of Ari 
zona, Cahfornia, Nevada, Oregon, 
Washington and western Idaho. 

Mr. Meikle joined Lincoln in 1939 
and has been gencral manager since 
1934. He succeeds C. Homer Reed 
who will continue with the company 
in an advisory capacity 





HENRY J. ZELLWEGER, advertis 
ing manager of Utica Drop Forge & 
lool Corp., addressed the retail hard 
ware traming class of City College of 
New York recently on: “Know Your 
Lools—Increase Your Sales 


WV E know that those of you who handle Ettco-Emrick 
Tapping Attachments will close your books on a full year 
of profitable tapping sales. Now, we'd like to wish all our 
old friends—and new friends—another happy and pros- 
perous new year. 

By maintaining the same high quality of our products, we 
at Ettco will always endeavor to be a contributing factor 
towards your success—all 366 days of the new year.* 


We do mean 366 days—it’s Leap Year! 


...for drilling and tapping 
equipment at its best/ 

DL CO. INC., 600 JOHNSON AVE., BROOKLYN 37, N.Y. 

Sold Through Leading Distributors in the U.S.A. 
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4911 W. Lawrence Avenue + 


210 


LOGAN 


ARIDIFIER 





REMOVES 92% OF 
OIL, WATER AND 
DIRT FROM GAS 
AND AIR LINES BY | 
CENTRIFUGAL FORCE | 


For paint and lacquer 
spraying, ceramic sand blasting, 
air cleaning, etc. Make new instal- 
lations more efficient. Easily 
replaces any standard type of 
drier. Saves tools. Capacity range 
7CFM to 17,000 C.F.M. 


Backed by nationgl 
advertising, dealer helps and a 
distributor policy 
that guarantees 
stock movement. 

Write for details 
of our sure-fire 
sales plan. 

o 
Exploded illustration 
shows how air move- 
ment operates multi- 
blade rotors at high 
speed, thereby remov- 
ing contamination 
from line. 





MANUFACTURERS’ 
AGENTS WANTED 
Some territory still 
available. Write giving 
complete information 
on lines you handle and 
territory you cover. 











The Aridifier is made by 
the builders of Logan 
Lathes and Shapers. 


ENGINEERING 
COMPANY 


Chicago 30, Iii 


Distributor Salesmen Bone Up On Screws 


SCREW MANUFACTURING is watched by salesmen as a part of the Parker 


Kalon sales indoctrination course. Above 


are 


George Kuettner, larwell, Ozmun, 


Kirk & Co., Norman Green, and Vern Nicholson, Aikenhead Hardware Ltd., Walter 
\. Toepel, senior sales engineer, Parker-Kalon Corp., Ken Runvik, Thomas Smith 


Co 


lor the first time since the outbreak 
of the Korean situation, Parker-Kalon 
Corp., New York City, has resumed 
its sales indoctrination course for its 
distributors’ salesmen. 

Conducted at the company’s gen 
eral offices and plant in New York, 
the five-day course consisted of a 
technical which includes an 
extensive plant tour, actual screw 
driving tests, and an analysis of appli 
cation practices. 

Other covered the com 
pany’s policy, pricing, sales 
promotion and advertising. A high 
light of the course was an opportunity 
for the salesmen to follow an order 
from its arrival through the handling 
procedure leading to actual shipment. 

The first class consisted of Vern 
Nicholson, Aikenhead Hardware, Ltd., 
loronto; Ken Runvik, Thomas Smith 
Co., Worcester, Mass.; George Kuett 
ner, Farwell, Ozmun, Kirk & Co., St. 
Paul, Minn.; Bernie Lavender, Lang- 
don Industrial Supply Co., Chicago, 
Ill; and Norman Green, Aikenhead 
Hardware Ltd., Toronto. 


session 


sessions 


sales 


Struebing & Buchheit, Inc. 
Moves To New Building 


Struebing & Buchheit, Inc., Buffalo, 
N. Y., has purchased a two-story build 
ing at 1215 Military Rd. The com 
pany has moved its offices and ware 
house facilities to the ground floor 

he firm has gained three times as 
much office space and four times as 
much warehouse space as formerly, in 
the move. Harold J. Struebing is 
president 
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, and Bernie Lavender, Langdon Industrial Supply Co 





Tidewater Supply Co. 
Opens Two Sales Offices 


lidewater Supply Co. has opened 
an office in Greenville, S. C., with 
Paul C. Aughtry, Clemson College 
graduate in charge. He is assisted by 
W. T. Fraser, Jr. The Greenville of- 
fice is under the supervision of the 
Columbia office. 

Ihe company has also opened a 
sales office in Charlotte, N. C., under 
the supervision of the Asheville office. 

Ihe Columbia, S. C., office has 
added E. Van L. Cherry, formerly 
with Cameron & Barkley at Savannah, 
Ga., to its sales force. Charles Mease 
has been transferred from Asheville to 
Columbia. 

I'he Columbia branch has expanded 
to 38 employees, including eight out- 
side salesmen in the supply depart- 
ment and five in the machinery di- 
vision, all of whom are engineers. 


Machinery Sales & Supply 
Celebrates 25th Year 


I'he Machinery Sales & Supply Co. 
of Dallas, celebrates its 25th anni- 
versary this month. The firm, which 
was founded by its president, T. W. 
Patton, began business as a one-man 
operation in a 100-sq. ft. building. 
It now has expanded to include 60 
employees. 

The company stocks almost 50,000 
items representing more than 200 
lines, and is one of the major sources 
of industrial and construction sup 
plies in Dallas. 





YES SIR... 
WE CAN DELIVER 

A PUMP FROM STOCK 
TOMORROW 


SS 


Edward F, Ford 


Edward Ford Joins 
Bell & Gossett Co. 

Edward F. Ford, who has been 
active in the heating equipment in- 


dustry for the past sixteen years, has How to get re | Reputation that 


joined the sales division of Bell & 


Gossett Co., Morton Grove, II. : 

Most recently, Mr. Ford was asso- brings you NEW CUSTOMERS 
ciated with the C. A. Dunham Co. of 
Chicago, where for the last three and If you can “‘deliver the goods”’ on time and when needed, 
a half years he was in charge of mar- industrial users of equipment begin to think of you as the 
keting and promotion and responsible place to call first. All factory shipments under present 
for Dunham’s government and defense conditions are apt to be extended. The distributor with 
contracts division. **pumps in stock”? makes the sale! 

Mr. Ford was a naval aviator for You can get the reputation for delivering pumps on 
three and a half years during World cians wien weeded ter water Cie Gants eal . 
War II, serving as a lieutenant in the ; ‘ y using the Goulds stocking pion. It's 
Pacific. including Mow Gaines onl as simple as this: Place your order for a stock of Goulds 
Australia. pumps now. Reorder whenever your stock gets low. 

For advice on the most saleable items to stock—and 

: P for help in selling and merchandising, call your nearest 
New Officer Appointed Goulds Branch or write Pump Headquarters. 
At Horton Chuck 


Philip ‘T. Sherman has been ap- STOCK THESE “ALL AROUND” GOULDS PUMPS 


pointed treasurer and comptroller of 
The E. Horton & Son Co., Windsor 
Locks, Conn. 

\ graduate of Ohio State Univer- 
sity, Mr. Sherman was previously con- 
nected with Haskins & Sells, New 
York City, and The American Hard- 
ware Corp., New Britain, having held 
the position of chief cost accountant 
at the latter concern from 1948 until 
coming with Horton in March. 

Ihe FE. Horton & Son Co. is the 
world’s oldest chuck manufacturer and 
is now celebrating its one hundredth 
year in the machine tool industry. As 
part of its expansion program, Horton 
acquired the Cabb Special Products 
Division in 1949. By this acquisition 5 
the company now manufacturers sev- PUMPS INC. . 
eral products for the aircraft and con- , : 
struction equipment fields plus its ma- 
chine tool line of lathe chucks. Fig. 3010 Centrifugal 


Fig. 3769 Single Stage Centrifugal Self-Priming Centrifugal 





Goulds branches in 
all principal cities. 
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U.S. Electrical Motors’ Orange County Plant 


MAKE 
INDUSTRIAL 
HOSE 


LAST LONGER MOTOR MANUFACTURING PLANT planned in Orange County, Calif. 
I 


ae ge ee U.S. Electrical Motors, Inc., will cost $3,500,000 and employ 1500 workers 


the Sherman industrial brass 
fittings catalog. 





4 $3,500,000 clectrical motor man 
ufacturing plant will be started in’ A. G. Bierma Joins 
Orange, County, Calif., in 1952. by Tas . 
U.S. Electrical Motors, Inc. Present H. D. Paylor Co. 
U. S$. Motor plants operate in Los Arthur G. Bierma has been ap 
Angeles and Milford, Conn pointed engineering consultant for 
; il An S5-acre site midwav between’ Hl. D. ‘Taylor Co., Buffalo, N. Y. He 
AIR NOZZLES ~ Anaheim and Beuna Park, 20 miles will aid customers of the company 
from Los Angeles on Santa Ana Frec with their mechanical and engineering 


Several popular styles in solid brass. But- ‘ 
wav is being purchased. Construction — problems 


ton or lever operated valves, straight and ss 
angle patterns. will include a 50,000 sq. ft. adminis Mr. Bierma formerly was an in 


tration building and 250,000 sq. ft. of | structor in mechanical engineering at 
covered manufacturing area. With Cornell University, University of De 
completion of this unit, the plant will — troit and University of Buffalo. He 
employ 1500 workers will cover the Western New York area. 


BARRE. FAUCETS Link-Belt Co. Opens Branch Store in Salt Lake 


Available in ground key and self-closing 
lever types. Precision made to high stand- 
ards. Solid brass handles. 


LINK- -BELT.. c 


so 


GOLD LABEL 
NOZZLES 


Finest nozzle made 
Heavy bronze construc- 
tion plus patented “non- 
rising” sleeve adds extra 
years of service. Finger- 
tip adjustment from mist 
spray to positive, leak- 
proof shut-off. 


BATTLE CREEK, . ail 
MICHIGAN FACTORY BRANCH STORE has been opened by Link-Belt Co. in Salt Lake 
INDUSTRIAL BRASS FITTINGS | City, Utah, to service Utah, and parts of Idaho and Nevada 
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A. J. Shradel 


Cutler-Hammer Makes 
Shradel District Sales Head 


\. J. Shradel has been appointed 
manager of the Seattle district sales 
ofiice of Cutler-Hammer, Inc., Mil- 
waukee, Wisc. He succeeds IT. N, 
Bristow who 1s retiring after 23 years 
of service with the company—the last 
nine years of which he served as 
Seattle district sales manager. 

An electrical engineering graduate 
of the University of lowa, Mr. Shradel 
joined Cutler-Hammer in 1936 work 
ing in various departments until 1938 
when he was transferred to San Fran- 
cisco as assistant plant manager. In 
1945 he went into the company’s dis 
trict sales office, and in 1948 opened 
the Fresno sales office where he re 
mained until his new appointment 

\s manager of the Seattle district 
sales office, Mr. Shradel will also 
supervise the Cutler-Hammer Port 
land office in the sale of Cutler-Ham 
mer motor control and allied electrical 
apparatus 


Madison Appointed Agent 
For Heller Tools In Canada 


Heller Brothers Co., Newcomers- 
town, Ohio, has announced that Mad 
ison Products Co., Ltd., with head of- 
fice at 351 Place Royale, in Montreal, 
has been appointed manufacturer's 
agent for the distribution of the com- 
plete line of Heller tools throughout 
Canada. 

Madison Products Co. Ltd. has a 
coast to coast representation, and is 
widely known in the hardware field. 
David Clark, E. M. Pike, Allan 
Malen, with Joseph Malen as sales 
manager, will do the field work of 
bringing Heller products to the hard- 
ware, automotive and mill supply 
trades in Canada. 


everyone’s on board 


with PEORIA CHAIN 


Nobody’s “left on shore” when a PEORIA CHAIN sale gets under way. 
Distributors are protected by a sensible factory sales policy that protects 
their investment, time and effort. Customers profit by using high-quality 
PEORIA CHAIN —a complete line of malleable iron chain produced 
by a well-established firm. Sell PEORIA CHAIN. Order now or write 
for free catalog. 


DETACHABLE CHAIN 


400 CLASS 
PINTLE CHAIN 


700 CLASS 
PINTLE CHAIN 


ROLLER TOP 
TRANSFER CHAIN 


ELEVATOR 
BUCKETS 


PEORIA MALLEABLE CASTINGS CO. 


FT. OF ALEXANDER ST., PEORIA, ILLINOIS 
CHAIN MAKERS FOR OVER 30 YEARS 





INDUSTRIAL DISTRIBUTION © DECEMBER, 1951 








MECHANICAL POWER 
TRANSMISSION EQUIPMENT 


For 72 years—a name famous for design perfection and mechanical dependability— 
for ability to solve every complicated mechanical power transmission problem. Medart 
—MOST COMPLETE LINE AVAILABLE—moves faster, sells easier, earns more profit! 


Ack FP 
These 


\ V-Belts & Sheaves (_] Speed Reducers 
Power Transmission Equipment (_] Gears 
ATTACH THIS AD TO LETTERHEAD AND SIGN 


MEDART COMPAN 


3535 De Kalb Sr. 
St. Lovis 18, Mo. 


To Help You In Selling 
VIKING ROTARY PUMPS |; 


Advertising Appears Monthly in These Publications gat 


The Viking Pump Company is supporting 
your sales plans by consistently using space 
in the following publications. Over three 
quarters of a million times each month, 
pump users are urged to see their distribu 
tor about Viking Pumps 
Mill & Factory 
Motorship 
The Butter, Cheese & 
Milk Products Journal 
National Cleaner & 
Dyer 


Business Week 
Butane-Propane News 
Chemical Engineering 
Chemical Processing 
Diese! Power 
Food Engineering 
Fueloil & Oil Heat National Petroleum 
Industrial Equipment News 
New National Provisioner 
Oil & Gas Journal 
Pacific Factory 
Plant Engineering 
Power 
Product Engineering 
Railway Engineering & 
Maintenance 


Industry & Power 
Industrial Distribution 
Machine Design 
Machinery 

Marine Engineering 
Milk Dealer 

Milk Plant Monthly 


_ 
r 


|| Vine) 


AN HONORED NAME |/ | 
IN PUMPING | 


Vikin 


Pume Company 
Cedar Falls, 


lowa 
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G. R. Olsen 


Homestead Appoints Olsen 
Division Sales Manager 

Homestead Valve 
Co., Coraopolis, Pa., has appointed 
x. R. Olsen, division sales manager 
in the states of Washington, Oregon, 
California, Idaho, Nevada, Utah, 
Montana, Wyoming and Colorado. 

Prior to joining Homestead Valve, 
Mr. Olsen represented W. Lade- 
wig Co. of Los Angeles; and before 
that had spent three years as a manu- 
facturer’s representative and_ sixteen 
vears with General Petroleum Corp. 
He will make his headquarters in Los 
Angeles 


Manufacturing 


Lyon Metal Celebrates 
Fiftieth Anniversary 


[his year marks the fiftieth anni- 
versary Of Lvon Metal Products, Inc., 
Aurora, II]. 

From a beginning in the basement 
of its founder's home, Lyon has pro- 
gressed in the fifty year period so that 
today it maintains two manufacturing 
plants—one in York, Pa., the other 
in Aurora, Ill., where the general 
offices are located. 

Together these two plants present 
over one-half million sq. ft. of manu- 
facturing floor space. With a national 
sales organization, Lyon maintains 
offices in every principal city in the 
United States. 


Syracuse Supply Gets Prize 


Syracuse Supply Co., Syracuse, 
N. Y., was a winner in the Central 
New York area during the recent 
safety contest sponsored by the New 
York State Insurance Fund. The 
firm received an award at a dinner 
meeting in Hotel Syracuse. 








OPERATING PROCEDURE is dis- 

cussed by L. W. Seaver and Cary E 

Williams of Thackston-Davis Supply 

Co., Columbia, S. C., as they check ; ; : : : = _ 

a new machine just received on the Fe Flame Soldering with Kester Nosput flux-core 
sales floor hs solder. One of Kester’s speciaiized industrial solders 


that does this job better than any other solder. 





Ebbeson To Replace Paul 


For Norton Company ies 
Kenneth F. Ebbeson, sales engineer, ie 

Norton Co., Worcester, Mass., will 4 

assume the duties of David H. Paul, 


abrasive engineer, covering Arkansas, 


western ‘Tennessee, Mississippi and “Nosput” flux-core solder is only one member of 
Louisiana. 


Mr. Paul has t led Kester’s famous group of flux-core solders. In all 
Mr. Paul has been called to active : : ; - 

ae » are over 100,000 different types and sizes. 
duty as a Lt. j.g. in the U.S. Navy. Care see's YP 


He spent three years in World War 
II in the submarine service. 


Richard J. Kervick was appointed e 0 
abrasive engineer in West Virginia. 4 
He will take over this territory which J 
has been recently handled by Charles ] 
B. Martin, in addition to his regular 








duties as field engineer in the Pitts- 

burgh area. 

Kester can supply the right solder for the job, virtu- 
ally eliminating waste and rejects. Have a Kester 
expert analyze your customers soldering operations. 





Kester Solder Company 
4201 Wrightwood Ave. * Chicago 39, Illinois 
Nework, New Jersey * Brantford, Canada 


Send for free manual : 
"SOLDER and Soldering 
Technique” 


BERT L. PEARCE has been ap- 
pointed chief engineer of the Ewart 
plant in Indianapolis of Link-Belt Co. 
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Almost 100 years 
of know-how makes 


HARRISBURG 


Couplings and Flanges 
the line that’s right 


They Sell Better Because 


Industrial Buyers Respect 


a Harrisburg-Made Product 


HARRISBURG Seamless Steel Pipe 
Couplings, made to A.P.|. and A.I.S.I 
specifications, for casing ; line, drive, 
and merchant pipe; water well, and 
pump pipe applications. 


WwW 


| 
HARRISBURG Drop-Forged Steel 
Pipe Flanges, manufactured to A.S.A 
standards, in threaded, slip-on, weld- 
ing neck, reducing, and other types 


INTERESTED IN SELLING THEM ? 
— CLIP AND MAIL THIS COUPON 


> 


Harris Corporation 


Harrisburg 18, Pennsylvania 


g Steel 

We are interested in becoming distributors 
+ Harrisburg Couplings and Flanges. Send 
s complete details on distributor franchises 

Nome 

Company 

Address 


City 


Harrisburg 


13 3 ole) ite) 7 Nile), | 
Harrisburg 18, Penna. 


Atal 


98 vears IN PENNSYLVANIA'S CAPITAL 
Custom-Built Quality Products in Quantity 





E. E. MeCaskill 


MeCaskill to Jacksonville 
For Moore Dry Kiln Co. 


New representative for the indus- 
trial division of Moore Drv Kiln Co., 
in the Jacksonville, Fla. area is E. E. 
NicCaskill 

Mr. McCaskill has been a resident 
of Jacksonville for five vears, during 
which he was connected with indus 
trial firms, and previously served 4 
vears in the army. 


Key Company Appoints 
Two New Agents 


Kev Co., East St. Louis, IL, re 
cently appointed Gus W.. Otter, Okla 
homa City, to represent the company 
on the distribution of pipe joint com 
pounds in Oklahoma, Kansas and the 
western borders of Missouri and Ar 
kansas 

J. R. Hill, Houston, was 
cently appointed to represent the pipe 
joint compound division in the state 
of ‘Texas 


also. re 





M. T. KINNISON has been appointed 
assistant purchasing agent of Jas. P 
Marsh Corp., Skokie, III 


SOLID STEEL COLLARS 
with 
UNBRAKO 
Self-Locking 
HOLLOW SET SCREWS 





Used 
Profitably... 


by manufacturers of such 
widely diversified prod- 
ucts as lawn mowers, 
food machinery, textile 
machinery, juke boxes, 
snow plows, conveyors, 
air compressors, agricul- 
tural machinery, electric 
fans, bottiing machines, 
and dozens of others. 

Precision machined 
from solid bar stock in 42 
stock sizes for shafts from 
3/16” to 3’’ diameters 
inclusive. 


Write for prices and name 
of your nearest distributor. 


-SPS- 


STANDARD PRESSED STEEL CO. 
JENKINTOWN 13, PENNSYLVANIA 
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Phil Eldridge 


Phil Eldridge Joins 
American Manufacturing Co. 


Phil Eldridge has joined the Ameri- 
can Manufacturing Co., Cordage Mill, 
Brooklyn, N. Y., as assistant manager 
of their San Francisco Division. 

Mr. Eldridge was formerly associ- 
ated with John A. Roebling’s Sons 
Co., and is well known in the marine 
and industrial trade throughout Calli- 
fornia 


G. E. Announces 
New Lamp Coding System 


A more useful and descriptive cod- 
ing system to identify its line of 
mercury lamps has been announced 
by General Electric’s Lamp Division. 

The new ordering designations em- 
body most of the former symbols, but 
add the important wattage figures. 
For additional clarification the two 
PAR-38 lamps will now carry “SP” 
(spot) and “FL” (flood) symbols 
to indicate their light distribution. 
Another will carry the designation 
“BL” (black light) to denote its 
principal use. 

Because of their greater efficiency, 
mercury lamps sometimes are pre- 
ferred over filament lamps for certain 
lighting purposes, such as floodlight- 
ing, factory, street, tunnel, and other 
applications. 

The old and new coding of popular 
mercury lamps follows: 


Old Orderizg New Ordering 
Abbreviation Abbreviation 


C-H4 1H1100-SP4 
E-H4 H100-FL4 
\-H4 H100-A4 
B-H4 H100-BL4 
A-H2 H250-A2 
A-H5 H250-A5 
A-H1 H400-Al 
B-H1 H400-B1 
E-H1 H400-E1 
A-H9 H3000-A9 


WHEN YOU SEE THIS 
ON AN END MILL....« 


... you know you are sell- 
ing a tool specified by men 
who want faster cutting 
and longer end mill life. 


Putnam end mills are the best that years of 
specialized experience and careful manufactur- 
ing can produce . . . recognized everywhere for 
their dependable performance. They are the 
country’s most complete line of regularly-stocked, 
catalog-priced end mills with more than 1000 
standard types and sizes available. 

As a Putnam distributor, you enjoy healthy 
sales and profits, plus greater repeat orders from 
satisfied customers. Putnam’s aggressive adver- 
tising, prominently displayed in leading trade 


publications, further assures you increased sales 


by creating maximum trade acceptance. That's 
’ 


why leading mill supply distributors prefer and 
SELL Putnam End Mills. 


2981 CHARLEVOIX AVENUE ° DETROIT 7 MICHIGAN 
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Carry Buckingham 





THREAD 
RESTORERS) 


...and watch the sales ring UP! 


Just a few turns of a Buckingham Thread Restorer fixes up 
battered, distorted, rusted conditions on any male threads — 
SAE, ASME, pipe, or tapered. Models easily adjustable to 
wide range of root diameters. Require no change of dies. 

This exclusive type tool is creating substantial sales. More, 
Buckinghara Thread Restorers are consistently advertised to 
a big list of industries. So, hitch onto Buckingham demand. 
Attractive discount! Get extra profits now! Order today or 





OTHER 
QUICK-MOVING 
ITEMS 


“Protecto” Grips 
Tubular dielectric 
plastic grips, for slip- 
ping snugly onto pli 
ers handles. Provide 
insulation and sure 
grip. Display card 
makes them self- 
sellers. 


Tool Pouches 
Different types with 





write for complete 
details and sales 
proposition. 





a 
; & 
” to 2%" root diam. 
” to 
” to 


variety of pockets 
Supported by belt. 
Heovy leather, stitched 
and riveted. Thousands 
of workmen and hob- 
byists want them. 


$ 6.50 
8.50 
12.00 
27.50 
21.00 


root diam. . 
1” root diam. 


4” root diam... 
2%" root diam. 








BUCKINGHAM MANUFACTURING CO., INC. 


69-71 Travis Street 


One of our distributors writes us, 
“The distributor policy of Laminated 
Shim is so excellent that we feel 
obliged to consider its packaged 
shim stock as a major line.” 

Good lines are not necessarily just 
the very largest. Fair policy and 
quality merchandise have built our 


distributor organization since 1913. 


WRITE 


; ' 
2 ila yang for Literature! 





Handy rolls in cartons, flat packets 
of heavier gauges, and sturdy 
metal racks combine to make up 
a well-rounded line of shim stock. 
Arbor spacers also available. 


LAMINATED SHIM COMPANY, Inc. 


4111 UNION STREET % 


218 


sot 
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Leo A. Legat 


Billings & Spencer Co. 
Adds Legat To Sales Staff 


Billings & Spencer Co., of Hartford, 
Conn., have appointed Leo A. Legat 
as sales representative for northern 
Ohio and western Pennsylvania, with 
headquarters in Parma, Ohio. 

Before and after the last war, Mr. 
Legat traveled in northern Ohio for 
the W. Bingham Co. of Cleveland. 


Thermoid Gets Award 
From N. J. Safety Council 


For the first time in its history, 
the New Jersey State Safety Council 
presented its radio safety Award of 
Merit to an industrial concern, the 
Chermoid Co., of ‘Trenton, N. J. 

Thermoid received the award for 
its sponsorship of a program on NBC’s 
WTTM, devoted to promoting high- 
way, plant and home safety. Thomas 
Y. Jones, president of the State Safety 
council made the presentation which 
was received by Fred E. Schluter, 
president of the company. 


BUY CHRISTMAS SEALS 
FIGHT TUBERCULOSIS 








FOLLOWING FOOTSTEPS of his 
father, President J. B. Crimmins of 
Mills & Lupton Supply Co., Chatta 
nooga, Tenn., J. B. Crimmins, Jr., 
shows his father the booklet which he 
edited for the recent graduating class 
at the Westinghouse training school. 


Mackintosh-Hemphill Co. 
Forms Drill Bit Division 


Mackintosh-Hemphill Co.,  Pitts- 
burgh, has entered a new field of steel 
manufacture and is currently produc- 
ing a line of forged steel rock bits 
which are being distributed by a 
newly-organized subsidiary company 
to the mining, quarry, construction 
and other heavy industries. 

The new Drill Bit & Tool Division 
is charged with the research, develop- 
ment and manufacture of a line of 
disposable rock bits. They are being 
manufactured in a new building ad- 
jacent to the company’s Midland 
Plant at Midland, Pa. 

The sale of the “DBT Throwaway” 
rock bits through contractor and mine 
supply houses is the responsibility of 
Drill Bit & Tool Co. This is a newly- 
organized Delaware corporation and 
is a wholly owned subsidiary of Mack- 
intosh-Hemphill Co. Officers of the 
parent company have similar responsi 
bilities in the subsidiary sales firm. 


Charles H. Besly & Co. 
Promotes J. W. Oliver 


Charles H. Besly & Co., of Chi- 
cago and Beloit, has appointed J. W. 
Oliver district manager for eastern 
Michigan, Indiana, western Ohio and 
Kentucky. 

Mr. Oliver was formerly Besly sales 
and service representative for the cut- 
ting tool division. His new position 
will make him responsible for the sale 
of Besly grinders, and Besly-Titan 
Abrasives, as well as Besly cutting 
tools in this. area. 


COMPANY 
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FOR STANDARD AS WELL 
A 


Pi 


Putteys can be divided 
into two general classi- 
fications, STANDARD 
PULLEYS 
the majority of 


which serve 
power 
transmission needs and 
SPECIAL PULLEYS de- 
signed for some particu- 
lar duty. Pyott makes 
both with a casting range 
using 


from 2” to 144 


stock pattern equipment. 

In the Pyote STAND- 
ARDLINE are fixed bore 
and interchangeable hub 
types, the 


YY >” 
PULLEY WITH 
AUXILIARY HUB 
POWER TAKE 

OFF 


latter being 
carried in stock simpli- 
fying the inventory prob- 
lem. Quick change hubs 
used with Pyott Pulleys 
are interchangeable with 
hubs used on Pyott 
Sheaves. 

In the Pyott SPECIAL 


CONVEYOR LINE are pulleys having 


ROLL flywheel effect—also, ta- 


per cone pulleys, step 
cone and conveyor pul- 
leys, flanged pulleys, ring 
type pulleys, clutch ring 
pulleys, brake 
ball bearing pulleys and 


pulleys, 


\ practically any variation 
Meas. Ne of special pulleys—all can 
STANDARD 


FIXED BORE 
PULLEY 


be made at low cost from 
stock patterns. 


If you need SPECIAL 
PULLEYS only — call 
Pyott, or, if you need 
STOCK PULLEYS, call 
Pyot—you will 
advantageous to be a 
Pyott distributor. 


find it 


Write for Details 
Q.0 PULLEY 
WITH 
INTERCHANGE 
ABLE HUB 


PYOTT 


FOUNDRY & 


MACHINE CO. 
310 N. Sangamon St., Chicago 7, Illinois 
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- January 


a 4 


PRICING CLERK Jack Burke, Esco, 
Inc,. Baltimore, Md., got his start with 
Brown-Roberts Hdwe. & Supply, Alex 
andria, La., after the war 





Thackston-Davis Supply 
Sparks Sales Program 


An enthusiastic sales program, hing 
ing on demonstrations of products 
and techniques at sales meetings, has 
been launched by the ‘Thackston 
Davis Supply Co., Columbia, S. C. 
Company officials say that this method 
is producing better salesmen and in 
creased business. Since its opening in 
1950, the company has in 
creased personnel to include five out 
side and four counter salesmen, with 
total personnel of 21 persons. 

Lesley W. Seaves, formerly with 
Perkins-Bassett and Wright, Inc., of 
Keene, N. H., has joined the company 
and will be in charge of perpetual in 
ventory and will work in the purchas 
ing department. 

Charlie Hines, formerly citv sales 
man with ‘Tidewater Supply Co., 
Columbia, has joined the company 
and will be in charge of the price 


de sk 


Link-Belt Company 
Opens Salt Lake Branch 


Link-Belt Co., Chicago, Ill., has 
opened a new factory branch store at 
108 South Fourth West St., Salt Lake 
City, Utah. The new branch will 
service mines, mills and factories in 
Utah, southern Idaho and_ eastern 
Nevada. 

Ihe new store and sales office is 
headed by Donald W. Newsome, dis- 
trict manager, an engineer transferred 
from the company’s San Francisco 


| plant. He will be assisted by Harry 


Hotchkiss, who until recently was on 
the staff of the Link-Belt store and 
warehouse in Spokane, Wash. 


CHICAGO 


Mounted 


WHEELS 








1. First in the Field —Unexcelled 
“Know-How” 
2. Stronger Mandrels—Special 
Analysis Steel 
3. Wheels Guaranteed to Remain 
on Mandrels 
4. Constant Concentricity for Per- 
fect Balance 
5. Widest Variety of Sizes and 
Shapes 
6. Strongest Construction for 
Longest Life 
7. Greater Cutting Freedom— 
Faster Cutting Action 
8. Better, Finer Finishes Positively 
Assured 
9. Job-Engineered to Your Particu- 
lar Requirements 
10. Recommended by Skilled Me- 
chanics and Craftsmen 

Free Sample Wheel 
Give details of your operation. We'll 
supply correct sample. No obligation. 

Write for Free Catalog. 


CHICAGO WHEEL & MFG. CO. 
Dept. ID + 1101 West Monroe Street 
Chicago 7, Illinois 





50 Years With Cleveland 
Celebrated by Caldwell 
Starts on page 128 


Sharing a room with another voung 
man, Caldwell found himself at work 
a half hour earlier than the other com 
pany employees. That was becaus¢ 
his room mate was emploved by a 
company operating on sun time, a 
half hour earlier than central standard 
time used by Cleveland ‘Twist Drill. 

Aroused by his room mate each 
morning, Caldwell with nothing else 
to do at that hour of the morning, 
naturally went to the office and for 
lack of something else to do, worked 
in the stock room till the other em- 
ployees showed up. 

That attracted the attention of Mr. 
Buckwell. Seeing the apparent cager- 
ness of Caldwell to get ahead, Buck- 
well started channeling more impor 
tant work his way, the first being to 
handle the inventory books of the 
company’s two branch stock rooms, 
one in Chicago and the other in New 


\ OI k 
Initial Sale 


He got his first taste of direct sel- 
ling two years after joining the com- 
pany. Sent to Chicago in February 
1903 to do general work in the branch 
stock room, he suddenly found him 
self on his way to the Meihle Print- 
ing Press Company, with an order 
book in his pocket. 

On that first visit to a customer, 
Mr. Caldwell found circumstance play 
ing into his hand. Taking a short cut 
across the railroad tracks to the Meihl 
plant, he approached it from the reat 
and entered. He noted a surprised 
look on the face of the plant superin 
tendent when he entered the office. 
lo Mr. Caldwell’s complete amazc¢ 
ment he found himself leaving the 
plant an hour later with a hefty ordet 
in his pocket. 

Leaving the plant by the front door, 
he realized why he had been regarded 
with awe by those inside the plant 
the street was filled with pickets who 
forbade anyone to enter the plant 
Mr. Caldwell’s boss was no less amazed 
than the Meihle people when he 
tossed the order on his desk, since it 
was an account Cleveland Twist Drill 
had been attempting to open for 
months. For the balance of the year 
he remained in Chicago, Mr. Caldwell 
Was given only those accounts no one 
else had been able to sell 

Back to Cleveland in April 1904, 
because of the selling job he had ac 
complished in Chicago, Caldwell was 
given the job of pirtch-hitting for the 
company salesman responsible for all 


\ otilor Salus 


-for YOU i 


Reduce Floor Wear 
to a minimum, 


Increase efficiency 
of employees. 


Eliminate wracking 
of equipment. 


WRITE FOR SPECIAL 
DEALER PROPOSITION 


DARNELL CORP. LTD 


LONG BEACH 4 CALIFORNIA 


60 WALKER ST NEW YORK I3 NY 
36 N CLINTON CHICAGO 6 ILL 
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MERCURY CLUTCHES 
4 Profitable Line for Distributors 


¢ Reasonably Priced 
« Generous Discounts 


Wherever you find an electric motor at work in 
the Replacement, Maintenance, or Service markets 
there is an opportunity to sell a Mercury Auto- 
matic Clutch. 

Installed on an electric motor, a Mercury Automatic 
Clutch cuts starting current demand one-half to two 
thirds, provides full protection against burned-out 
windings, blown fuses, and fire hazards. Available 
for 1/6 HP to 15 HP motors plus a choice of de- 
mountable pulleys. 


A recent Mercury development is the Series ‘E”’ 
Mercury Clutch Coupling. This is a complete unit 
consisting of a Series “E’’ Mercury Clutch with pro- 
vision for mounting a standard flexible coupling be 
tween it and the driven load. Designed for installa 
tion on the shafts of integral horsepower electric 
motors up to 15 H.P. rating. See below. 

Write for the Mercury Dis- 

tributor Discount Schedule 

and copy of Catalog A-8 


) AUTOMATIC” STEEL PRODUCTS, INC. 


CANTON 6, OHIO 








PERFECT SEAL 
EVEN WITH PIPE 
WITHSTAND e 
alley = 
PRESSURES 


N 
PERFECT 
ALIGNMENT 


WHEN YOU 
RECOMMEND 
AND SELL 


CATAWISSA ends 
guesswork in union require- 
ments—at a price to compete 
with better grade malleable iron 
unions! SELL CATAWISSA HOT FORGED 
STEEL UNIONS and you sell cost-cutting satis- 
faction—sure-fire dependability that mean: 
profitable repeat business for you! 
WRITE FOR BULLETIN & COMPLETE ENGINEERING DATA 
. « standord and double extra heavy, male and female, orifice and spe- 
cials—screwed or socket weld, there's a CATAWISSA type for every use 


ATAWISSA ITTINGS CO. 
300 MILL ST. CATAWISSA, PENNSYLVANIA 
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| of the territory west of the Mississippi 


River where most of the company’s 
sales were made through distributors 
—the opposite to the practice in the 
East. That assignment was followed 
by the creation of a special job for 
Caldwell—missionary sales work on 
eastern railroads. 


Sales Groundwork 


Securing a list of all railroad shops 
in the East where repair work was 
done, Caldwell one day found himself 
at the little known place of Grafton, 
W. Va., where the B. & O. Rail- 
road maintained a shop for minor 
repairs. 

Very seldom visited by supply sales- 
men, W. S. Galloway, the round 
house foreman welcomed Caldwell al 
though he wasn’t in a position to give 
him an order. Not at that time he 
wasn’t, but in 1910, Mr. Galloway had 
advanced to the position of director of 
purchases for the B. & O. Ry., with 
offices in Baltimore. So when Cald 
well called upon him in that capacity, 
the friendship which had started in a 
small, grimy roundhouse in Grafton 
paid off handsomely. Galloway handed 
him an order for a solid railroad car 
load of drills, the largest order ever 
received from a single customer by 
Cleveland Twist Drill Co. up to that 
time. 

From the time Caldwell had been 
permitted to try his selling wings in 
Chicago he had wanted a try at selling 
in Cleveland proper. Sales in Cleve- 
land were being handled by the three 
salesmen working from the Cleveland 
office but on a more or less haphazard 
basis. Caldwell wanted the assign- 
ment of sales in Cleveland proper. 

When he was taken from the mis- 
sionary work in the railroad field 
(Mr. Buckwell thought he was too 
young at 21 to be on a full time asso- 
ciation basis with the case-hardened 
railroaders of that day) his wish was 
granted. Cleveland sales were running 
about $28,000 vearly in 1905. In 
March 1906 he was transferred to 
Philadelphia as the salesman for that 
territory. During the first four months 
he devoted his energy only to Cleve- 
land sales; they averaged out to $8,500 
per month. 

len years of selling in Philadelphia 
and Mr. Caldwell was promoted to the 
position of assistant manager of sales, 
with offices in Cleveland. There he 
remained as such until he was _pro- 
moted to manager of sales in 1922 

No sooner had he been given the 
sales reins than he instituted sweeping 
changes in the company’s sales pol- 
icies. 

Half of the company’s sales volume 
were direct sales to big customers, the 
300-odd distributors being relied upon 
more or less to do the selling to 





smaller accounts. The company em- 
ployed eight salesmen and had about 
8,000 customer accounts. 

Mr. Caldwell’s first move was to 
close all customer accounts and route 
all sales through the distributors. That 
called for more distributors. And since 
there were more distributors, there 
was a growing need for additional 
branch stock rooms. 

Today there are 813 distributors 
with the company using the services 
of 50 Cleveland ‘Twist Drill salesmen. 
Stock rooms were opened in Dallas, 
Detroit, San Francisco and Los An- 
geles, making six in all. A complete 
stock of the company’s 15,000 sizes 
ind types catalogued items is carried 
in each branch stock room. The aver- 
age inventory is about $500,000. ‘That 
means a lot of drills when the aver 
age sales price of 50 cents per drill is 
considered 

More or less responsible for the 
sales apprentice course, Caldwell per- 
sonally selects the candidates for the 
sales course, which extends from one 
to two years in length. 

Today all of the company’s sales are 
routed through distributors, thus mak 
ing the company’s salesmen an extra 
arm in the sales field for the distribu- 
tors. It works out, at least for this 
company, for close relationship be- 
tween distributor and the company, 
and better service for the customer. 
Incidentally it also means the distribu- 
tors carry larger stocks of the com- 
pany’s products. 

Fifty years of continuous service 
with Cleveland ‘T'wist Drill has only 
served to whet Mr. Caldwell’s fond- 
ness for selling and meeting people. 
['wice each year he travels to Cali- 
fornia to visit the large users of the 
company’s products as well as the two 
branch stock rooms. 

The first vice president Cleveland 
'wist Drill had and the first person 
outside the company’s founders and 
their families to hold office, he regards 
the first 50 years as only an introduc 
tion to his career. 


Homestead Makes Loeffler 
Division Representative 


Hypressure Jenny Division of Home- 
stead Valve Mfg. Co., Coraopolis, Pa., 
has appointed Richard R. Loeffler as 
factory representative in southern | 
California. 

Mr. Loeffler is a native Californian 
and has spent his entire business 
career in the automotive trade. He | 
will assist the company’s distributors, | 
in the sale of cleaners, compounds, 
parts and accessories, and will make | 
his headquarters at 1423 South Hill | 
St., Los Angeles, Calif. 


STANDARDIZE 


on Desmond-Simplex Vises 


More and more plants are finding it’s good shop practice, 
and economical, too, to specify “Desmond-Simplex” 
whenever they buy vises. Desmond-Simplex vises offer 
maximum durability, serviceability, and extra features 
not found on ordinary vises. Furthermore, you pay no 
premium for these advantages. The line is complete, so 
you can be sure they will meet all your requirements in 
full . . . THE DESMOND-STEPHAN MFG. CO., 
URBANA, OHIO. 


Greater capacity: Desmond’s exclusive all-steel 
slide is stronger (milled from the solid) 
guaranteed not to bend or break in service, 


Steel screw enclosed, protected from 
dirt and chips 


Stands heavier blows: step milled jaw 
inserts fit on shoulder; holding screws take 
no shock, are easy to remove when necessary, 


Easier lubrication: screw retainer is outside 
Full 360° swivel base, locks in any position 


Minimum backlash: longer, stronger vise 
nut lasts indefinitely 


One-piece non-pinching type handle 





Order Desmond-Simplex vises 
from your industrial distributor. 


\ | 
Desmond 
SIMPLEX :'':: VISES 

o OY 
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ROY E. ROTH CO 
2428-L 4th AVE 


Why not avoid 
Steam Supply Failures? 


ae 


Condensate 
Return Units 


Solutions for all 


SODERING 
WELDING 
BRAZING 


PROBLEMS 


With our more than 55 
years of experience in 
the use of FLUX we can 
help you solve your cus- 
tomers most intricate 
and unusual problems. 
Sometimes just a differ- 
ent grade of flux a 
change in temperature— 
a different tool is all 
that is necessary. Let us 
send you our FREE 
sodering chart which 
shows melting points of 
all soders 


sodering paste 
sodering sticks 
sodering oil 
sodering flux 
sodering liquid 
sodering syrup 
sodering acid 
stainless steel! polish 
solid sal ammonia 


L. B. ALLEN CO., 


Inc. 


6731 BRYN MAWR AVE. 


CHICAGO 31, 


ILL. 


UPS 


Boiler 
Feed i" aa 


Insist on 

these quality 
features in your 
boiler feed system: 


Write us today, 
for complete data! 


ROCK ISLAND 
ILLINOIS 


Turbine Cellar 
fas Pumps 


o 2 


> Drainers 





FOR 


Dept. 





Originality 


LOOK TO 


MAN-SIZED 
HANDLE 


Why 
THOSE 
WHO 
KNOW 
FINE 
TOOLS 
BUY XCELI ) 
XCELITE Sasa Bt 
Screw- 

drivers 


QUALITY BLADE 
TI = 





Vanadiu I 

k nace Stee 
screwdri blades 
PRECISION 
GROUND TIP 
Ground crosswise 


ang 


" f te NCELITE 


PARK METALWARE co., 
F Orchard Park, .. Fe 


> 





talog 


INC. 


Cha lity iy 


Preferred By Experts 


First to use plastic for screwdriver handles 
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Watkins, Inc. Holds 
Halloween Celebration 


COSTUME prize winners at the recent 
Halloween party held by Watkins, Inc., 
Wichita, Kan., were Agatha Walter- 
scheid and John Loney. Also present at 
the party, which was held at Sandy 
Beach, were 


é 


W. K. JANES, credit manager, and his 
wife, Merree The celebration 
sponsored by the Watkins Employees 
Club 


was 





3M Officials Predict 
Large Foreign Sales 
Minnesota Mining & Mfg. Co., 


Paul, Minn., officials predicted onc 
sales upwards of $30,000,000 for 
1952, the firm’s first full vear of direct 
operations in European and South 
American markets. 

The estimate was made with an an- 
nouncement of formation of a whollv- 
owned subsidiary to develop and han- 
dle 3M’s foreign interests. The sub- 
sidiary will be known as Minnesota 
Mining & Manufacturing — Inter- 
national Co. R. W. Young has been 
named president. 





00 Packing Problems 


with 7 Solution... 


LORENZO S. WASHBURN is new 
quality manager of Norton Co.'s 
Abrasive Division, Worcester, Mass 
He succeeds Charles J Hudson who 
has retired after 34 vears with the 
ompany 





33 Salesmen Complete 
Factory Training Course 


Thirty-three salesmen representing 
twenty-one distributors located in six 
teen states recently completed Man 
ning, Maxwell & Moore’s Factory 
I'raiming course for salesmen of au 
thorized industrial distributors 


{BELMONT 


SHEET PACKINGS 


Yes, regardless of the problem—whether it’s tempera- 
tures encountered; pressures to be sealed; unique resili- 
ency requirements to be met; abrasive resistance to be 
overcome or tensile strength and toughness specifications 
to be lived up to—as long as you have flange and paral- 
lel surface joints to connect, you'll always find the most 
satisfactory sealing answer in Belmont Sheet Packings. 


Standard Belmont Sheet Packings are obtainable in 
sheets or rolls (according to style). The constructions 
include — compressed asbestos, asbestos metallic, red 
rubber, cloth inserted, vegetable fibre and a wide range 
of other basic materials and combinations, all scientifi- 
cally formulated to provide BETTER SEALING. 

For permanent joints or joints that must be taken apart 
frequently . . . for pliability . . . for compressibility . . . 
for the packings that will not creep or blow, try Belmont 
—the sheet packings made for every conceivable type of 
service—Distributors in every large industrial center are 


Held in the Stratford, Conn. and ; es at your service. 
Watertown, Mass. plants of the com J A ‘ 3 —— . 
pany, the course included classroom For engineering or technical help on special jobs, write 


and factory instruction in the engi 3 direct. 

neering, manufacture and application ' 

of Ashcroft Gauges, Hancock Valves, 

American Industrial Instruments and 

Consolidated Safety and Relicf Valves Catalog #40 is available, 
Started in 1946, these factory train - : write for it. Ml 

ing courses are designed to increase ‘ , : , = 2 

product knowledge and application . ¥ cut Your 

and thereby aid selling effectiveness. . .* ol OWN GASKETS 

During the six years Manning, Max - A WITH BELMONT GASKET CUTTER 

well & Moore, Inc., has conducted : 4 

these courses, over 125 distributors 

have cooperated and salesmen from 

every state in the country have taken 

part 


THE BELMONT PACKING 
AND RUBBER co. A portable tool for cutting 


Of NPA’s Chemical Division 1%" dia. to 19" dia. circular 
NPA has annqunced the appoint- Butler and Sepviva Streets 4 \ Scorguaeeos tenance 

ment 3 Saees © Sle sevaeee Philadelphia 37, Pa. Sap onemmnmeenion 

director of NPA’s Chemical Division. replacement. 443 
He is on leave as general manager 

of the chemical products department THERE'S A BELMONT PACKING 

of Esso Standard Oil Co. For more FOR EVERY SERVICE 

than 20 vears Mr. Tracv has been 

engaged in the commercial develop- 

ment and manufacture of chemicals FOR STEAM * WATER + OIL * GAS * AIR © ACIDS * ALKALIES * AMMONIA 

from petroleum. 


Tracy New Deputy Director 


RINGS * SPIRALS © COILS © REELS 
SPOOLS * SHEETS * GASKETS 
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The old reliable... 
Wm. H. Ottemiller Co., of course. 


ve > XD 


Y 


& 
Ss & 
P| iz F f 4 ‘ 
Precision, milled-from-the-bar Cap Screws, 





Set Screws, Milled Studs and Coupling Bolts. 


Some numbers we can ship imme- 
EN diately—others—well, you know 
how it is—they'll take a little time 
To build customer satis- 
E faction and those profit- 
able repeat sales—or- 


der from Ottemiller— 
the WHO of Who's Who in the precision screw 


machine products field. 
(a) 





DRAWER 
ULES 


a 


AURORA. 
stetrnmoris 


N F AURORA EQ 


680 PRAIRIE © PHONE 


1PMENT ¢ MPANY 


AURORA 9231 
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CHARLES FOUTCHE is president 
of Baker Equipment Engineering Co., 
Charleston, W. Va., newly appointed 
representative for Yale materials han 
dling equipment in the W. Virginia 
marketing area 





Overburdened Highways 
Threaten U. S. Mobility 


I'rafhc eongestion on America’s 
highways is costing the motoring pub- 
lic at least one billion dollars per year 
in extra operating costs aside from a 
mounting toll of accidents and prop- 
erty damage, Paul W. Litchfield, 
chairman of the board of The Good 
year Tire & Rubber Co., Akron, Ohio, 
revealed recently. 

Releasing another of his series of 
“Notes on America’s Rubber Indus- 
try”, currently dealing with the eco- 
nomic prospects of this decade, Mr. 
Litchfield stated that our present high- 
way system cannot carrv the load 
thrown upon it today, much less take 
on the additional load which eco 
nomic progress will bring. The situa- 
tion is growing so ominous, he pointed 
out, that it is threatening our mobility, 
the key to the closely knit pattern of 
American living 


Augusta Mill Supply 
Makes Promotions 


Augusta Mill Supply Co., Augusta, 
Ga., has appointed F. P. Fensel, for- 
merl\ purchasing agent as assistant 
manager 

A. M. Eubanks, formerly store man- 
ager, has been made purchasing agent, 
and Howard Usry, formerly assistant 

| store manager, succeeds Mr. Eubanks. 
Curtis ‘Treadway has joined the 
| company as credit manager. William 
| Duke Satcher, formerly price clerk, 
has been made a salesman. Fred 
| Essex has been made price clerk 





Nets Cs the sau 
my VA 
TIME... MONEY... MANPOWER 


William D. Boldt 


William D. Boldt Rejoins 
Templeton, Kenly & Co. 


After ten months of army service, 
William D. Boldt has been released 
from active duty and has rejoined 
Templeton, Kenly & Co., Chicago, as 
southern District manager. Again 
making his headquarters at Atlanta, 
Ga., he will work with Simplex dis- 
tributors covering the states of Ala- 
bama, Florida, Georgia, Mississippi, 
North Carolina, South Carolina, 
Tennessee, Virginia and Little Rock, Wells No. 8 with 
Ark wet cutting system 


Weed & Co. Wins Contest 


Weed & Co., Rochester, N. Y., : 
industrial supplies, was a first place | 
winner in the recent safety contest WHETHER it’s for production, general utility or both, the Wells 
sponsored by the State Insurance No. 8 is an investment that will pay for itself. 


Fund of Rochester, and received an ‘ ’ / : 
TIME SAVINGS—Continuous cutting band saw action means blade is cut- 
iward at a dinner meeting in Hotel 


Sheraton ting all the time . . . portability feature means saw can be moved from 
‘ CTal e ° 
job to job. 





MANPOWER SAVING—Easy to set up and easy to operate, a Wells No. 8 
does not require specially trained personnel . . . does not require atten- 
tion during cutting. 

MONEY SAVINGS—First cost is low; operating costs are low . .. band 
type blade removes minimum stock, cuts accurately to minimize rejects. 
These savings can mean a lot in any shop... why not find out 
what they can mean to you. The Wells No. 8 has a capacity 8” x 
16”, rectangular, 8” dia., rounds. It is powered by a heavy duty 
1 H.P. motor. Other sizes also available. For automatic repetitive 
cutting of identical lengths, the Wells No. 8 can be furnished with 
the Wells-O-Bar Feed Master. See your Wells Dealer for further 
information or write for literature. 


The Pioneers of Horizontal 
Yo ow SR METAL CUTTING 
JOHN A. ROZOS has been appointed BAND SAWS 


director of exports of Dodge Mfg WELLS MANUFACTURING CORPORATION 
Corp., Mishawaka, Ind 606 ADAMS STREET THREE RIVERS, MICHIGAN 
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help rour CUSTOMERS 


SELECT THE BEST... 


hand them 
CHAN NELLOCK 


Wade only by 
CHAMPION 
De ARMENT 





Channellock plers are made by skilled 
crafteamen of a company known for nearly 
3 4 of @ century for its highest quality pro- 
ducts The outstanding features of Channel- 
lock pliers such as Longer Wearing. No Wear 
on the Joint Bolt, Closely Spaced Adjustments 
and Greater Strength make them the most 
desired pliers. 

Whenever your customers ask for pliers 

help them select the Best Hand them 
Channellock 

nd remember, Only Champion DeAr- 
ment makes Channellock. Send for Catalog 
se today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channellock pliers are listed in the 
Yellow Pages of most Telephone 
Directories under ‘‘Tools’’ 





WRENCH DEMONSTRATION is 
given by J. D. Eldndge, Thackston 
Davis Supply Co., of Columbia, S. ¢ 
to Clyde D. Thackston 





Columbia Supply Co. 

Publishes New Catalog 
Columbia Supply Co., Columbia, 

S. C., has just published a new 750 


increasing the firm's 
1942 by 330 


catalog, 
catalog. of 


page 
outmoded 
pages 

All of the associated companies will 
use the same pages enclosed in differ 
ent binders. Associated companies in 
clude Augusta Mill Supply Co., 
Augusta, Ga.; Charleston Supply Co., 
Charleston, S. C.; Southeastern Steel 
Co., Charleston, S. C.; Mill & Con 
tractors Supply Co., W ilmington, 
N. C.; Mathews-Morse Co., Char- 
lotte, N. C., and the office at Colum 
bia 

The company has opened a branch 
sales office at Conway, S. C. to sup 
ply service for that section where sev 
cral industrial plants are under con 
struction 

Bruce Wilkinson, formerly 
salesman, has been appointed assistant 
sales manage! 


store 


Goodyear Tire & Rubber 
Seeks Plant Expansion 


Plans for a large addition to the 
Goodvear ‘Tire & Rubber Co.'s plant 
in Gadsden, Ala., have advanced to 
the point where applications for mate 
rials and equipment priorities have 
been made to Washington authorities. 

If restricted materials, particularly 
stecl, available, the existing 
plant will be enlarged by 270,000 sq 
ft. of floor Construction time 
would be something in excess of six 
months. Current employment of ap 
proximately 3,000 would be increased 
between 600 and 800 added persons 


become 


space 
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As America girds for the ‘Battle of 
Production,” industrial facilities as- 
sume greater importance . . . must 
be better protected against loss, 
carelessness and even sabotage. 
Tool cribs, material bins, paint 
booths, employee lockers, factory 
doors and gates must be locked— 
SECURELY. You do your customers 
a favor when you remind them 
of these security measures and 
recommend 


Master be 


Built Like a Bank Vault Door! 
lominated steel case for powerful 
protection, world’s strongest con- 
struction . . . pin tumbler security 
; - Precision brass cylinders for 
long life and easy action 


Master Jock Company 
Milwaukee 45, Wis. 


Special service 
on master- 
keyed and 
keyed-alike 
sets for 


industry 








\ World’s Leading Padlock Manufacturers / 








FINE POINTS in selling automatic 
controls and indicators are given by 
R. S. Paschal, Sr., head of the engi 
neering division of Tidewater Supply 
Co. division at Columbia, S. C., to 
son R.S. Paschal, Jr 





Harrington Co. 
Appoints Representative 


Ihe Harrington Co., Philadelphia, 
Pa., have announced the appointment 
of Dunn & Bryan as their New York 
representatives 

Dunn & Bryan, established as 
manufacturers’ agents in the heavy 
hardware field in 1934 will cover the 
New York City area. 


Bloomquist Export Mgr. 
Of Carter, Milechman, Frank 


Carl L. Bloomquist has been ap- 
pointed manager of the export division 
of Carter, Milchman & Frank, Inc., 
New York City 

Mr. Bloomquist was formerly with 
Manning, Maxwell & Moore, Inc., 


for 17 vears 





SALES MANAGER K. E. Sandt and 
Purchasing Agent F. L. Maurer hold 
an informal conference in the offices 
of W. A. Tydeman & Son, Easton, 
Pa. distributor 





How’s the weather down your way? 


Is the arrow holding steady on Prosperity? 
Or does it wobble around —too often—to Sales Missed 
or Volume Down? 


If the wind is not blowing just the way you want it, there is always the 
chance that your catalog may no longer be delivering as it should. 
Remember that a Donnelley Catalog Survey costs you nothing—puts 
you under no obligation. But it will certainly show up any weakness in 
your catalog that may need attention. A line in the mail to us today will 


start the wheels rolling. 


Catalog Compiling Department 


R. R. DONNELLEY & SONS COMPANY 
350 EAST TWENTY-SECOND STREET, CHICAGO 16, ILLINOIS 


PRINTERS + BINDERS + ENGRAVERS + LITHOGRAPHERS 





Recently Delivered Donnelley-Built Catalogs 


All Repeat Orders 





Supp y Co. 


suprPiy 
company 


WELDING 
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WING NUTS 
CUP HOOKS 
BUCKLES 

D RINGS 
EYE RINGS 
SNAPS 
RIVETS 
ROUND 
RINGS 


Write today for 
catalog sheets 
G R C Informa- 
tive catalog 
sheets show 
clear prices — 
clear discounts 


GRIES REPRODUCER CORP. 


TAC does what no 


other tool can do! 


AT LAST! AN OPEN-END 
RATCHET WRENCH —the 
world’s first true universal wrench. 
A patented design for connections 
on tubing, rods, piping, conduit, 
studs, etc. Sixty-four socket sizes 
from %” to 4”. Smallest effective 
ratcheting arc yet-—5° to 7%”. 
TAC will also do every job any 
ordinary ratchet wrench will do: 
ene TAC set replaces literally doz- 
ens of single-purpose hand tools. 


makers of 
advanced tools 
| for industry 


} 


/) TUBING APPLIANCE CO. 


7112 South Victoria + 10321 Anza Ave. « Los Angeles, Calif 





ATLAS 


They continue to be 


job for shippers 


freight. 


have sidings— 


ATLAS. 


MILWAUKEE 4 





and 


e The key to the 
power and speed 
of ATLAS Car 
Movers ss the 
compound lever 
age’’ shown with 


n circle 


CAR 
MOVERS 


good business « « « 


Moving freight cars is an all-the-time 


receivers of 


ATLAS Car Movers can give 
valuable aid to your customers who 
they can keep freight 

sometimes perishable-—on the move to 
prevent delays and spoilage. Our dis- 
tributors, who are fully protected, reap 
good profits all year round selling the 


APPLETON-ATLAS CAR MOVER CO. 


1421-25 So. 2nd St. 


WISCONSIN 





I. D.’s Bulletin from Washington, in 
hands of Alex Walsh, new manager at 
Barker Chadsey Co., Providence, R. I 
keeps him posted on MRO changes 





Browne Moves Offices 
William J 


Browne, representing 
Winfield H. Smith Corp., Electra 
Motors, Inc., and Dykman Mfg. 


Corp., has moved his offices to 320 
Broadway, New York City 


A. T. Mortrud Promoted 
By Pittsburgh Welding 


Harnischfeger Corp. has appointed 
\. T. Mortrud as field supervisor of 
the Welding Equipment Div. of 
P&H in Pittsburgh. He succeeds C 
QO. Barnes, recently made sales man 
ager of P&H’s Hoist Division in Mil- 
waukee, Wisc 

Mr. Mortrud brings over twenty 
vears’ experience in the welding field 
to his new position. He joined 
Harnischfeger in July 1949 as a weld- 
ing engimeer in its Chicago territory. 


A. T. Mortrud 


110 Willow Ave., New York 54,N.Y. « Phone: M05.7400 
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 hewe-Seal vost canes 


WoHAKE 


1) 
p _ \ 
A. R. Smith 7 7) | \ j 
A. R. Smith Retires | é 


From Boyer-Campbell 


Ba Dona a oe pe of \ E Wherever you have to clamp a how 

1¢ National Supply & achinery AN : ‘ 

Distributors’ Association, who has DENS a j penny oe nyo 

been associated with The Boyer-Camp- want to OC two objects of any 

bell Co., of Detroit, Mich., since the together in = unshakeable bond .., 
your best bet is AERO-SEAL, 


founding of the company in 1907, has 
retired as president 
The new officers of the company 


are W. P. Goudie, president; J. F. | § . =. z: 
Phillips, vice president; R. G. Camp- | § a I _— 


bell, son of the late W. W. Campbell, I eo) = Ty 
secretary and treasurer. James Mc- : , ~ oa 

Nos = 

_. =a 








Millan, formerly of the Detroit and 
Cleveland Navigation Co. is the new Threads of steel worm engage deep into 
director slots in stainless steel band — hold tight 
; : ALL AERO-SEALS under extreme vibration in automotive, 
freadwell Joins Clover HAVE aircraft and industrial applications, 
heodore R. Treadwell has been STAINLESS STEEL BANDS CAN'T SHAKE LOOSE. 
added to the sales force of Clover 
Mfg. Co., Norwalk, Conn., as. sales 


manager 





ONE-HAND INSTALLATION RE-USE AGAIN AND AGAIN 
Install an Aero-Seal any place you can When hose is frayed and worn you 
reach with thumb and one finger. Self- RE-USE the same Aero-Seal again 
feeding when band engages worm and again. RE-USE Aero-Seals 
threads, Thumb-grip and screwdriver scores of times on temporary clamp- 
types available. Four sizes cover 90% ing jobs —they hold any shape ob- 
of the automotive market—all with jects together, conform to any shape 
Stainless steel bands. without damaging clamp band. 


id Co “F 
O10 ~ / 
a) 
WORM DRIVE a 
HOSE CLAMPS 4 < 
PIPE IN HAND, H. N. Crowder, Jr., , . 
president of the company that bears anomuer (BREEZE) rroouct ' 


his name in Easton, Pa., pauses for a 


moment of reflection BREEZE CORPORATIONS, INC., at Ss. Sixth St., Newark, N. J 
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“CUSTOMERS 


Se ee 


Sen -NOW: = 
een * 
¥ 


~-~“ 


"BELTING | 


_~ I on | | 


ey = ime 


Suprene Belting ...newly created 
to meet the most exacting require- 
ments ...is a natural to help boost 
your belting sales in the tough, food 
handling market. 


AND HERE’S WHY! 

.It’s made of special woven cotton 
duck, impregnated with Neoprene 
for extra strength and durability. 
It’s sanitary and washable. 


. Sales come easier with this “name” 
product, backed by many years of 
belting experience and craftsman- 
ship. 

. Four styles and a wide variety of 
sizes, enable you to meet practically 
every specification. 





REMEMBER...FOR INCREASED BELTING 
SALES...SUPRENE IS YOUR ANSWER. 
Why not get the complete story, 
now! Just write for Bulletin No. 20. 





/ jeter | 


Batata & Ten xvtile te Bes ling 


6,000 Attend Foote Bros. Open House 


Machining operation on a precision gear 


Gear & Machine Corp 


Foote Bros. Gear & Machine Corp., 
Chicago, Ill., held an open house re 
cently for their emplovees and their 
employees’ families, The three plants 
were open from 11:00 am to 5:00 pm 

Over 6,000 persons attended the 
open house and were given a complete 
explanation of the manufacture of the 
precision gears, aircraft mechanisms, 
speed reducers, Gearmotors and com 
mercial gears which the company pro 
duces. 

Chartered buses took the guests to 
the various plants, and a buffet lunch 
was served under a tent at the 53rd st 
plant. 


Fire Sweeps Warehouse 
Of Woodward Co. 


The three-storv brick warehouse of 
the Woodward Co., Albany, N. Y., 
was swept by fire recently. 

The fire, which began in the reat 
of the second floor and spread through 
the third storv, caused damage esti 
mated at $300,000 according to 
Louis L. Woodward, company presi 
dent 


Federated Holds 
Superintendents’ Meeting 


l'ederated Metals Division, Ameri- 
can Smelting & Refining Co., N. Y., 
recently held a superintendents’ meet 
ing at the Hotel Statler. 

Details of the latest manufacturing 
techniques and quality control stand 
ards pertaining to brass, bronze, 
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is explained to His Honor Mayor Kennelly 
of Chicago, by Gordon Murphy, vice president, 


at the open house of Foote Bros 





aluminum, magnesium and other non 
ferrous metals were on the agenda. 

Superintendents from all Federated 
plants throughout the country at 
tended the meeting, which was pre- 
sided over by John A. West, manager 
of technical operations. 


New Metal Announced 
By Carboloy Dept. 


The Carboloy department of Gen- 
eral Electric Co. announced in De- 
troit recently a new “family” of man- 
made metals 

Ihe new metal, the company re- 
ported at the World Metallurgical 
Congress, now in session there, is 
chrome carbide. Advantages of the 
new metal, the company said, are 
that it is lighter than tungsten car- 
bide, and has greater resistance to 
abrasion, corrosion and_ erosion. 


Trimont Mfg. Co. 
Announces Promotions 


A. E. Keating has resigned as di- 
visional president of Trimont Mfg. 
Co., Roxbury, Mass., a division of 
Aetna Industrial Corp. Frank P. Re- 
gan has been named new president. 

Franklin P. Aiton, a member, of 
the organization for 31 years, will con- 
tinue as vice president and comp- 
troller in charge of financial matters. 
Mario Calellow, a member of the 
company for 17 years, is general plant 
superintendent in charge of produc- 
tion operations. 





F7ofttab/e REPEAT ITEMS 


\ 18 

¥.... Build your volume business on a sound 
foundation of “bread-and-butter” items from 
the Fairbanks lines of Trucks, Casters, Valves 
and Dart Unions. Here are three outstanding 
examples of individual products that consist- 
ently build distributor volume—and profits. 


A “natural” for building repeat busi- 

W. G. TURNER. { ness in thousands of plants—large and 
° ¥. NER, ormer regiona i = . ® 

manager, Cummins Southeastern Re small — the Fig. 0250 is standard 


gion, with headquarters at Atlanta, has equipment on all types of piping. 
been transferred to Cleveland as re 

gional manager of the Great Lakes 

region 





goirban 


Here’s How To Determine 
Your Filing Efficiency . : i 
& e F A “‘live’’ lead item— Fairbanks 

lhough each filing system may have revolutionary Series “21” Swivel 
individual standards developed to meet Caster® features Lock-Weld cob 


its own special problems, there are a Patented ; : limins he ki i 
few general criteria which apply to ee ee eee 


ill systems. Is “finding,” the basic entirely. . . . Series “31” Rigid 
purpose of all filing systems, per Caster of girder-type design ig 
formed to management's complete ‘ another “solid” repeat product, 
satisfaction? Is every record or report 
desired by management found without 
delay? Does everyone have confidence 
in the filing operation? 

\ scientific check on finding eff 
ciency and file activity can be deter 


by a short pe \ r 
mined by a short period count (the An easy seller—Dart is the best 
longer the count period the more 


accurate the survey), and the use of known quality union on the market. 
the following factors: (1) number of Sell “‘PIC’’ Steel Union—a new 
documents “filed” (per day or week); Dart product for standard pressures 

number of references “found” —in the industrial and original 


per day or week); (3) number of cudinesens Geb 
references which were “not found” oo —— 


(per day or week) 

Ihe following formula measures 
finding efficiency. ‘To determine Ac 
curacy Ratio, substitute the counts for 


> 


1) and (2) above, and compute. 


Accuracy (1) number of references “‘not found” 
Ratio 


2) number of references “found” |= nks 
Where this ratio is Jess than 4 of 1 ~ Fairk ie | : 

z . — } PANY 
percent, the file is in qxcellent operat- \ com ¥ 
ing condition. If the ratio exceeds 3 1+ NEW YORK 3 N 
percent, the system warrants imme- | | LAFAYETTE STREE 
diate attention, for one or more of | ‘ft) 39 Branché 1g = Rome, GO 
the following may be true: (1) inac te vork 3° Pittsbura! 2 a 
curate filing; (2) improper indexing ee 
and classifying; (3) failure to charge 


out and follow up; (4) inadequate 
system of routing material to or from TRUCKS bd VALVES e DART & PIC UNIONS ® CASTERS 
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ADVANCE | Slip-proof 
Safety SPURS are an- 
other profitable item— 
they fit all makes of 
Movers — better 


Car 
stock them. 


ADVANCE CAR MOVER CO. 


seat 
INDUSTRIAL 
FLOOR 


SWEEPER 
— a 


Write for FREE 
booklet No 92] on 
MECHANICAL 


FLOOR SWEEPING 


HANDLING DEVICES CO. wc 


581 BOYLSTON ST., BOSTON 16, MASSACHUSETTS i 





CAR MOVERS: 


SPURS 


| 
| 
| 
| 
* Time savers for users— ! 
| 
| 
| 
| 
| 
| 
! 


I 
| 
* Money makers for you 
No 
when | 
Movers are on the job — i 
one of the three types | 
can do any job of spot- | 


rail yard  tie-ups 


BADGER Car! 


| 

! 

| 
ting and shifting freight 
cars quickly and safely. | 
The immediate need for ! 
freight cars to move the I 
ever increasing produc. | 
tion of materials and | 
equipment is your big | 
opportunity for profit- | 
able car mover sales. | 
Now is the time for you | 
to investigate. I 
e We sell only through 
authorized _ distributors. 


APPLETON, WISCONSIN 


BELT 
WAX 


CANTOL 


* We urge 
users to buy 
thru their 
local dis - 
tributor 


Sell CANTOL 
WAX to your 
customers who 
use flat belt 
drives, for bet- 
ter traction 
and longer 
belt life. 


CANTOL WAX 
PRODUCTS CO 
Bloomington, Indiana 








the file; (5) retention of material in 
private files. 

Time studies indicate that a normal 
finding time per single reference for 
most types of active letter or legal file 
is from 15 to 45 seconds. This time 
includes operator travel to and from 
files; however, in excessively large fil 
operations, the transit time may be 
sufficiently great to increase the aver 
age reference time 

The following formula known as 


| the reference ratio measures file acti 
| itv. From it management can roughly 


| determine _ its 


needs regarding file 


| analysis, retention, disposal, and trans 
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| procedure offers an opportunity 


to assume 


fer of records 


Activity of number of references “found” 


Reference 


Ratio number of documents “filed” 


I'he reference ratio mav vary from 
1 to 30 percent. This means that for 
every 100 pieces filed from 1 to 30 
pieces are called back for reference. 
If the reference to the files is more 
than 20 percent, the file procedure is 
probably good. If is from 
10 percent to 20 percent, the fil 
for 
improvement. The smaller the per 
cent of reference below 10 percent, 
the greater the likelihood that separate 


reference 


| files exist. When the reference is close 


to 1 percent, it is likely that the main 
files will be only dead storage 


Efficient System 


In general, when the cost of operat 
ing a four-drawer file is below the 


| average for the prevailing salary scale 


and when the accuracy and activity 
ratios are acceptable, it is reasonable 
1 sound and efficient file 
operation. However, if the activity 
ratio is less than 10 percent, the op 
eration should be carefully examined 


| because the “below average cost” may 


indicate that the salarv of the fik 
clerk has been distributed over a large 
number of files containing inactive 
material which shouid be transferred 
or destroved. These inactive files are 
actually maintained at an excessively 
high cost, for they are maintained at 
the cost of “active files.” 

In general, file economy will result 
from: (1) controlling the origin of 
non-essential originals and carbons: 
(2) establishing a scientific system of 
file procedure in keeping with the re 
quirements peculiar to a firm’s specific 
business needs; (3) fixing responsibil 
itv for supervision of the entire file 
on a well-trained and qualified indi 
vidual, and giving that person suff 
cient authority to enforce correct filing 
operations and procedures; (4) pro 
viding correct equinment which will 
best accommodate the system selected 
and protect “vital records” from fire: 





>) developing and maintaiming satis 
factory transfer and disposal programs. 

Savings in excess of 60 percent of 
overall filing costs can be realized by 
the proper reorganization of the aver- 
age file 

A Yardstick for Filing Cost and 
Efficiency (Remington Rand, New 
York, N.Y 


Norton Co. 
Announces Changes 


Gilbert H. Gidley, who recently 
completed the sales training course of 
Norton Co., Worcester, Mass., was 
ippointed abrasive engineer in Chi 
cago. Gordon FI. Colson, field engi 
neer, who was temporarily covering 
this area, will resume his full time 
ictivities as field engineer in_ the 
Chicago area 

Vheodor D. Mever, formerly super 
intendent of Australian Abrasives Pty., 
L.td.. a Norton associate company in 
\uburn, New South Wales, Australia, 
Was appointed production engineer of 
the abrasive and wheel div., Norton 
Behr-Manning Overseas Inc 


Ingersoll Promotes Schutz 


R. EF. Schutz has been named 
issistant treasurer of the Ingersoll 
Products Division of Borg Warner 
Corp., Chicago, Hl. He has been with 
the company since 1944 





DISTRIBUTOR Otto Kamman, owner 
of Kamman Supply Co., Detroit, Mich., 
visits J. A. Hill, Thor electric tool sales 
manager, during a_ recent stopover 


Aurora, Ill 


THE LINE OFFERING BOTH ORBITAL 
AND STRAIGHT-LINE ACTION SANDERS 


NATIONAL 





























STRAIGHT-LINE ACTION 


National Models 300 and 300A are recipro- 
cating, straight-line action air sanders. With 
this action, lacquer may be applied directly on 
sanded surface as there are no patterns to con- 
ceal. Woodinthe white can be sanded without 
fear of swirls, circles or cross-graining. 





q 
i 














ORBITAL ACTION 


National Models 100 and 400 are orbital 
action, single pad, air sanders. Orbital action 
provides fast cutting and long abrasive life. 
Where rapid stock removal is desired, orbital 
action cannot be matched. Superior for sand- 
ing on wood or metal, and for finish sanding 
with opaque finishes. 


SELL YOUR CUSTOMERS 
NATIONAL’S COMPLETE LINE 


National offers both Orbital and Straight-Line 
action sanders. Whether yqur customers are 
working with metal, plastic, wood, leather, or 
other material there is a National Sander 
adapted to their needs. Write today for details 
on National's selective distribution system. 


NATIONAL AIR SANDER, INC. 
2818 AUBURN ST., ROCKFORD, ILL. 
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Wherever a portable ‘Budgit’ Electric 
Hoist goes to work, it makes friends. 
Owners like the way it increases pro- 
duction, lowers operating and com- 
pensation costs. Foremen like the way 
it keeps production humming so that 
manufacturing schedules can be met. 
Operators like it for its quick, effort- 
less lifting that frees them from all 
danger of sprained backs, torn liga- 
ments, and all the other injuries in- 
curred when loads are lifted and 
moved manually. 


So — when you're selling an owner 
or his purchasing agent on the idea 
of equipping production, assembly, 
and inspection lines with ‘Budgit’ 
Electric Hoists to do the lifting—ham- 
mer away at the time and money 
saved through increased production 
and lower operating costs. Translate 
the extra comfort, convenience, safety 
to the workers in terms of more sav- 
ings ond lower compensation costs. 


Naturally you'll bring in the me- 
jes of the ‘Budgit’'— 
the high quality of its design, mate- 
rials, and workmanship. Because of 
them, ‘Budgit’ Hoists are able te make 
big savings by uninterrupted, daily 
service with minimum attention. 


hanical i 
e 





‘BUuDGIT’' CONDUCTOR CORD 
TROLLEYS — meoke possible 
an inexpensive wiring system 
without exposed conductors. 
They're a practical, economi- 
cal method of supporting con- 
ductor cords along monerei 
tracks. 


kK 


HOISTS 


MANNING,MAXWELL& MOORE, INC. 
MUSKEGON, MICHIGAN 


of Shaw-Box"’ Cranes, “Budgit’ and 
L ifte H ts and other lifting specialtie 

f ‘Ashcroft’ Gauges, ‘Hancock’ Valves 
jated' Safety and Relief Valves, and 
5 ndustrie Instruments 


New Catalog Introduced At Aro Sales Meetings 


i 


CATALOG STUDY took place at regional sales meeting of Aro Equipment Co., 


Bryan, Ohio, held recently in New York City 


Sales Manager E. L. Jackson led a 


discussion on the new catalog, and unveiled new display material 


The Aro Equipment Corp., Bryan, 
Ohio, held a regional sales meeting at 
the Hotel Warwick in New York re 
cently. Primary purpose of the meet 
ing was the introduction and discus 
sion of Aro’s completely new catalog 
of industrial air tools. 

\mong those who came from Bryan 
to conduct the meeting were: E. L. 
Jackson, manager, industrial tool divi 
sion; G. S. King, advertising man 
ager; and L. O. Barrett, assistant sales 
manager, industrial tool division. All 
division managers in the New Eng 


land, Eastern and Southern territories 
were present. 

After showing a new motion picture 
on modern salesmanship, Mr. Jackson 
announced Aro’s new jobber represen 
tation policy, and told of the estab 
lishment of service repair depots in 
majol trading areas to supplement 
service already available through dis 
tributors 

A similar meeting had been held in 
Chicago previously, for representatives 
from both the Midwest and the far 
West 


Rockwell Mfg. Co. Builds Tupelo, Miss. Plant 


STATE OFFICIALS greeted management at the recent dedication of Rockwell Mfg 
Co.’s new plant in Tupelo, Miss. Gov.-elect Hugh L. White, and Governor Fielding 
Wright congratulate H. Campbell Stukeman, vice president and Col. W. F. Rock 


well, chairman of the board. 
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Expansion Slowdown 
Seen As Power Threat 


George M. Gadsby, president of 
the Edison Electric Institute, which 
recently completed a power survey, 
anticipates the reduction of reserve 
margins next year to as low as three 
percent from the expected 12 percent 
predicted earlier this year. The rea- 
son: a slowing down ot the huge con- 
struction program of the electric 
power industry. 

Lhe slowdown of the industry's 
project of adding new capacity is due 
to the shortage of copper, steel and 
steel alloys, Mr. Gadsby said. Esti- 
mated increases in power demands for 
the next three years showed little 
change from the increases indicated 
in the April survey. 

On a nationwide basis, the survey 
indicates a margin ot generating 
capacity for this year of about 8 per 
cent. With the exception of the west 
ern division of the Pacific Northwest 
and parts of the Southeast, all parts 
of the country are expected to have 
some margin in December. 

Lack ot materials for construction 
is expected to delay the availability 
of up to four million kilowatts of new 
generating capacity scheduled for serv- 
ice by the end of next year. This 
amounts to almost half of the new 
capacity to be added that year. 

he survey also shows that the slip- 
page trom the construction schedule 
could amount to a total of 7 million 
kilowatts of generating capacity by 
the end of °53. The estimates are 
based, in part, upon the time already 
lost in the manufacturing of certain 
major equipment and upon problems 
now being encountered in obtaining 
steel for plant construction. 


Used Tools Placed 
Under New Ceiling 

All sales of used machine tools and 
used machine tool extras were placed 
under a new separate ceiling price reg 
ulation (CPR 80, effective Oct. 13), 
by the Office of Price Administration. 

Previously, used machine tools and 
extras were covered by the GCPR. 

Current production of new ma 
chine tools is at a level below that 
needed for defense production. This 
resulted in considerable pressure on 
used machine too! selling prices. The 
regulation is intended to assure a con 
tinuance of the normal relationship 
between the prices of new and used 
machine tools and is expected to sta 
bilize used machine tool prices gen 
erally, OPS officials said. 

In general, ceiling prices are estab- 


lished on the basis of manufacturer's 
> 


Jan. 25, 1951 list prices for the most | 











Socket © 
Head Cap Screw 


s Hexagon 


Head Cap Screw 





% 


Flat Head 
Cap Screw 





Semi-Finished Nut 

















vings over 


* greater sa ‘ 
“special” sizes 


* ” 


Here’s what you can do to speed deliveries of 
Chicago “Safety Plus’ Screw products to your 
customers during these days of shortages and 
slow deliveries: 

1. Urge them to standardize on “Standard” 
sizes. 

2. Urge them to order from you as far in 
advance as possible. 

3. Order your own supplies from us well in 
advance too, so you can maintain a full, 
well-balanced stock of ‘‘Standard”’ sizes in 
your bins at all times. 

This will result in greater savings over ‘‘special”’ 
sizes, less ‘‘down” time for your customers, and 
speed deliveries all down the line. Our mer- 


chandising policy is based on complete cooperation with Industrial Supply 
Distributors and we pledge ourselves to make every effort to keep you well 
supplied with ‘Chicago’ Screw products in “Standard” sizes. 


ASK FOR ‘‘CHICAGO’'—AND GET “Safety Plus” 


7xe CHICAGO 


SCREW COMPANY 


2503 WASHINGTON BOULEVARD 
BELLWOOD, ILLINOIS 


All Chicago ‘Scfety Plus” 
Screw Products now come foccensinn ste roses 
packed in this strong, eas- AGON 
ier-to-see carton. Color CAP SCREWS 
identified labels mean 

faster selection—greater 

saving of time in stock 

rooms. 


Saleta Dt 
WICAGO Sagely lus 


Hexagon Head Cap Screws, Stee! and Brass » Square Head and Headless Cup Point Set Screws » Semi-Finished Hexagon Nuts, Steel ond 
Brass » Hexagon Castellated Nuts » Fillister and Flat Head Cop Screws » Taper Pins © Milled Studs » Socket Head Cap Screws o Socket 
Set Screws © Socket Pipe Plugs » Stripper Bolts or Shoulder Screws © Squere Head Dog Point Set Screws @ Keys, Assortments ond Kits 
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Every Top Management 
Man...[n Every Industry 


SHOULD BE ABLE TO ANSWER THESE QUESTIONS ABOUT A 
MOST CRITICAL EMERGENCY IN OUR COUNTRY’S AFFAIRS 





Q. Why is iron and steel scrap a matter 
of importance to me? 


A. Steel for our country’s military pro- 
gram and civilian economy is being pro- 
duced at the annual rate of 107,000,000 
tons in 1951... 119,500,000 tons ex- 
pected in 1952. Steel-making capacity 
is being increased now to meet those 
quotas 


What Do I Get 
For My Scrap? 


In addition to being paid for your scrap, 
you remove nuisance inventory from 
your plant—saving valuable floor space. 
Also, you have a better chance of get- 
ting new steel or steel products. But, 
most important—you help alleviate 
a dangerous condition threatening our 
country’s capacity to rearm and satisfy 
civilian requirements at the same time. 


Q. How does scrap figure in the produe- 
tion of steel? 

A. Steel is composed, generally speak- 
ing, 50% of pig iron, 25% of “produc- 
tion” scrap (that is, the scrap which is 
produced as a by-product of steel-mak- 
ing) and 25% of ‘spurchased” scrap. 


Q. Is scrap getting scarce? 


A. Yes. The supply of purchased scrap is 
not increasing fast enough to meet the 
needs of increasing steel production. 

Q. What if the needed scrap isn’t ob- 


tained? 


A. Open-hearth furnaces will not be 


able to operate at capacity. That will 
mean a loss of steel production . . . and 
fewer products made of steel. 


Q. Why not use pig iron instead of 
scrap? 

A. Every ton of scrap conserves ap- 
proximately 2 tons of iron ore, 1 ton 
of coal, nearly 2 ton of limestone and 
many other vital natural resources—to 
say nothing of the extra transportation 
facilities that would be otherwise re- 
quired. 


Q. How can more scrap be furnished? 


A. By everybody pitching in—as we 
always do in every emergency—and 
searching out all possible sources of 
scrap. 


Q. What are these sources? 


A. Metal-fabricating plants normally 


a 
ete 
oe 


BA 


Every pound of idle metal is need- 
ed to keep our steel mills operating 
at top capacity. Sell your idle metal 
to a local scrap dealer right away. 


turn over to scrap dealers the scrap 
left from machining. But there’s not 
enough of this to fill our present enor- 
mous need. So everybody --both in and 
out of the metal-fabricating industries 
—must sell scrap in the form of idle 
metal. 


What Do | Do First? 


Write for free booklet. It tells how to 
set up a Scrap Salvage Program in 
your plant. Thousands of plants are 
cooperating. Do your part now! Ad- 
dress Advertising Council, 25 West 
45th Street, New York 19, N. Y. 

Q. We don't produce scrap—how can 
we help? 

A. Serap is any kind of iron and steel 
that’s gathering dust—obsolete ma- 
chines or structures, jigs and fixtures, 
pulleys and wheels, chains and track, 
valves and pipe—anything with rust on 
it or dust on it. Non-ferrous serap is 
needed, too. 


Q. What do we do with it when we 
find it? 


A. Use your normal channels or get in 
touch with a recognized scrap dealer. 


This advertisement is a contribution, in the national interest, by 


McGRAW-HILL PUBLISHING COMPANY, INC. 


NEW YORK 18, N.Y. 


330 WEST 42nd STREET 
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comparable new machine tools and 
extras, subject to applicable markdown 
percentages specified, depending on 
the age and condition of the used 
machine tool being priced. 

Special invoicing requirements are 
provided for all sales and a guarantee 
certificate is required in the case of 
rebuilt machines or extras. The ap 
plicable markdown percentages for 
pricing used machine tools and extras 
are applied to three categories in five 
age-brackets as follows 


Manufactured after Jan. 1, 1948, 
95% “rebuilt and guaranteed”; 85% 
“reconditioned”, and 75% “‘As is”. 

Manufactured after Jan. 1, 1936: 
90% “R & G”; 75% “R”; 60% “AI.” 

Manufactured after Jan. 1, 1928: 

5% “R & GG”: 70% “R”: 50% 
cay” 

Manufactured after Jan. 1, 1922 

“R & GG”; 50% “R”: 30% 

“ar. 
Manufactured after Jan. 1, 1916: 
“R & G”: 40% “R”: 20% 


Manufactured after Jan. 1, 1910: 
“R & G”; 30% “R”; 15% 
‘AT” 


Lamp Manufacturers 
Bound by Tungsten Shortage 


The Incandescent and Flourescent 
Lamp Manufacturers Industry Ad- 
visory Committee, told NPA at a 
recent meeting that because of the 
tungsten shortage some wire-drawing 
facilities are not being fully used. 
Mhéy said that individual plants are 
already faced with the loss of irre- 
placeable skilled workers under cur- 
rent materials allocations and produc- 
tion schedules 

NPA advised the committee that 
the demand for electronic tubes 
might increase soon to a point where 
their wire production would be 
needed. First quarter 1952 require- 
ments and supply data are now being 
compiled preliminary to determining 
production levels 

Committee members reported a 
larger share of production going into 
high-wattage and military-type lamps 
to the detriment of low-price house- 
hold-type bulbs. The industry has 
an authorized production schedule of 
$72,000,000 for the fourth quarter 
ind materials have been allocated to 
lamp manufacturers on that basis. 

NPA officals reported progress *in 
reducing the tungsten deficit. Do- 
mestic production and imports of 
tungsten ore have improved while 
military requirements have not 
reached expected levels. As a result, 
the tungsten supply is more favorable, 
ilthough still depleted 








a 
HIPMENT 


acelan 


sTOCK 


CAN STILL BE MADE... 
AAAI 


"SURE-GRIP” 
SHEAVES 


WITH INTERCHANGEABLE HUB 


If you can’t get STOCK requirements or you 

need SPECIAL SHEAVES made to order—let us 

know! We can still give excellent service. Write 

for detailed information on STOCK SIZES and 

SPECIAL SHEAVES to your customer's order. 
SHEAVES 


Putiers e HANGERS * 
BEARINGS OLLARS 
“SURE-GRIP” STANDARD AND STEEL CABLE v-BELTS 


T. B. WOOD'S SONS COMPANY 


CHAMBERSBURG, PA. 
Newark, N. J., 


PILLOW BLOCKS COUPLINGS 
hecne-eaill SHEAVES AND PULLEYS 
COMPLETE DRIVES. 


Branches: Boston, Mass., Dallas, Tex., Cleveland, O. 
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LOVEJOY moron nase 


There's nothing equal to this well- 

built tilting motor base at the re- 

markable price of only $6.00. It 

maintains constantly correct belt 

tension. Used with a variable speed 

Pulley. the speed your customers want may be quickly had simply by turning 
the handle screw adjustment (even while the motor is running). 


Adjustable in both width and length, the Lovejoy Tilting Motor Base may be used 
with al! sizes and types of fractional motors up to *4 horse power. Write today for 
all details. 


Send for all facts on the complete Lovejoy line. 


LOVEJOY FLEXIBLE COUPLING CO. 


5079 W. Lake St. Chicago 44, Illinois 


ALSO MFRS. LOVEJOY FLEXIBLE COUPLINGS, VARIABLE SPEED TRANSMISSIONS AND UNIVERSAL 
JOINTS 


For Volume Sates 


CONCO SPUR GEAR HOIST 
In capacities ranging from %-ton through 
25-ton. All modern features. Request bulle- 
tin 1540. For army type and low-headroom 
type trolley hoists request bulletin 1550. 


en ee oak 





j@MA CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities 4-ton 
and 1-ton. Request bulletin 1520. 


CONCO I-BEAM TROLLEYS 

Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton. 

Request bulletin 1510. 


—_ 


LRANES 


CONCO ENGINEERING WORKS 


Division of H.D. Conkey & Co, Division Street, Mendota, Illinois 
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Lead, Zine Prices 
Upped For Production 


In an effort to assure essential sup 
plies of zinc and lead at stable and rea 


| sonable prices, the Office of Price Sta 
| bilization set ceiling prices for im 


ported and domestic lead and zinc 
metals, ores and concentrates. OPS 
increased domestic lead and zinc prices 
two cents a pound above prices estab 
lished by domestic sellers under 
GCPR. This brings the general level 
of domestic prices to the level of prices 
established for imported materials. 

Under GCPR domestic sellers es 
tablished ceilings on the basis of max 
imum prices they had in effect during 
the base period Dec. 19, 1950 to Jan. 
25, 1951. Generally speaking, the 
basic domestic GCPR ceiling price for 
lead has been 17 cents a pound and 
for zinc 174 cents a pound. 

The basic price for imported lead 
under the new ceiling is now 19 cents 
a pound, f.o.b. New York, and the 
basic price for imported zinc at 194 
cents a pound f.o.b. East St. Louis. 

Ordinarily this might mean an in 
creased availabilitv of lead and zinc for 
manufacturers who use the product 
but the regulations prohibit any per 
son from buying, selling or receiving 
from any source, foreign or domestic 
slab zinc or primary Icad, or foreign 
or domestic slab zinc or primary lead 
processed from raw materials owned 
by him at a delivered cost in excess of 
the ceiling prices. 


Spending Pushes 
Output To New Record 


. 


National output was pushed up to 
a new peak in the third quarter by 
bigger defense and consumer spend 
ing, President Truman’s Council of 
Economic Advisers reported. The 
new high, which is less than 1 percent 
above the second quarter was achieved 
despite « sharp drop in business in 
vestment, the council said. A de 
cline in the rate of inventory accumu 
lation accounted for a reduction in 
business spending. 

The council placed third-quarter 
output at an annual rate of $328 bil- 
lion, an increase of $2.4 billion from 
the second quarter. At the same time, 
the council estimated that the na- 
tional income rose 24 percent in the 
third quarter to a new peak of $248.6 
billion. 

Government spending, according to 
the council, hit a $66 billion rate in 
the third quarter, a jump of $6 billion 
from the second. Outlavs for national 


| securitv climbed $5.9 billion, reaching 


a post-Korea high of $40.7 billion. 
Consumer spending on goods and 
services, at $204 billion, was up $2.3 





billion from the previous quarter. 
Business investment, at $57 billion, 
was down $6.5 billion. 

Phe $328 billion third-quarter out- 
put rate compares to a $287.4 billion 
rate in the third quarter of 1950 and 
total of $257.3 billion for all of 1949. 
National output measures the total 
value of the nation’s production of 
goods and services. 

In its national income report, the 

council pointed out that both wages 
ind salaries and entrepreneurial in 
ome went up during the third quar 
ter. Corporate profits, however, went 
down. Wages and salaries increased 
it a $2.1 billion rate annually, reach- 
ing a third-quarter rate of $179.5 bil 
lion while entrepreneurial income 
went up at a rate of $1.4 billion, hit 
ting $49.5 billion. 


Interest In CMP 
Reported Increasing 


A steady increase of interest among 
business men in the Controlled Mate 
rials Plan is reported by John F. Me- 
Kiernan, New York regional director 
of the Department of Commerce. 
More small manufacturers every day 
are calling on the CMP section of the 
regional office for advice and _assist- 
ance, he said. 

A spot survey made a month ago by 
NPA officials here showed that 15 per- 
cent of metal consumers did not know 
that CMP existed or were uninter- 
ested in it. 

Of 231 New York metal-consuming 
companies canvassed, 13 had _ not 
heard of CMP; 10 did not know that 
it was compulsory to file CMP appli- 
cations for allotments and production 
schedules; 14 thought wrongly that 
their third-quarter forms were final and 
that hence they did not have to file 
fourth-quarter forms; seven others said 
they had sufficient inventories of metal 
and were “not interested” in CMP. 

CMP experts point out that compa 
nies that failed to file CMP forms for 
the fourth quarter are too late to get 
on mill schedules. But if they are 
small producers and can demonstrate 
that they are likely to undergo extreme 
hardships, NPA will trv to help them. 

The aid will be in the form of cer 
tifications of late CMP-4B forms, if 
the metal user gives assurance that he 
can find a warehouse that will take 
care of his order 

The first-quarter CMP-4B form has 
1 new wrinkle in it that metal users 
should make full use of, to get larger 
allotments 

Section 1 of this form has a new 
Part B, which requires the applicant 
to break down his value of shipments 
and unfilled orders for recent and fu- 
ture quarters according to ratings and 


Because socket screws save time. 

Assemblers — especially green workers 
—find socket screws easier to manage — 
especially in hard-to-get-at places. 


NS ecusne sen 


BRISTOL’S BRAND! 





Because Bristol socket screws give more 
satisfaction. 

Users like their clean threads and great- 
er strength. Bristol socket screws conform 
to Class III fit and give “custom-made” 
strength for “regular” prices. 


Bristol 


1. National advertising to purchasing 
agents, production men, maintenance 
men (magazines, direct mail, trade 
shows) 

2. Salesmen’s “correspondence course”— 
how to make more socket screw sales 
per day 

3. New package (eye-catching, metal- 
edged for sturdiness), catalogs, folders, 
etc. 


Interested? Get in touch with 
Mill Supplies Division 
THE BRISTOL COMPANY 


WATERBURY 20, CONN. 
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degrees of essentiality. He is required, 
for example, to show quantities of 
GREA TER PROFITS goods shipped under DO and MRO 
rated orders. To the extent that he 
. has made such shipments, he is en- 
titled to better CMP treatment. 
CLIPPER In addition, metal users are being 
asked to fill out a new Form CMP 56 
for the first quarter. This calls for a 
list of products made, value of ship- 
ments and unit production by quarters 


v Constant Consumer Demand from July, 1949, through June, 1950, 


as well as for the first quarter of 1951. 

WN F S$ | U If the tungsten allocation which the 
0 actory a es to sers committee has recommended is ap- 

it will continue for a_ brief 


( “<d 
WN atio n qd lly Adve rtised ial but presumably not for the en- 


tire quarter, the same ceiling prices 
’ H Hy that were included in the third quar- 
. 7 Firm Resale Price Policy y ter plan. This set a ceiling of $65 per 
& > . . } ton and a floor of $55 on the mineral. 
; ov Highest Uniform Quality What the eventual pricing arrange 
. 7 ments of tungsten will be cannot at 

- 


. present be ascertained. 


NPA Appoints W. B. Quail 


Y, GRAND RAPIDS 2, MICHIGAN, U.S.A Director of Iron Division 


sas 58) eats ee p, Appointment of Wallace B. Quail, 
ee of Middletown, Ohio, as director of 
the Iron and Steel Division, NPA, 
has been announced. 
Mr. Quail is on leave from his post 
: : ete as manager of the Central area for 
De al ied : — Armco Steel Corp. He came to the 
NPA Iron and Steel Division last 


DEFENSE PLANTS WANT A4S7, ir eae 
staff assistant to the 


ACCURATE, 0W-COS7 METAL CUTTING! 


ceeds Richard F. Sentner, who has 
returned to Pittsburgh, Pa., to resume 
his duties as assistant executive vice 
president of the U.S. Steel Corp. 





METAL 


Kalamazoo CUTTING Hose. Belting Producers 
Mond 824.0. BAND May Lose Production Gain 
SAW Although hose and belting produc- 


tion has increased drastically in the 
last three quarters there is no assur- 
ance that the supply will remain ade- 


quate, since under provisions of NPA 
TAKE ORDERS | order M_-53, producers are now re- 


FOR Kalamazoo quired to accept defense rated orders 


up to 80 percent by weight of their 


N Ow i scheduled production. 


Many of your customers The possibility also exists that 
will need fast, accurate, | 1e _ 4 > 
Sdeally suited to defense low-cost. metal cutang | looms that have been producing hose 
production needs! Extra in defense production | and belting materials may be diverted 
rugged, precision built, big sales and do your cus. | bv NPA order to some other material 
capacity! Takes extremely tomers a a 4 by —- turnout. 
> i. Te > ar. ing your stoc oO ala- 
ost od phe peso ans mazoo, saws. complete Production of cotton duck to be 
ZS, 2x 4 - el 3 a » — c . . 

i ee a= used for hose and belting during the 
fourth quarter of 1950, according to 
NPA figures, was 5,600,000 vards. 

MACHINE TOOL DIV. Aizdamagoo TANK and SILO CO. e 


During the first quarter of 1951 pro- 
Harrison St. a Kalamazoo, Michigan | duction increased to 6,500,000 yards; 
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the second 6,100,000 yards were 
produced. 

During the first quarter of 1951, 

3,260 Ib. of hose and belting were 
shipped, and 13,314 lb. during the 
second quarter. Two percent of the 
first quarter shipments was DO rated, 
while 25 percent carried the rating in 
the second. 

Cotton duck production during the 
second quarter of 1951 totalled 95 
million linear yards, an increase of 1] 
million vards over the first quarter. 
Despite the greater production, NPA 
pointed out that shortages still exist 
in certain types of duck, particularly 
heavy types such as numbered and 
Army duck, which the armed services 
need 


Compressor Production 
Increase Authorized 


Authorized compressor production 
during the first quarter of 1952 is now 
planned at 125 percent of average 
quarterly production in 1947, NPA 
announced. This authorized level will 
be similar to the production level in 
the first quarter of 1951. First-quarter 
1952 CMP allotments will be less 
than third- and fourth-quarter 1951 
allotments, however 

Manufacturers said increased de- 
mand for compressors—caused by new 
programs and by general industrial ex- 
pansion projects—greatly exceeds the 
25-percent increase authorized for the 
first quarter of 1952 over the 1947 av- 
erage under the proposed program. 

(hey stressed the “top essentiality” 
of compressors and said the impor- 
tance of this equipment is being un- 
wisely minimized. They stated that 
compressors are employed in virtually 
every productive enterprise 

About 90 percent of compressor 
production is for defense-supporting 
activities and about 25 percent is on 
direct order from the Defense De- 
partment and AEC 

NPA asked the committee to sub- 
mit more accurate figures on actual 
average quarterly use of raw materials 
in 1947 and an end-use pattern for 
compressors scheduled for delivery in 
the first quarter of 1952. This infor- 
mation will help the government re- 
consider its authonzed compressor 
production program. 

The industry’s fourth-quarter CMP 
allotments were issued with this in- 
dustry-wide percentage cut on mate- 
rials requests; about 45 percent on 
copper-base alloys and aluminum and 
about 15 percent on steel. 

During the first quarter of 1952 
full recognition will be given to De- 
fense Department and AEC orders on 
individual company production sched- 
ules 


A GOOD DEAL 


for your customers...and for YOU! 


Carry Nationally 
Advertised GORHAM 
Cutting Tools 


A complete line of the finest quality high-speed steel 


cutting tools. 


Engineered, manufactured and heat treated in 


Gorham’s three modern plants. Thirty-five years devoted to 


cutting tool research, development and production are your © 


120-page catalog describes 
complete Gorham line. 
Write for your copy and 
details of Gorham Dis- 
tributor Plan. 


¥ 


guarantee of finest quality tools. Tools that solve 
your customers’ problems . . . and produce 
extra profits for you! 





Make your Main Line the Name Line —“GORHAM" 


A complete line of high-speed steel ¢ MILLING CUTTERS 
e SLITTING SAWS e END MILLS ¢ REAMERS « TOOL 
BITS @ CUT-OFF BLADES « WEAR-RESISTANT CENTERS 
e SPECIAL TOOLS plus Engineering, Laboratory and 
Electric Foundry Facilities devoted to research and pro- 
duction of cutting tools, alloys and castings. 











TOOL COMPANY ..:::: 


14406 Wocdrow Wilson Avenue 
Detroit 3, Michigan 
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1. Improved open thrash type impeller. 
2. Rotary double shaft seals. 
3. Double jet method of priming. 


These improvements combined with ad- 
vanced centrifugal design guarantee fas- 
ter self-priming and greater capacities. 


The extra air handling ability of CMC 
DUAL or Ventrifugal Pumps permits 





when the ordinary centrifugal pump loses 
prime and becomes air bound. 

Available in 3 basic assemblies, close 
coupled, flexible coupled and skid 
mounted pump only. CMC DUAL PRIME 
PUMPS Wo in sizes from 142" to 10”— 
up to 240, G.P.H. 





CONGRESS SHEAVES and V-BELTS 





GIVE RECORD BREAKING 
PERFORMANCE 


Three basic CMC innovations are responsible for the 
inherent superiority of CMC DUAL PRIME PUMPS. 


Write today for latest Bulletin No. E-1P1248 


HY onstruction, AA acuineny 
WATERLOO OWA, USA 


Crs: 


@ Precision built. Soundly engi- 


neered. Widely used as original 
equipment by hundreds of the 
largest manufacturers of such 
appliances as washing machines, 
dryers, laundry equipment and 
air conditioning installations. 


Congress FHP pulleys are avail- 
able in attractive 3-color indi- 
vidual boxes, with pulley outside 
diameter and bore size plainly 
marked. Simplifies storing—sell- 
ing. 


@ Immediate Delivery — From 


Stock 


WRITE FOR CATALOG 


CONGRESS DRIVES DIVISION 


TANN CORPORATION 


World's Largest Manufacturer of FHP Pulleys 


3750 East Outer Drive 
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Pneumatic Tools Makers 
Eliminate Some Models 


Manufacturers of portable pneu- 
matic tools, in a recent meeting with 
NPA, reported that certain tool 
models not adaptable to defense pro- 
duction have been eliminated from 
their lines so that scarce materials 
would not be tied up in inventory. 

A supplemental CMP allotment for 
the fourth quarter, announced by 
NPA, to be issued to pneumatic tool 
manufacturers, will amount to about 
90 percent of the supplemental re- 
quest for steel, about 35 percent for 
aluminum, and a very low percentage 
for cupper. 

NPA warned that industrial mate- 
rials will be scarcer during the first 
half of 1952 than they are now and 
that CMP allotments probably will be 
insufficient to meet non-military 
requirements. 

The announcement was made at 
a meeting with the manufacturers’ in- 
dustry advisory committee. Members 
of the committee produce air-operated 
drills, hoists, grinders, sanders, nut 
setters, screwdrivers, impact wrenches, 
and riveting hammers—key items in 
the production of industrial equip- 
ment needed for rearmament. 

If the portable pneumatic tool in- 
dustry is forced to cut back produc- 
tion during the first quarter of 1952, 
and industry spokesman declared, the 
manufacturers would require several 
months in which to return to the cur- 
rent rate of output. 

NPA said no standardization or 
simplification order is being planned 
for portable pneumatic tools. Agencv 
officials said, however, that such orders 
are being considered for other light 
power-driven metalworking — equip- 
ment. 


Aluminum Shortage 
Pinches Blind Makers 


If any of your customers make vene- 
tian blinds, this is what they're up 
against: the first quarter 1952 allot- 
ments of aluminum will be reduced 
because of increased military demands 

and the industry is advised, by 
NPA, to convert. 

Steel may be given to manufactur- 
ers, in sufficient quantities to offset 
their reductions in aluminum allot- 
ments—but industry representatives 
point out that there is no satisfactory 
substitute for aluminum in coastal 
areas where high humidity and cor- 
rosive fumes are problems. Any 
amount of aluminum supply, however 
small, is better than none at all, they 
said. 





Republic Supply Co. 
Promotes R. E. Deshon 


Robert E. Deshon, formerly sales 
order manager for the Republic Sup- 
ply Co., of California, has been ad- 
vanced to assistant to Vice Pres- 
ident W. Dale Russell, general sales 
manager. 

Mr. Deshon’s position is an en- 
tirely new one in the company’s or- 
ganizational setup. It has been created 
to coordinate the sales activities of 
the various departmental and regional 
sales managements, and to develop 
and implement a company-wide sales 
promotional program. 

Mr. Deshon has been with the 
company since 1940 when he started 
as an office boy in the Los Angeles 
offices. After eight months, he worked 
successively in the company field 
stores at Bakersfield, Taft, Santa Maria 
and Newhall to acquire experience in 
the firm’s branch operations. In the 
army during World War II, he re- 
turned to Los Angeles after the war 
and entered the purchasing depart 
ment. Six months later he was made 
manager of the order and quotation 
department. 

A story by Mr. Deshon about Re- 
public Supply is on page 94.) 

W. F. Sprague, formerly branch 
manager at Republic’s Santa Fe 
Springs store, will take over Mr. 
Deshon’s former position as sales serv- 
ice manager at Los Angeles Main 
headquarters. 

Mark L. Banks, formerly store man- 
ager at Long Beach, will replace Wes 
Sprague at Republic’s Santa Fe Springs 
Store as branch manager. 

’. A. Jameson, formerly manager 
of Republic’s Avenal Branch is re- 
placing Mr. Banks at the Long Beach 
branch as manager. 

George Cadet has been made 
branch manager at Republic Supply’s 
Avenal store. 


Will Not Requisition 
Private Scrap—NPA 


NPA does not plan to invoke the 
power to requisition privately owned 
iron and steel. Officials stressed this in 
reply to a newspaper article which 
said NPA officials in Detroit were seek- 
ing authority to requisition privately 
held iron and steel scrap and that this 
bid for power would give the agency 
vast new controls over all segments of 
business industry and agriculture. 

“NPA is not seeking any broader 
powers,” Washington officials of the 
agency said. “Although NPA has the 
authority to requisition under the De 
fense Production act, we hope we will 
never need to invoke this power over 
private property.” 


UNIONS 


RECOGNIZED and ACCEPTED 
for LEAK-PROOF SERVICE 


Jefferson unions in all types and sizes (and 
Jeffersons cover the complete range) are of 
air-refined malleable iron and are air-tested 
before shipment. This complete line features 
the Exclusive Jefferson Recessed Brass Seat 
—a metal-to-metal spherically ground seat 
located away from the run way of the fitting 
. a design assuring permanent tightness 
without undue make-up pressure. 
The advantages of this construction are well- 
known to users, provide an invaluable sales 


tool for distributors and are easy to demons 
strate. 


The UNION Jefferson also makes unions with ground all- 
with ‘the iron seats in all types and sizes. 


RECESSED BRASS e 
SEAT 
Full details sent promptly on request. 








9 Green St L 


offerson UNION CO. 
Fe 671 W. 26th St., New York 1, N. Y 
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SEMI 


HERE? 


METAL CUTTING® 
That’s the wrong kind of saw 
for the job! 

There's no trick to getting the right 
circular saw for your customers’ 
wood and metal cutting jobs when 
you stock Blade Circular Saws. 
You'll find that production men ap- 
preciate the high quality of BLADE 
Brand saws, and repeat their or- 
ders. Precision grinding . . . mod- 
ern, scientific heat-treating. . 
and, above all, the right circular 
saw for the individual job .. . 
these are the BLADE Brand features 
which appeal to men who must get 
jobs done on time! 

Best quality, better discounts, full 
supply and rapid delivery (7 days 
from time of order) make BLADE 
Brand circular saws popular with 
distributors everywhere. 

Write for the New BLADE catalog, 
price lists and discounts. 


*Se High Speed Metol-Cutting 
w ovoilable in 6” te 





Sales Management 
Regional Meeting 
For Suppliers-Distributors 
Held in New York 


Report starts on page 106) 





MANUFACTURERS Gus 

Black & Decker), Charles Jordan 
(Parker Vise) and Glen ‘Treslar (Black 
& Decker) consider problems discussed 
with distributors at seminars 


Fischer 


TIME FOR RELAXING followed 
the seminars. Bob Fernley, Harry 
Rinehart, and S. A. Russell, of J 
Russell Co., take advantage of it. 


AFTER LUNCH G. W. Friel (Stand- 
ard Pressed Steel Co.) and Lew Lear, 
York Machinery & Supply Co., York, 
Pa., discuss which of the four seminars 
they will participate in 
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ITS A 


Mac-it ¥e x 2'4 
Head Set Screws have 


Square 


a grip of more 
than 25 tons, 


REASONS 
FOR HANDLING THE 
COMPLETE MAC-IT LINE! 


1. The complete Mac-it line 
of heat-treated, alloy steel 
screw products enables you 
to meet a wide variety of 
your customers’ needs. 

2. You get a definite dis- 
tributor sales policy. 

3. Specials in alloy steel are 
made to customers’ specifi- 
cations. 

4. Advertising and mer- 
chandising help to support 
your selling job. 

5. You handle an_ estab- 
lished quality line recog- 
nized for dependability for 
over 35 years. 


Mac-it screw products are 
sold through leading in- 
dustrial supply distribu- 
tors everywhere. Let the 
complete Mac-it line 
cover more thoroughly the 
needs of your customers. 
Write today for complete 
information, 


STRONG, CARLISLE & HAMMOND COMPANY 








Regional Meeting 


(Continued ) 





LUNCHEON PAUSE gave Glen 
Culp, Al Dolby and Dick Schultz, all 
of Osborn Mfg. Co., a chance to re- 
view high points of morning speeches. 


OLD FRIENDS meet as George Park 

Norton Co.) and Jim Geddes (H. K. 
Porter Inc.) swap impressions on the 
first sales management regional meet- 
ing in two years. 


PRIVATE DISCUSSION , of today’s 
problems finds George B. Allen (Ma 
son-Neilan Regulator Co.) and Clyde 
Mansur (Simonds Saw & Steel Co.) 
trying to top each other’s experiences 











Safety... 
Strength... 
Lightness 4 


are built right in 


the Improved Walco 


Walco, the strongest pipe wrench on 
the market today, is also the safest 
— and lightest all-steel wrench avail- 
able. Why? Because welding — with 
all its inherent strength, safety and 
weight-reduction advantages — has 
been used to join the Improved 
Walco’s housing and handle into one 
integral unit ...a unit that makes 
the Walco so rugged that all tests 
show it far exceeds the requirements 
set up by Federal Specification 
GGG-65la for Type II Heavy Duty 
Adjustable Pipe Wrenches. 

The jaws of the Improved Walco 
are carefully machined and will not 
slip; even severe abuse will not spoil 


the wrench’s grip or quick biting 
action. A flexible, double-actingy 
quickly replaceable spring — an Im= 
proved Walco feature for which pat= 
ent is pending — gives the wrench 
fast, positive ratcheting action. Ad- 
justment is easy — the nut may be 
spun with the palm of the hand. The 
proper wrench opening can be deter- 
mined by a calibrated pipe scale on 
the movable jaw. 

Ask your Walworth Distributor 
to show you the Improved Walco — 
the strongest-made and longest- 
lived pipe wrench on the markt to- 
day. Buy it — you will save money 
in the long run. 


WALWORTH 


valves e fittings e pipe wrenches 
60 EAST 42nd STREET, NEW YORK 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 
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A 1WO WELL KNOWN ee 


KEY GRAPHITE 
PASTE 


-..an excellent 
sealer for all lines 
carrying oil, gas- 
oline, kerosene 


SEALING COMPOUNDS 
Your Key to Added Profits 


KEY-TITE 


..-for sealing pipe 
joints on lines car- 
trying water, gas, 
low-pressure steam, 
compressed air. 





and high-pressure Does not affect 
steam. Lubricates taste or odor of 
as it seals. potable liquids. 


Pipe joints sealed with Key Pipe Joint Sealing Compounds 
positively will not leak, yet are easily opened, for Key will 
not freeze in the joints. A profitable repeat item. Nationally 
advertised. Attractively packaged. Immediate delivery. 


Inquire about available territories for distribu- 
tors...ask for free samples and full information. 


KEY COMPANY 


2621 McCasland Ave., East St. Lovis, Ill. 


Favored by 
Misteldallitsmicle) 


builders 


75 | ee 


REVERSIBLE RATCHET WRENCHES 


These wrenches may be quickly reversed 


from the end fol a lal -mmale tale it keeping 
hands from hazardous positions This 
safety feature, the wrenches strength of 
fr 


ee 


design,| and long-wearing, trouble 
qualities have made the Series 20 the 
preferred wrench in its field Send tor 
catalog +60 which also shows other 
Lowell Reversible Ratchet Wrenches 


LOWELL WRENCH CO. 


WORCESTER 8, MASS 
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FACTORS which have a fundamental 
effect on sales were discussed by R. 
Louis Towne, in a practical, entertain- 
ing talk. Address, ““Tomorrow’s Sales 
Today,” was illustrated by sleight of 
hand 


“THE GOLDEN KEYS” was the 
topic of Millard Bennett's speech be- 
fore assembled manufacturers and dis- 
tributors. He held audience’s atten- 
tion by describing the three P’s—per- 
sistence, personality and perception. 


EARLY ARRIVALS at moming ses- 
sion were two Michigan Abrasive Co. 
men—C. H. Wills and Dave Robinson 
—eager to hear the hard-hitting talks 
on current sales problems. 








asia aaa A GREAT NEW FLOORING 
(Continued SENSATION 





Defies Destruction! 


Roc-Wood 


L00KS LIKE WOOD... 


SOCIAL HOUR in the Bowman WEARS BETTER THAN CONCRETE 
Room of the Biltmore concluded Re 


gional Meeting which began at 10 a.m 
Here Jack Spaulding (The Black & 
Decker Mfg. Co.) puts a point across 
to Paul Evans, Beals McCarthy & 
Rogers Inc., Buffalo. 





20C-WOOD is the greatest flooring advancement in 
decades! There's nothing like it on the market today! You 
can lay ROC-WOOD with a trowel easily and quickly over 
practically any surface—wood, asphalt, composition or 
concrete, inside or outside—and it binds itself to these sur- 
faces permanently—without costly underlayment. Roc- 
Wood is a new kind of flooring composed of chemically 
treated wood fibers bonded together with a practically in- 
destructible plastic binder. It hardens by chemical action 
not by evaporation, resulting in a firm, skidproof surface 
that will withstand repeated truckings and severe vibration 
without rutting or cracking. One of its many unique fea- 
tures is a miraculous resiliency which cuts walking or 
standing fatigue to a minimum. Most important, it can be 
used within 24 hours after installation! It is low in cost, 


. y requires a minimum of maintenance and It defies destruc- 
COLLECTING FACTS to be used at a ig io ei we ipieniciiies oe 


sales management seminars which they d 
are to attend are Roy Greenwood Used and Endorsed by Leaders in Industry 
fs “hein 1 < d Lee Alle Roc-Wood is not a new untested product. It has been per- 
(American Chain Div.) and Lee Allen, fected after years of experimenting and testing on every 
J. Russell & Co., Inc., Holyoke. conceivable type of installation—and has proven to be the 
¢ oerfect answer to the need for a low cost quality flooring. 
oday Roc-wood is being used and approved by leading 
architects, industrial concerns and contractors—a partial 
list of users include: Ford, Western Electric, Bendix Avi- 
ation, Shelby Shoe Co., Wilson & Co., Beich Candy and 
many hundreds more. 














Backed by Extensive National Advertising 


The story of Roc-Wood is being dramatically told to millions of flooring 
users throughout America! Provocative, inquiry producing ads are appearing 
regularly each month all through the year im leading school, hardware, 
building supply and indust wy, magazines, stressing the many advantages 
of this unique material — Roc-Wood. 


Write for full Details 


On this newest, low-cost flooring material. See its many advaxutages—learn 
how it can solve the mi any Pome A problems that confound industrial users 
everywhere! 





Many choice territories are still available. 








ROC-WOOD FLOORING Dept. 10-12 
2268 South Parkway, Chicago 16, Illinois 
Gentiemen: 

Please rush me full particulars on Roc-Wood Flooring. 








PIPE FORGOTTEN, Lloyd Smith % é te wame | 
(Heller Bros. Co.) gives his interest to | “x AY | 
a statement just made by Tom Leaven- a asain | 
worth, Larrabee Co., Inc., Amsterdam, pe i City a | 


sincehterennaennianainil 


N. Y. 
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i SPROUT-WALDRON’S 
f- . ri | / 


~ > Regional Meeting 


BuDcIT 
t j (Continued ) 
Tom 





MEETS 


an 





urgent 
need! 


Heve you seen the load- 
ing and unloading docks, 
recently, of some manu- 


facturer whose products > , a REASONS 


ere vital to our defense s 
why it’s 


GOOD BUSINESS to SELL 
Bett Saver PULLEYS 


articles waiting to be loaded onto I— Due to exclusive cone and wing design, 
no abrasive materials or sharp lumps 
can lodge between pulley and belt. 


Did you see the piles of manufactured 


trucks or into boxcars for shipment END OF MEETING finds Bill 


and the raw materials waiting deliv- Wheeler (Worthington Pump & Ma 

chinery Corp.) and R. K. Hanson, 2—Belt life is increased because this self- 
American Association general man cleaning feature eliminates any 
stretching or gouging of elevator or 
conveyor belt. 


ery within the plant? Did you notice 


the faces of the men doing this hard, ager, still concerned over a point 


physical lifting? Faces strained and brought up during the day 
deep-etched with fatigue? B—Loose material flows away from the 
belt and dribbles out harmlessly ot 
pulley hubs. 





If you do have this experience, we 4—Rounded ends and smooth chamfered 
edges of vanes or “wings” do not 


know what you'll do. You'll hunt up wear or abrade belt. 


the owner or his purchasing agent and 
tell him about the ‘Budgit’ Chain Block. 


How fast it will lift all these heavy G—Belt life is greatly lengthened. Users’ 
boxes, crates, cartons. How one reports range from 25% to 400%. 


&—Pulley “wings” are so spaced that belt 
flexes naturally and without strain. 


“low wa ) 


‘Budgit’ Chain Block and one man, 7—Interchangeable with solid pulleys. 


alone, will lift and handle more spot B—Easy to install. 





CE eRe 9—Recommended by leading manufactur. 


ers of conveyor belts and by hun- 
dreds of users. 


pulling, heaving together. You'll ex- 
plain how the structural features and 
mechanical superiorities of the ‘Budgit’ 10—Sales build customer goodwill and 


bring repeat business. 
gent need for greater production. BOLTS . . . NUTS 
RIVETS . . . SCREWS 
---Built right...to 
hold tight—their de- 
DR, ‘BUDGIT 1-BEAM TROLLEYS — pendability has been 
; > expand the usefulness of a recognized charac- 
a! chain blocks. Make them carry teristic of CLARK 
G as well as lift. FASTENERS for 
A. close to a Century. 


MAXWELL e esti ee 

! v : Write today to Sprout, Waldron & 
} M . ¢ 3 Waldron Street, Muncy, Penna 
unmet CHAIN BLOCKS z 


MANNING, MAXWELL & MOORE, INC. : 
MUSKEGON, MICHIGAN ) 


Builders of ‘'Shaw-Box’’ Cranes, ‘Budgit’ and 
Load Lifter’ Hoists and other lifting specialties 
Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves 
Consolidated’ Safety and Relief Valves, and 
‘American’ Industrial Instruments. 


sean all an —s 


Chain Block enable it to meet his ur- 
Available in diameter sizes 
ranging from 6” to 40” 


WV) 94 | al | aoe 


— 


ee | 
«a 
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Thumbnail Sketch 
Of Industrial Status 


lhe following brief of the situation 
on material allocations in various in- 
dustries is presented with the thought 
in mind that one or more of your cus- 
tomers or suppliers may be affected: 


Packaging Machinery 


Allocations to be reduced due to 
serious shortage of steel, copper and 
aluminum. NPA recommends pro 
duction slack be taken up with sub- 
contracting work for machine tool in- 
dustry, which will be operating at top 
capacity for next two vears. 


Electrical Conduit 


Allotments will be even lower than 
formerly, due to growing scarcity of 
industrial materials, most critically, 
zinc. Current allocations sufficient to 
fill only defense-rated orders. 


Automotive Replacement Parts 


Present allocations of controlled 
materials generally adequate to meet 
needs. Big problem is finding mills to 
iccept authorized allotments of con- 
trolled materials. NPA savs by first 
quarter of 1952 this will be smoother. 


Boilers 


Must be assured more steel than it 
has gotten, or power expansion pro- 
gram will suffer. Steel plate current 
bottleneck. With more steel, copper 
and aluminum, production of boilers 
could be almost doubled. 


Prime Aluminum 


No issuance of a prohibition list 
against aluminum users in civilian pro- 
duction is contemplated for fourth 
quarter. Aluminum earmarked for 
shipment to the stockpile in Septem- 
ber and the fourth quarter will be di- 
verted to industry'to help make up the 
deficit resulting from the Pacific 
Northwest power shortage. Shortage 
still acute; action will be needed in 
future. 


Upholstered Household 
Furniture 


Sufficient wire springs under present 
sub-normal demand. “B” Products 
classification _ satisfactory. Adequate 
supply available of re-processed water- 
fowl feathers and down. 

Wire Springs 

Can operate successfully under a 
class “B” or “A” product CMP classi- 
fication. Fourth-quarter steel allot- 
ment not adequate to meet rising de- 
mands for wire spring since manufac- 
turers are using up inventories to 
meet current demands. 





WILLEYS 


TUNGSTEN CARBIDE 


TOOLS 


CARBIDE TIPPED 
WORK SUPPORT BLADES 
for CENTERLESS GRINDERS 


Standard thrufeed and in- 
feed work support blades 
available from stock. Prices 
on special blades quoted on 
receipt of prints. We also 
regrind worn blades—and 
salvage all standard blades 
by retipping and regrinding. 
WRITE FOR CATALOG 


WILLEY’ Ss CARBIDE JOOL et oF 


4 


1342 W. Vernor RNa Detroit 1, Michigan 














For Safety's Sake . . . SELL 
DAYTON SAFETY LADDERS 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 


Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 
ladder is in use. 


A FEW CHOICE TERRITORIES ARE STILL 
OPEN. 





WRITE TODAY FOR COMPLETE INFORMA- 
TION ON OUR FAMOUS LINE OF LADDERS 
AND LADDER SHOES! 








Sr Sa let aa 
ul lay aii aieaen 0 platform 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. CINCINNATI, OHIO 
In Canada—Safety Supply Company—Toronto 











INDUSTRIAL DISTRIBUTION © DECEMBER, 1951 





| Aluminum Milk Bottle Closure 


| Industry wants to seek new custom- 

| ers since they can lose customers but 

| can’t replace them under NPA Order 

| M-26. Public health aspect of milk 
bottling permits manufacturers to con- 
sume aluminum at a higher rate than 
other manufacturers. 


pay top profits.. nae. entail 


Supplies of galvanized sheet, cop- 


PROMPT SERVICE... per, aluminum and zinc tight; no re- 


, lief in sight. Fittings, registers, blow- 
You don’t lose V-Pulley sales due to poor service aes Fw ? 
y V-Pulleysand ff ers and furnaces simplified and stand- 


ardized as much as possible. 


when Maurey is your line. The Maurey sales Interchangeable 

and service organization is geared to deliver Bushings 

V-drives and drive parts where and when you =| 

need them. yay 6MOR-GRIP 


Electrical Apparatus 


V-Belts Use of copper materials by military 
BIGGER PROFIT MARGIN... to hit civillen economy hardest in 
Maurey’s competitive prices allow you a bigger fourth quarter. Batteries and fuses in 
profit margin. Maurey quality gives your cus- : good supply, but conduits, switch 
tomer meve Sor his money and wins repent sales gears, low voltage distributing equip- 


ob Rigper. pete. ment and motors and controls short. 
LESS INVENTORY... | Supply should be eased in fourth quar- 
One interchangeable bushing for the complete ter. CMP regulations 5 and working 
Maurey line of Cast Iron and Pressed Steel | smoothly. 
V-Pulleys simplifies stock keeping, saves shelf 
space and saves money. Clock Manufacturers 
Complete . P . 
Write For Full Details V-Drives Reductions in allocations of mate- 
Ask About haa rials to industry during fourth quarter, 
Line of MAUREY | clock chani 1 forced t 
clock mechanism producers forced to 
MULTLV-DRIVES MAUREY MANUFACTURING CORP. Ji RAarseia RineTSaneimrna tee 
the line that includes World’s Largest Manufacturer of Pressed Steel eX. 
and Cast Iron Single Groove V-Pulleys 


2915 S. Wabash Avenue . Chicago 16, Illinois 


employes. Industry currently able to 
operate only because of supplemental 
end MOR-GRIP Multi V-Bolts fourth-quarter allocations and by de- 
—— ce aE ee pleting inventories. Six months supply 
of alarm clocks. If additional materials 


not available in first quarter of 1952, 
civilian items will cease and skilled 
workers forced to other employment. 
Railroad Operators, 

Car Builders 


‘ Production of following railroad 

Industrial Brushes and Brooms equipment will be permitted by means 
of allotment of controlled materials 

‘ ; during first quarter of 1952: 

The line that keeps doing 18,000 domestic freight cars; 2,000 


GOOD B USINESS domestic tank cars; 250 domestic in- 


dustrial cars; 1,200 freight cars for 
For more than 61 years the CAPITAL line of Industrial Brushes and Brooms has export; 636 domestic locomotives; 60 
been serving industry. Plant men know that CAPITAL equipment gives them the locomotives for export; 50 industrial 
best service for the money they spend and they re-order when additional equipment locomotives: 54 Army locomotives; 
is needed. The long-wearing qualities, which have been proved 2925 ? 3 ~ 
by actual test, are appreciated by these men. We urge users to and 332,000 tons of rail. First quarter 
buy through their local distributor. allotments represent reduction from 
Used in metal working, power, packing, and aviation plants—paper production permitted by fourth quar- 
and textile mills—foundries—mines—road and building construc- ter allotments, particularly in domestic 
tion — railroads — public buildings — dairies — hotels — schools — ° 7 “ 
garages — warehouses — airports — production. Due to inability to place 
many authorized controlled materials, 


orders on mill schedules, unbalanced 
inventories created. 
Enameled Utensil 


Enough available to meet all 1951 
I N D 7 A N A Pp o L I s demands. By drawing upon inven- 
tories, industry able to meet full de- 

BRUSH AND BROOM MANUFACTURING CO. mands until end of first quarter of 
1952, First quarter allotments will be 


CORNER BRUSH AND BROOM STS.__ Est. 1890 INDIANAPOLIS 7, IND. _ smaller. Recent rise in price of cobalt 
| nickel ores expected to bring second- 
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ary resources of cobalt, domestic and 
foreign, into operation. Cobalt sup- 
plies should be good for next three 
months. 


Textile Machinery 


As a result of proposed reductions 
in materials made necessary by grow- 
ing scarcities, the textile machinery 
industry will be reduced to its 1947 
production level, approximately +45 
percent less than 1951 rate. Projected 
cut in materials allocations will leave 
only 10-15 percent of industry's pro- 
ductive facilities available for building 
new machinery. NPA urges manufac- 
turers take up slack by accepting sub 
contracts from machine tool builders. 


NPA Recommends Aluminum 
As Substitute for Copper 


High aluminum output by the end 
of 1952, barring interruptions such 
as from droughts or strikes, was fore- 
cast by officials of the NPA at a re- 
cent electrical industry meeting. 

Combined membership of the Low 
Voltage distribution Equipment and 
Busway Systems Industry Advisory 
committee were advised to substitute 
aluminum, wherever possible, in 
place of copper, which is more scarce. 

Committee members anticipated 
that as new customers they would 
need NPA assistance in getting on 
schedules of aluminum rolling mills. 

The two committees recommended 
that NPA work with the Underwriters 
Laboratory to save critical metals by 
making changes in standards of elec- 
trical distribution equipment for the 
duration of the present national emer- 
gency. This was considered a better 
means of conserving metals than 
would be the imposition of a limita- 
tion order upon the industry. 

“Precious metals” now virtually 
means copper and steel rather than 
gold and platinum, NPA officials said, 
in discussing the metals situation. 

The supply of some steels is im- 
proving, they said. Electrical and 
vitreous enameled sheets are available 
and hot and cold rolled strip aie in 
good supply. Production of hot and 
cold rolled sheets was reported to be 
lagging but expected to improve in 
the first quarter. + 

In contrast, the supply of galvan 
ized sheets is poor because of the 
zine shortage, and plate and all struc- 
tural shapes are also in very limited 
supply. 

NPA suggested manufacturers help 
themselves in placing their tonnage 
orders by giving mills as much lee- 
way as possible on width specifications 
when ordering 12 gauge and hot and 
cold rolled sheets. 


| 








WIPING 
CLOTHS 


e STERILE © SOFT © DURABLE 


THESE INDUSTRIAL WIPING CLOTHS . 


SANATEX fan Forene Processed Wiping Cloths are carefully 
se'ected, washed, and sterilized ... they are free of hard cuffs, 
collars and seams. The SANATEX Packaged Line of Wiping 
Cloths is secled in sanitary. germproof, dustproof 
cartons attractively labeled and stating exact de- 
scription of contents. You can build a fine profitable 
business supplying the right wiping cloth for indi- 
vidual jobs. Get all information now 
on this moneymaking line which gives 
you repeat business over and over again. 
individual Labels to Jobbers read— 
“SANATEX Wiping Cloths expressly 


packed and prepared for . . . your name— 
your address"’ 


SANATEX CORP. 


2321 N. Wolcott Avenue 
Chicago 14, Illinois 











SALES GOING 
IN HIGH 


NOW! 


MACHINISTS’ 
ENCH VISE 
Solid Jaw and Swivel Base 


MORGA 





SEMI-STEEL 1") 5 &y é a) 


More production means more 
vises in service. As production 
in all branches of industry in- 
creases, this is the time to get 
your Morgan Vise sales going 
strong. Morgan Vises are widely 
used and well known every- 
where . . . sold only through 
authorized distributors. 


COMBINATION 
PIPE VISE 
Swivel Base 


© We suggest that users buy 
thru their local distributor. 


\_ MORGAN VISE CO., "°*cii2og6 afitines ** 








Pee ee no aie en en ony Nene es 
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Aluminum, by virtue of new pot 
lines and other facilities coming into 
REPUTATION activity now, looks to be in much 

better future supply than copper or 
steel. Recovering from the effect of the Magic Type 
FOR drought-induced power shortage, every sii 


northwestern pot line is now running THE COLLIS 
PERFORMANCE a ren 9 one of the scarcest of all MAGIC TYPE 


the critical metals, and fourth quarter 

allotments cannot be completely filled, 

THAT MEANS iccording to NPA. Four reasons were: CH UCKS 
1) increasing difficulty in obtaining 

ore from U.S. deposits, 2) lowered 


a 
Good Business imports from Chile, 3) reduced U.S. Reduce production costs with 


production because of strikes and 4) Collis Magic Chucks. Now 


for the YEARS AHEAD drying up of scrap supplies. tools can be changed without 

Zinc As also in extremely poor stopping or slowing down the 
supply. The situation is not expected ’ ; . 
to change materially in the next two spindle. Boring, counter boring, 
vears, until foreign developments come drilling, reaming, tapping, etc., 
into operation. One-third of the U. S. can be performed practically 
supply is imported. 

Asbestos, however, in the form of 
boards as used by the electrical distri- Let our 40 years of manufac- 
bution industry was reported available. turing experience help your 
Canadian exports to the U.S. ex- customers select the proper 
pected to be about 800,000 tons of , 2 for the ich 
asbestos fibre in 1951, mav_ reach ee Se a oe 


1,000,000 tons. “Call Collis For Service” 


Mexican Sulfur THE COLLIS CO. 
Output To Go Up Clinton, lowa 


Production of one million metric 
Hollow Ground Cut-Off or Trimmer Saw tons of sulfur in-1952 is anticipated 
bv Mexico. Five U. S. firms are un 


derstood to be operating in various Suppliers to Industry 
CHICAGO parts of Mexico with credits made 
available by the Export-Import Bank. for more than 67 years 
Sulfur is in short supply in the U. S. * 
SAWS where it is extensively used in indus- 
are contributing try. q A RR | § 


effectively to speed and low costs Petroleos Mexicanos may contract 


as production continues to mount. far the construction of gas-washing 


: : ; ; plants at Ciudad Madero, Tamaulipas, 
In doing this there is being es- and Azcapotzaleo, in the Federal Dis- 


tablished, in a wide variety of trict. Petroleos Mexicanos has a plant 
industries, a confidence in Chicago of this type in operation at the Poza 
Saws. This assures future good Rica oilfield. Production there was 
selling. increased recently to 120 tons a day 
and may be pushed up to a total of 
60,000 tons in 1952. 

Gulf Sulphur, a subsidiary of Pan- 
American Sulphur Co., and Renwar 
Petroleum Co. of Dallas and Corpus 
Christi, Texas, were associated in 
work on several domes on the Gulf 
coast. Woodle Petroleum Co., with 
the help of a $3.5 million credit from 
the Export-Import Bank were stated 
to have sunk 50 wells in the Jaltipan 
and Coatzacoalcos areas, also on the Rests OS .. - ee 
Gulf. ; , r ALSO + tanks * coils * bends * expansion 

Mexican Gulf Sulphur expected to =) —_° = ° 
start production last month at San Gomend te for ten quelle predates — 


CHICAGO SAW WORKS, INC. Cristobal Capoapan; Texas Gulf Sul- Hams alvn you thi with ne me 


ad 5 2 wells he Isth- 
5042 S. WENTWORTH AVE. phur had sunk 12 well Gulf’ Sulphur ARTHUR HARRIS & COMPANY 


mus of Tehuantepec. : 
CHICAGO, ILLINOIS Co. of Delaware is drilling near Savula, 210-218 N. Aberdeen St. Chicago 7, Ill. 


Vera Cruz. 








continuously. 
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THAT MAKE 


YOUR BEST 
AND FASTEST- 
SELLING LINE 


HERE’S HOW YOU CAN PUT 
THEM TO WORK FOR YOU 
_ folders 


‘ promo- The Starrett Distributor 
P Sales Promotion Plan 
tells how you can put 
this powerful 8-point 
program to work for 
you. Cash in on this val- 
uable free service — 
boost your sales and 
profit by completely 
identifying your house 
as a Starrett distributor. 
Get the whole story from 
the Starrett salesman or 
write for Bulletin No. 
1300. 
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WRIGHT! 
HAND-OPERATED (CHAIN) ° 


CRANES WITH END TRUCKS 


Top running, hand traveling 1 to 20 
Underhung, hand traveling 1 to 10 
HOISTS 
Wright Safeway, light, portable %to4 
High speed, improved \% to 50 
Clevis-connected % to 10 
Handwheel, extended % to3 
Twin hook 4% to 10 
Differential 4% tol 
TROLLEY HOISTS 
Wright Safeway 4 to4 
Wright Army type Safeway 4% to 10 
Hi-Way 600 type 4% to 24 
TROLLEYS ONLY 
Timken \% to 40 
Hyatt 4 to5 
SARB 4% tol2 
Wrightway ¥% to3 
Double beam 2 to 20 








MOTOR-DRIVEN (WIRE ROPE) 
CRANES 


Top running 1to 10 
Underhung 1to10 


HOISTS 
Frame B y%to¥% 
Frame 1, Speedway 4% tol 
Frame 1, close headroom ¥% tol 
Frame 1, Speedway, long-lift ¥% tol 
Frame 2, Speedway (all suspensions) % to6 
Frame 3, Speedway (all suspensions) 1% to 10 





for Information on the complete line of WRIGHT ELECTRIC HOISTS 
write for Catalog E-50 


York, Pa., Chicago, Denver, Detroit, New York, Philadelphia, 
Pittsburgh, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 





